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THE ORIGINAL WOOD FIBRE STRUCTUPA! 


( 


INSULATING BOARD 


@ The average person thinks of trees only in connec- 
tion with lumber. But from the cellulose fibres of trees 
(not the trees used for lumber) come a multitude of 
useful products. Clothing, surgical dressings, even fuel 
to run automobiles—these are a few of the more un- 
usual products being made from wood today. 


> 


@ Logs are placed into giant machines that 
tear them to pieces leaving only the sturdy 
fibres. Then the fibres are processed into boards 
— called INSULITE. These boards have a 
bracing strength four times that of ordinary 
wood sheathing, horizontally applied. 


@ Insulite has many structural advantages. Today, 
speed in building is highly important. The large panels 
of Insulite are rapidly applied or nailed into place. The 
saving in building time is apparent when you consider 
the large area the panel of Insulite covers in one opera- 
tion. This bomber factory is only one war plant that 
was erected and completed in record time with Insulite. 

















@ More than a quarter of a century ago, in the mills of 
the Minnesota and Ontario Paper Company, at Inter- 
national Falls, Minnesota, scientists, working in research 
laboratories, discovered a method of fabricating wood 
fibres into boards that were superior, for many building 
purposes, to wood as nature made it. 


@ Insulite has many important uses. Today, in many 
corners of the world, the advantages of Insulite are 
bringing comfort to our fighting men, thousands of 
whom are housed in barracks built of Insulite. Insulite 
is moisture-proofed, wind-proofed, provides sound 
control, and is treated against termites, rot and fungi. 


@ In home construction Insulite finds its widest use. 
Because Insulite insulates as it builds, walls constructed 
with Insulite save fuel in winter, make rooms cooler in 
summer. When used to finish attic interiors, like the 
one shown, Insulite provides attractive walls and ceil- 
ings that require no plastering, papering or painting. 
Walls of Insulite are also easy to clean. 


LOOK FOR INSULITE IN 
THE RED PACKAGE 


Insulite Division of Minnesota 
and Ontario Paper Compny 
Minneapolis, Minnesota 


AMFRICAN LUMBERBMAN. ey every other week by The Ameri Lump — Estab) 
. ee erican ermn an Btablished 1878—Office of ae, 481 South peecooms 


~class matter March 28. 1982 at the Post Office at Chicago, 


Illinois. under the Act of March 8. 1879. } 

















The Personal Element 
in KINZUA Quality 


When Kinzua’'s timber was 
selected, it was the ‘personal 
element” that carefully picked 
the right timber. When the Kin- 
zua mill was built, it was the 
“personal element’ that deter- 


mined where and how the mill 
should be built. 


The “personal element’ has 
never ceased to be a major 
factor in the quality of Kinzua 
Pine. A skilled Kinzua forester 
controls the cutting cycle—so 
that trees are taken out before 
the peak of maturity is reached. 
An experienced logging super- 
intendent operates the woods 
department for efficiency and 
economy. 


And so on throughout the 
complete operation. Each divi- 
sion of production, shipping and 
sales is set up under competent 
personal supervision and man- 
agement—and all of these activ- 
ities are in turn coordinated with 
one another by the “personal 
element”. 


Kinzua Pine Quality is more than a product of choice timber and modern 
machinery. The important additional factor is the ‘personal element” that 
supplies the careful planning, supervision and everlasting watchfulness that 
enables us to sell every foot of Kinzua Pine with “Quality Guaranteed”. 


100% Ponderosa 
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Kinzua Pine Mills Co. 


Kinzua, Oregon 


100% Kiln Dried 
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TOOLS & MEN 


MEET WAR'S DEMAND 
FOR WOOD PRODUCTS 
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The lumber industry was ready for war. It did not have to “tool up”. 
Its products were the first called for. Lumber, plywood and wood 
products were needed before troops could be housed or new factories 
built. They were needed in unheard of quantities delivered in record 
time. Lumbermen met those requirements. 


From the time when “an ox and an ax” were standard equipment 
to this day of special tools and special skills lumbermen have met 
emergencies with the ingenuity of frontiersmen. 


Paul Bunyan’s crews, despite handi- 
caps of war conditions are breaking 
production records of 28 years’ standing. 





“Paul Bunyan’s” CALIFORNIA PINES 
Soft Ponderosa and Sugar Pine 
LUMBER MOULDING PLYWOOD 
VENETIAN BLIND SLATS 














E ‘PRODUCERS OF WHITE PINE FOR THREE GENERATIONS" 


THE RED RIVER LUMBER COMPAN 


MILL, FACTORIES, GENERAL SALES : SALES OFFICES 


WESTWOOD, CALIFORNIA 360 .N. Micniean Ave. ESOS 2709 Ganwe Cont Temas 


We arom % Paciric Bioc. | 
SAN FRANCISCO. ae LOSA NGELES ‘ 





DISTRIBUTING YARDS i FunANciaAL Center Bios 
Cuicaco Minnearours Los Anceces Reno OAKLAND — 
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If there ever was a time to urge up-to-the-hilt buying of War Bonds, 
that time is now! For, by bond purchases, every American family can 
help speed up Victory, check further inflation, build up a nest egg 
which can be used to satisfy wants and needs that are accumulating 
during the war period. 


Of the latter, the greatest are those inherent in the love of home. 
This means that after Victory, thousands and thousands of families will 
be in the market for lumber and other materials to build new homes. 


A little bird-dogging on your part will uncover many 
of these potential customers right in your own com- 
munity ... folks who not only will buy more War 
Bonds, but who right now are planning their after-the- 
war homes. As an authority on building materials, your 
suggestions will be welcome, helpful, and should pave 
the way to profitable sales as soon as home building 
gets the “go-ahead” signal. 


Awaiting Victory, Fordyce and Crossett lumber must 
continue going to Uncle Sam. But every department is 
standing by, ready to meet your every lumber need 
as soon as the green light flashes! 


B Posorce Coosa S auts Co. 


Fordyce and Crossett, Arkansas 
Distributors for 


FORDYCE LUMBER COMPANY 
Fordyce, Arkansas 


CROSSETT LUMBER COMPANY 


Crossett, Arkansas 


> BUY WAR BONDS AND PERPETUATE THE AMERICAN HOME 
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DEVOE ADVERTISING— 


IN NATIONAL MAGAZINES — funnels 
SALES and PROFITS right into your Store 





Into the top of this funnel, Devoe pours its national 
advertising — sales-making advertisements in maga- 
zines reaching millions of home-loving people — 
selling them Devoe — selling your services as the 
leading paint dealer in your community. 














Funneling this Devoe national advertising into your 
store — converting it into sales — is a matter of co- 
operation. To make that easy — Devoe has created 
hard-hitting sales material for your use in your local 
papers, in your windows, on your counters. It is free 
to Devoe dealers. Ask for it today — put it to work 
—get your share of the profitable business that Devoe 
national advertising is creating for all Devoe dealers. 











A Devoe Agency Franchise is a valuable asset . . . an ‘‘insur- 
ance policy” for successful paint departments. They are still 
available in some communities. It will pay you fo get complete 
details from the Devoe representative in your territory. A 
request on your letterhead will bring immediate action. ‘‘People 
who know — handle Devoe.” 


DEVOE & RAYNOLDS CO., INC. 


787 First Avenue 825 West Chicago Avenue 
NEW YORK CHICAGO The 189th Year of the Oldest Paint Maker in America 
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RIVETT LBR. & COAL CO., OMAHA 
GIVE GOOD REASONS FOR 
THEIR 5-YEAR SUCCESS | 


WITH ZONOLITE 
President HARRY RIVETT says: 


“For five years Rivett Lumber Yards in Nebraska have sold 
ZONOLITE. We have used thousands of bags. We find it ideal for 
several reasons: ZONOLITE is @} a packaged item. It is @ easily 
handled and @ easily stocked. We have found it to be Gyan all-pur- 
pose insulation that can be recommended for a variety of uses. It is 
@ profitable. We consider it Gone of our best standard stock items.” 


a. Secretary HOWARD KEEP adds: 
a pos “ZONOLITE is perhaps @ the easiest of all insulations to install. It 
. © | 


\ simply pours into place. During these days of labor shortage many of our 
Be customers install their own insulation. @ Lack of insulation labor has cost 
bts us very few sales. Also, @ ZONOLITE Aggregates for concrete and plaster 
have added new items to our line. Qur Yard Managers are encouraged 

to promote the Zonolite Line to help their customers, and to help maintain 


their own sales volume. 


Lumber Dealers All Over the Nation it... see how perfectly ZONOLITE fits into 
are finding ZONOLITE the perfect answer to your own sales picture these days. 23 conveniently 
the growing demand for an all-purpose, highly located factories to serve you promptly. Mail 
efficient, fireproof insulation. It proves itself! Try coupon for full details. 








pouwRS INTO Place 
~ ee ee 


UNIVERSAL ZONOLITE INSULATION CO. 
135 South La Salle, CHICAGO —Dept. AL-6 


Without obligation, we should like to look over the 
Zonolite Dealer Proposition, including specimens of 
your Advertising and Dealer Helps, and a free sample 
of ZONOLITE. 
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Northern Lumber is doing its full part in 
the war and Northern woods are going into 


bodies, into cooks’ tables, cots, Army and 
Army and Navy aircraft, into fighting and merchant 


servicemen’s shoes, into truck and trailer C 
Navy furniture, Quartermaster, Signal and Medical B 


ships, into shoe lasts used in the manufacture of Corps equipment. 
“L Stephesot CO Wells, Mich. Ro , AEE SE 
Mfrs. Northern Hardwoods, Pine, Hemlock Hardwood Dimension a. kits “ Lake Superior Lumber Corp a es Ontonagon, M 
dried, eut to size. Hardwood and ood Lath, Cedar Posts, Pole FRo Northern Hardwoods, Hemlock, White Pine. 


The Modern ria Kiln facilities. 
tHolt Hardwot Cl Oconto, Wis. ° That’ 
‘Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, LF Se C. M. Christiansen Co. a a Re AS, Phelps, 


Herringbone, Parquetry types: all types Heavy Duty Flooring. AD An outstanding Wisconsin lumber manufacturer—Hardwoog eNout 


Northern Hardwoods. Hard Maple a Specialty. Hemleck, White Pine. ‘enisco, Mich. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, ete. Northern Hardwoods, White Pine, Cedar Products, Shingle@ tqkin 
ies. Expert Millwork. 


te dwell 
Cadillac-Soo Lumber Uo. (Marie Mich.) Grand Rapids, Mich. PROD, NG “Wm. Bonifas Lumber Co. (wares, *trich,) Sales, Neenah, Wa that t 






went 


“Underwood Veneer Co.,. . . . . . . Bessemer, Mig has « 


Northern Hardwoods, Hemlock, W. Pine at Bessemer. Mich inabi 
at Wausau, Wis. 


aca RMN TIINS. 
“Michigan Pole & Tie Co., (5; Newberry |...) Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts, Shingles, Piling. Soft 6 Hardwood Ties. 













*Connor Lhr. & Land Co, (7iitis: Leona, Wis.) Crtice Marshfield, Wis 


EK. D. & A. D. Hardwoods, Senock. W W. Pine—Cedar Shingles, 
Posts, Poles—Laona Rock Maple & Birch Flg.—Dimension stock. 





Goodman Lumber Company . . Goodman, 


Northern Hardwoods, Hemlock, White "Pine, ‘Deed Hard 
mill. Dry kilns. Rotary cut venee 


“Von Platen-Fox Company . . . . {ron Mountain, Mic “Bissell Lumber Industries . . . . . . Hawkins, 


Northern Hardwoods, Kiln Dried or Air Dried, Hemlock and Pine 
Mills: Iron Mountain, Trout Creek, and Mass, Michigan eS ae eee ae pao By ge Th ae ® 


“Rib Lake Lumber Co. . . . . . . SRW Lane, WIS CU ia.| Taon Paper Mills Company . . . tronwood, Mk 


Northern ee 2 Bang! ee aa Lath, oe Sees or Sip, Betet 2m. Eeemreed. Birch, Elm and Ma 
» " er—also e Cedar os. = 
HARDWOOD : “ 






































t*Wisconsin Land & Lumber Co... . Hermalitite™ Whe EMC Dconto, Wis. “Bay De Noquet Co.,Nahmia, Mi! - | 


’ 
“IXL*’ Maple, Birch and Beech Flooring: Northern Hardwoods ee Pg 817 Railway Exchange, Chicago—White Pin fi. 
. Hardwood Lumber—Shingles, Cedar Products, b 


and Softwood Lumber: White Cedar Posts and Shingles. 
















































VJ 9 
“Thunder Lake LumberCo. . . . . . Rhinelander reed I Hines Lumber Co... . . Park Falls, We | 
Air- and Kiln-Dried Northern Hard and Soft Woods | Kiln or Air Dried ~~ Birch, Elm and other Northern Hare 
Mills—Rhinelander and Lemke Spur, Wis. z f woods; White Pine, Spruce and Hemlock. » © 
tRobbins Flooring Company . Rhinelander, \ a iddis Lumber & Veneer Co. . Marshfield & Park Falls, Wig &= 
Newberry, Mich.—Maple, Birch, ‘at. Oak, Strip Flooring; * = ¢ Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Block, unit, single slat, parquetry: Heavy Duty Flooring. | Brch, Fig. Hdwd. Ven'r'd Doors, Plywd. Mod. Dry Kiln faell. 
t*Yawkey-Bissell LumberCo. . . . . White Lake, Wis. = Copeland Lumber Co. . . . Ontonagon &Atlantic, Ml 
Northern Maple, Birch and Oak Flooring: Kiln Dried Hard- Sales Office—CHICAGO—135 So. La Salle St., Hardwood Lum! 
woods; Hemlock Lumber and White Pine. =) Dimension. Dry Kilns and Planer 
tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Ass. 
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Loading war cargo on a Liberty ship. 
—U.S. Maritime Commission Photo. 








That’s 35% of America’s 1943 softwood production— which carry ammunition must be weatherproof and 
enough lumber to build 750,000 six-room frame strong enough to stand dropping from planes to men 
dwellings! In the language of our dealer friends, in actual battle: those that house motors for planes, 
that tells you how this single item of boxes for war is 
taking this enormous volume of lumber, much ofwhich 
went into stock for your inventories before the war. It 
has a vital bearing upon the lumber manufacturers’ 
inability to supply your own needs now. arrival in wholesome condition in the tropics, on the 


j desert and in the Arctic. 
j Our part in this production totals 


to millions of board feet monthly ... 
‘ in common grades and in 
uppers too. Because boxes 
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tanks and trucks must protect them from water and 







sand when unloaded on docks or thrown overboard 
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Yet, this is but one of the crucial needs in the filling 
of which Frost lumber goes to war. Still others 
are being featured in our current advertising, not to 
emphasize what is only our patriotic duty, but that 

our dealer friends may better under- 
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stand how and why our country must 
have first call on most of the 
O ») nation’s lumber production. 
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When You Need Machined Wood Parts 


~eeturn to BRUCE! 


Look to Bruce for the answer to your 
wood parts problems—in these days of 
restricted manufacture of metal, rub- 
ber and plastics! E. L. Bruce Co. is in 
a position to manufacture a variety of 
wood products—is specializing in 
quantity production on solid or glued- 
up wood parts, either completely or 
partially machined. 


FACILITIES—Seven modern plants, cen- 
trally located for timber and trans- 
portation. Complete and efficient 
woodworking machinery of all types, 
including new box plantatBruce,Miss. 


EXPERIENCE— Bruce has a background 
of more than 25 years in the lumber 
industry. It has pioneered many im- 
portant wood developments. 


PERSONNEL—Over 3,000skilled work- 
men and most capable key men. Free 
technical and advisory service under 
the direction of one of the country’s 
leading wood experts. 


DEPENDABILITY — Individual orders 
ranging up to a million dollars and 
more delivered exactly on schedule. 
Highest financial and credit ratings. 


E. L. BRUCE CO. + 1526 N. Thomas Street « Memphis, Tenn. 





sible construction.) 





TO THE LUMBER TRADE 


We want your inquiries on any type of wood 
parts for war use. Write or wire us. (Note: 
We are also still manufacturing hardwood 
flooring for war housing and other permis- 





B RU Cc E ar PRODUCTS 


MANUFACTURERS OF BRUCE STREAMLINE FLOORING 


A, ° 
FAMILY PORTRAITS 


One of the special features which the 
AMERICAN LUMBERMAN is bringing to its 
readers during 1943 in connection with 
the celebration of its 70th Anniversary as 
a servant of the lumber and building mate- 
rials industry. 


J. P. Austin, known with affec- 
tion and respect to the entire west- 
ern lumber realm as Jim, has been 
American Lumberman’s service arm 
in the west for 
more than 25 
years. A native 
of Indiana, Jim 
graduated from 
Wabash College 
in the Hoosier 
State, married a 
home town girl, 
and both mi- 
grated to the far 
northwest. En- 
gaging in log- 
ging, sawmill 
and planing mill operations, he 
eventually rose to the position of 
manager, and practically grew up 
with the lumber industry on the 
slopes of the Rockies and Sierras. 

Eventually he felt the sting of 
the journalism bug, succumbed to it, 
and has been managing the western 
affairs of the American Lumber- 
man with signal success ever since. 
Jim’s major interests in life are 
Mrs. Austin and their keen and at- 
tractive daughter, Peggy, a student 
at the University of Washington. A 
close second, or perhaps an allied 
interest, is his work. Jim is an au- 
thority on logging and lumbering 
methods, and sees a tremendous fu- 
ture for the industry. He is an 
ardent lover of his adopted State, 
Washington, its accomplishments 
and its scenic wonders. His out- 
standing characteristic is a driving 
enthusiasm for the things and the 
people he believes in. Principally, 
these are the Northwest, all the 
people in it, and the lumber in- 
dustry. 
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RED EDGE 
Self-Measuring 
Screen Cloth 
with the 
Spiral-Wrap 
End-Cap 
ROUND PACKAGE 
SSE lp mace See & 
SCR EE NEC E Outs BRANDS 
; Sun-Red Edge 
AluminA 
(electro-plated 
with zinc) 


Sun-Red Edge 
Black 


(painted) 


Sun-Red Edge 
Bronze 
Bright and Noxide 
(antique) 


Reg. U. S. Pat. Off. 
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“Mosquitoes have inflicted greater 
destruction than all the armies of the 
world’, says an eminent medical 
authority. 


Houseflies are an equally serious 
menace to health. 


These insects carry malaria, ~ 
phoid, dysentery, calinen nd and noted 
scientists have reported the finding of 
infantile paralysis germs on the com- 
mon housefly. 


Such epidemic diseases take a 
heavy toll i in the health and effi- 
ciency of America’s manpower, and 
in their prevention Screen Cloth is 
VITAL EQUIPMENT. 


There is, however, a serious short- 


age in the amount of Screen Cloth 
available for civilian use—and every 
foot should be utilized to the best 
possible advantage. 


You can help Peg the mp of 
° 


screen cloth and serve more of your 
customers if you will carefully check 
window and door measurements and 
sell just the quantity they actually 
need. Also utilize every remnant an 

scrap of screening for patching small 
breaks and holes, rather than sell 
complete screen replacements. 


Red Edge Screen Cloth will in this 
way, your co-operation, safe- 
guard the health of your customers 
and the community. 
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When government forces choose to work with industry—present the 
problems of government needs fairly, and listen to the problems of industry 
sympathetically—mutual understanding and confidence can be established; 
and once established, effective cooperation can and does produce desired 
results. 


This is evidenced by the experience of the Central Procuring Agency 
during the week of May 31, when it purchased nearly 2,000,000 feet of 
Southern Pine to bring its purchases up to schedule with the war program. 
Some months ago Southern Pine manufacturers had a deficit in their order 
files, and were asked to make a supreme effort to bring production up to 
schedule. The manufacturers responded by forming the Southern Pine 
War Committee, and requesting meetings with government agencies in- 
volved in the solution of their problem. Those meetings were held, and a 
complete common understanding was reached. Government cooperation 
plus splendid coordination within the industry brought gratifying results. 


During the allocation meetings held in the Southern Pine territory dur- 
ing the first week in June, Colonel F. G. Sherrill, United States Corps of 
Engineers, paid eloquent tribute to the lumber industry when he said that 
he considered it the most important war industry in the country. Review- 
ing the multitude of uses to which the product is put in crating the impedi- 
menta of war, he told the lumbermen that he was proud of the record 
which shows that not a single job has been held up for lack of lumber, and 
not a ship has failed to clear port for want of lumber. He termed the 
lumber manufacturers’ part in the war effort as magnificent, and urged 
them to continue supplying lumber, because without it the war cannot be 
won. 


Following the allocations meetings he paid specific tribute to lumber- 
men of the south. 


“The result,” he said, “of the war allocations of the week of May 31 
to June 5, was very gratifying. At the end of the week, war require- 


ments as represented by requisitions filed on the Corps of Engineers, were 
filled. This is due to the spirited attitude of the Southern lumber industry 
and the Southern Pine War Committee. As I have said before, our 
organization has only to direct the results of your zeal.” 


The lumber industry from one end of the country to the other can accept 
the first citation, and Southern Pine manufacturers proudly can accept the 
second, and hold their triumph as evidence that the lumber industry, if 
provided with a bare minimum of necessary labor and equipment, and 
partially freed from needless restrictive shackles, can be depended upon 
to continue its brilliant victories on the production front. More of the 
Colonel Sherrill type of positive and constructive thinker in government 
agencies is all the industry needs to complement its intense patriotic urge 
to produce from its unlimited forest resources everything the war requires. 
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dry-built full-wall constr 


ee 
Faster, easier application. Better, crack- 
proof walls.” 


These are the proved advantages most 
often cited by big project builders who 
have used full wall size Strong-Bilt Panels. 


In this resume of their experience is the 
complete answer to the “why” of dry-built 
full-wall construction. 


1. Strong- Bilt Panels save time and 
labor. One panel covers the entire wall 
of an average room. There is no “drying 
out” period. Precut to size, the panels go 
up in record time. 


2. Apply them any month of the year. 
Users are amazed at the ease of handling 
and speed of application. Floating 
Fasteners anchor the panels securely 
from the rear. 


3. No face nailing. Not a single nail 
hole to mar the beauty of the finished sur- 
face. No nail holes to fill. No joints to tape. 
No plastered joints or danger of cracking. 


4. Crackproof—lower maintenance 
cost. Strong and rigid. Strong-Bilt Panels 
withstand hard usage. Resist impact blows 
up to 6 times that of plaster. Presized at 
the factory. One coat of good paint usually 
is sufficient. 

5. A beautiful finished job! Women Reasons such as these are influencing the type of improved 





love the distinguished appearance of the interior wall linings being planned for many postwar homes. 
rich pebbled surface. This is the identical 


product used in many of America’s finest 
homes. Easily kept clean, conventional construction, write The Upson Co., Lockport, N. Y. 


For free descriptive booklets covering both prefabricated and 


Upson Quality Products Are Easily Identified by the Famous Blue- Center 
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Watch the process >f gov't food 
regulation; both because it’s hot- 
test of present problems and be- 
cause its management will throw 
light upon all public control poli- 
cies. Involved are subsidies, efforts 
to increase production, methods of 
fair division of depleted supplies. 


Lumber production continues to 
increase slowly; but mill stocks de- 
cline. Decrease during the first 
quarter of this year amounted to 19 
percent. Keep this in mind in con- 
nection with the emergency allot- 
ment of farm lumber. 


Inventories in all lines of civil- 
ian goods, cushioning last year’s 
purchases, have been depleted. 
Emergency allotment of farm lum- 
ber is a rough indication that gov’t 
proposes to meet vital needs. Will 
have to do it generally out of cur- 
rent production; which means a 
changed method of control, with 
less flexibility, less reserves for fast 
action. 


Forest fires increase in number 
and damage, according to Dep’t of 
Agriculture reports. Northwest, 
especially, has been warned against 
enemy sabotage of this kind. 


Box makers who produce their 
own lumber have been given a new 
method of figuring the value of 
such lumber in pricing industrial 
wooden boxes. Amendment 3, MPR 
195. 


Existing furniture patterns have 
been reduced in number by approx- 
imately two-thirds. This WPB or- 
der comes into full effect on July 1. 


AFPI carries forward a vigor- 
ous and necessary campaign of in- 
formation about uses of timber 
products. “Our Friend, John Citi- 
zen” is a booklet for those in the 
industry, listing public misappre- 
hensions about our business and 
ways of correcting them. 


Public understanding of our in- 
dustry will be of much increased 
importance after the war, due to 
hew wood uses, due also to new 
types of competition. The AFPI is 
doing an important service, de- 
serves your co-operation. Address, 
a 18th St., NW, Washington 6, 
». 


Rev. MPR 222 on northern soft- 
wood lumber extends coverage to 
certain Canadian softwoods, fixes 
dollar prices for 14 northern soft- 
wood items not previously priced, 
increases prices of 1x4 hemlock 
boards in most grades, provides 


A page of vital information 
and comment digested for 
busy lumber and building 
material executives. 


changes for milling operations, 
adds additional estimated weights, 
increases prices of Byrkit lath. 


Two labor leaders have been 
appointed vice-chairmen in WPB; 
Clinton S. Golden (CIO) for Man- 
power Liaison, Joseph D. Keenan 
(AFL) for Labor Production. 
Golden will also serve as vice-chair- 
man of WMC, to co-ordinate the 
work of the two agencies. 


NHA urges builders of war 
housing projects who by July 1 will 
not have obtained all controlled 
materials for completion of con- 
struction to take immediate steps 
to secure allotment under WPB 
Controlled Materials Plan. 


“General Manager Type" 
grain doors for railroad cars, Nos. 
1, 2 and 3 grades, have been priced 
in Amendment 182 to Supplemen- 
tary Regulation No. 14 to the Gen- 
eral Maximum Price Regulation. If 
the GMPR ceiling price used by a 
seller in computing his maximum 
price is an f. o. b. mill price, his 
maximum price is also an f. o. b. 
mill price. To the f. o. b. mill price 
a seller may add his actual cost of 
delivery. 


F. K. Weyerhaeuser has been 
named General Chairman of the 
newly created Forest Industries 
Council. This Council is intended 
to bring about joint action on com- 
mon forest industry problems as 
among the National Lumber Manu- 
facturers Association, the Ameri- 
can Pulpwood Association and the 
American Paper and Pulp Associa- 
tion. 


National Board of Fire Under- 
writers has revised sizes of roof 
truss members, thus opening a 
wider post-war market for timber 
roof trusses in the factory building 
field. 


Sellers of Northeastern hard- 
wood lumber, shipped in a “green” 
condition, must deduct ten percent 
from dollars-and-cents maximum 
prices established by the OPA for 
rough, air-dried material of the 
same specifications. Amendment 1, 
MPR 368. 
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Sellers of gum, poplar and tu- 
pelo aircraft veneer in special 
lengths or widths for which specific 
dollars-and-cents prices are not pro- 
vided in MPR 338 must apply to the 
OPA for approval of prices. No 
deliveries may be made until a ceil- 
ing price for the individual seller 
has been established. Amendment 
1, MPR 338. 


Maximum prices for pulpwood 
produced in Maryland, West Vir- 
ginia, Pennsylvania and Ohio have 
been frozen for 60 days at each 
seller’s highest prices for the pe- 
riod, June 13-17. Dollars-and-cents 
ceilings will be established. These 
States are the last major pulpwood 
areas hitherto without OPA con- 
trol. Dollars-and-cents pulpwood 
ceilings have been announced for 
Arkansas, Texas, Louisiana, Ten- 
nessee and Alabama. 


Private and contract motor 
carriers now may lease their ve- 
hicles for return loads without vio- 
lation of Interstate Commerce Com- 
mission regulations. Vehicle’s driver 
and helper need not be transferred to 
the lesee’s payroll. Lessee of a truck 
must have full direction and con- 
trol of the vehicle; must assume 
full responsibility to the public, 
shippers and consignees. ODT’s 
procedure, Amendment 4 to Order 
17. 


Loggers and lumbermen are 
urged by Lumber & Lumber Prod- 
ucts Division, WPB, to familiarize 
themselves with CMP Regulation 
No. 5, about obtaining maintenance, 
repair and operating supplies. Pos- 
sible to obtain many of these sup- 
plies without application to WPB. 
Importance of lumber production 
points up equal importance of keep- 
ing equipment at top efficiency. 


Over-all war program set for 
this year is 106 billion dollars. Com- 
pare this with 59 billions for ’42, 
16% billion for ’41. Donald M. Nel- 
son, of WPB, calls this “an aston- 
ishing display of economic muscle.” 
The Nelson report mentions the 
growing need to give thought to 
post-war considerations. 
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A SURVEY OF OPPORTUNITIES FOR 


SELLING CEMENT TO FARMERS 


NYONE OUTSIDE of direct war 

agencies, who plans to do any 

kind of construction work to- 
day is bound to run into some diffi- 
culties or circumscriptions. It is 
discouraging to those who might 
otherwise do some building; it 
means a loss of business to the lum- 
ber dealer who would be supplying 
the materials for this work. 

The job for the lumber dealer 
then is to determine the type of 
jobs on which he is going to encoun- 
ter the least difficulty with wartime 
restrictions and devote his time and 
efforts to pointing out these im- 
provements that can be made to his 
community. One of the items which 
can be sold without restriction is 
cement. 

Cement is no longer a luxury 
item on a farm. It has become prac- 
tically a necessity. Farms which 
ship milk to a city market, espe- 
cially, have sanitation rules imposed 
upon them that require the use of 
some cement. And astute farmers 
—the money-makers—have found 
other concrete devices to be an eco- 
nomic necessity. 

The opportunity for the lumber 
dealer lies in his ability to familiar- 
ize himself with all the possibilities 
for sales of concrete to his rural 
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neighbors. Secure the details on 
all of the concrete items which are 
helpful on the farm and be able to 
show the farmer savings resulting 
from these improvements which will 
cover his cost within a few years. 
Point out to him how these im- 
provements can be made now, while 
his income is high and he has the 
money to pay for them. Cost and 
return and savings are important 
items to a farmer, and the dealer 
must be able to meet his questions 
about these factors, especially when 
the discussion is about an item his 
father and his grandfather got 
along without, and without which, 
up to now, he has managed to exist. 

Concrete floors, walks and pave- 
ments are naturally the first items 
which come to mind in connection 
with selling cement on the farm, 
because they already have wide ac- 
ceptance. For this reason a good 
start on the sales effort is already 
made. Farmers know the value of 
concrete floors in their buildings, 
especially in those where animals 
are housed. Cleanliness and sani- 
tation are increased automatically, 
and the cleaning process is greatly 
facilitated. Farmers are learning 
that sanitation is of prime impor- 
tance in all kinds of animal hus- 










Illustrations courtesy of Portland Cement Assn 


ry 


alin 








bandry, if profits are going to be 
made. Disease and mortality rates 
drop rapidly when sanitary condi- 
tions are introduced. Diseased or 
dead animals are a drag on the 
profits of any farm. 

Warm, dry, concrete floors for 
poultry raising and hog raising can 
be prepared by starting with a well 
drained base or fill for the floor. 
Then by laying a 1% inch course 
of concrete and allowing it to 
harden, and applying a layer of 
asphalt roofing or waterproof build- 
ing paper, with joints carefully ce- 
mented, before applying the top 
three inch layer of concrete, a per- 
fectly dry floor can be assured. 
Some authorities suggest that the 
inclusion of sawdust with the ce- 
ment mix results in a concrete that 
is warm and dry. Care must be 
taken to have proper proportions 
when mixing, and the sawdust 
should be of the coarse variety pro- 
duced by a sawmill rather than fine 
material that comes from planing 
mill saws. 

It is also essential that floors in 
corn cribs and grain storage bins 
be built with these damp-proofing 
precautions. 

Floors in most farm buildings 
are built four inches thick, 2x4 side 
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forms being used as a guide to 
thickness. Those floors which will 
receive extra hard usage or will 
have heavy vehicles driven over 
them should be six inches in thick- 
ness. Concrete mixture for most 
such articles as farm floors is one 
sack of cement to 2%4 cu. ft. of 
sand to 3 cu. ft. of gravel with five 
gallons of water. Care must be 
especially taken to see that the 
water measurement is very close 
to accurate. Each 100 sq. ft. of 
floor 4% inches thick will require 
approximately 8%4 sacks of port- 
land cement, % cu. yds. of sand and 
1% cu. yds. of gravel. 

Concrete feeding floors for hogs 
have found ever-increasing accept- 
ance within the past few years. 
Definite savings on feed can be 
shown, ‘inasmuch as_ waste is 
slashed, and disease is brought to 
new lows because soil infestation 
is eliminated, and the pigs are not 
allowed to root in the dirt. There 


are several methods of using con- 
crete for hog raising. Some farm- 
ers keep them confined on cement 
from the time they are farrowed 
until they go to market. Others 
start them on concrete, send them 
to pasture for a few months, and 
then return them to the concrete 
floor for fattening. In each case 
weight gains are speeded. Livestock 
feeders recommend 30 to 40 sq. ft. 
of floor for each head of cattle and 
about 10 to 15 sq. ft. per hog. The 
floor should slope at least %4 inch 
per foot to provide adequate drain- 
age. 

Sell the farmer then on the extra 
profits that can be realized from 
concrete floors for barns, storage 
buildings, milk houses, corn cribs, 
hog and cattle pens and poultry 
houses, and from the paving of 
muddy barnyards, feeding lots and 
around pumps and water troughs. 
The dealer who draws the farmer’s 
wife into the discussion might also 
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sell a sidewalk around the house or 
out to the poultry yard. 

A concrete barn approach to 
those barns with entrance to sec- 
ond as well as first floor is a con- 
venience and an economy. It re- 
quires some reinforcing bars of 
course. It keeps the barn entrance 
clean, dry, and safe. 

Concrete fence posts are another 
item which will give long trouble- 
free service. The accompanying 
diagram shows how a simple gang 
mold for making these concrete 
posts can be constructed. The mold 
makes seven, seven foot (or 
shorter) posts; just the number 
that can be made from one sack of 
cement. One-quarter inch triangu- 
lar pieces in the bottom of the mold 
form the grooves to take the fence 
wire. If posts are small enough 
they can be driven into moist soil 
with the aid of a protective oak 
driving block in a tube which will 
fit over the top of the post. Four 
No. 6 wires are adequate reinforce- 
ment. Two should be six feet long 
and two, three feet, the latter be- 
ing centered on the ground level. 

Milk cooling tanks are an impor- 
tant item on the farm which sup- 
ports a dairy herd. Only as milk 
can be cooled quickly can it bring 
in its rightful returns. In most 
cases the tank is built as the floor 
is built, but this is not an absolute 
necessity. An entire milkhouse can 
be built using hard-to-get lumber 
only for roof and window and door 
sills. Principal part of the building 
can be of cement block with con- 
crete floors. 

Farms which have a number of 
head of live stock for beef purposes 
or for dairy purposes find that a 
concrete manure pit is a real money 
saving factor. Its purpose and ef- 
fect is to conserve fertilizing ele- 
ments which are lost or destroyed 
if the manure is allowed to lie 
in an unpaved open yard. Only two 
things are necessary to save almost 
all its nitrogen, phosphorus, and 
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Above: Forms for casting concrete hog-troughs. 
provided instead of the square ones shown. 
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Rounded corners for the top should be 
Below: Details of a concrete trench silo. 
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potassuim content, which are ma- 
nure’s vital elements. 
generous use of bedding to absorb 
liquids whch contain the larger part 
of the fertilizing values, and sec- 
ond is the storage of manure in 
damp compacted piles in a water- 
tight weather protected pit. Added 
value is a sloping floor to a liquid 
is equipped with a 


tank which 
pump. 


Hog troughs made of concrete 
are available from some companies, 
completely built, or can be con- 
structed in the lumber yard in a 
simple form. If the lumber dealer 
undertakes to cast these troughs 
in his own yard care should be 
taken to see that the inside bottom 
corners of the trough are rounded, 
and those of the top edges are like- 
wise rounded to facilitate cleaning 
and make sure that little pigs won’t 
scratch and cut their throats when 
eating. This is not a feature of 
the drawing of the form which is 
shown, but should be incorporated. 

A concrete hog wallow is a real 
disease preventative. 
poor pores and need a cooling bath 
in warm summer months, but they 
should not be allowed to root around 
in filthy mud holes where infesta- 
tion and disease are prevalent. A 
concrete hog wallow, where clean- 
liness can be controlled, is the an- 


swer. 


Trench silos of concrete have 
been found to give satisfactory 
service and do not require critical 
materials to the degree that a regu- 
lar upright concrete silo does. The 
farmer does not have to be sold on 
the value of a dependable supply of 
roughage through 
winter months or drouth period. 
The dealer’s job is to show him 
how well a trench silo can take care 


high quality 


of his needs. 


There are innumerable improve- 
ments that can be made around the 
farm home with concrete. Depend- 
able steps for the front or back en- 
trance is one example. 
tank is another great convenience. 
Concrete around the water supply 
system if it be well or spring 
means a lot to the housewife. 

Cement blocks offer many sales 
possibilities, and are readily avail- 
able. All types of buildings can be 
constructed from them. They are 
recommended for poultry house 
floors. Lay down a complete layer 
of concrete blocks over a bed of 
cinders and cover them with a thin 
coating of cement for a floor that 
is off the ground and free from 
rodents and infestation. 

The holes in the blocks in a wall 
may be filled with a poured vermi- 
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culite insulation for added insula- 
tion value. One party has been 
building cement block silos with a 
curved block and only a wire every 
three courses for reinforcement. 
Another has built a corn crib from 
these blocks by turning them on 
edge so that the openings were ex- 
posed to provide ventilation for the 
stored corn. They are built 16 
courses or 12 feet high and any 
standard length and width. 

It is not hardly practical for a 
dealer to install a small cement 
block making plant. The concerns 
which put in a large operation with 
the thought of supplying many 
dealers can do the work so much 
more economically that a dealer 
tan usually buy the blocks cheaper 
than he could make them. Most 
large cities have one or more block 
making plants in their immediate 
Vicinity. A smart hook-up can be 
made by a dealer with a livestock 
trucker who is anxious to have a 
payload on his return from the cat- 
tle sales market town. Very often 
there is a block manufacturer in 






















BULKHEAD FOR 
CASTING SHORTER 
POSTS 


Left: Concrete fence 
posts in use, and right: 4 
details of the form for ——™ 
making concrete fence 
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that town, and the trucker can be 
engaged to bring a load of blocks 
back to the dealer at a low figure. 

Merchandising methods for ce- 
ment are many and meet with vary- 
ing degrees of success. One astute 
dealer engaged a couple of concrete 
contractor experts and offered their 
services in an advisory capacity as 
a cement job was being considered 
by a farmer, and then sent these 
men back to that job for the first 
day of labor to help a farmer who 
was doing the work himself to get 
started right, and to give him in- 
structions for carrying the job to 
completion. This system worked ad- 
mirably well and brought him many 
jobs. 

The availability for rental or loan 
of a small cement mixer will bring 
in jobs from farmers who want to 
do the work themselves but do not 
have the time or the inclination to 
mix all the cement by hand, and 
thus delay the cement job. True 
these cement mixers are somewhat 
difficult to obtain now, but several 
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dealers have located one or two re- 
cently which were formerly used by 
CCC camps or the WPA. These are 
quite adequate. 

As indicated previously, any 
type of building undertaking meets 
with some war-imposed difficulties. 
Perhaps the chief one in this ce- 
ment sales business is the labor 
shortage. It is hard to find men to 
put in these floors and cast the 
walls, etc. However, a dealer may 
be able to pick up an experienced 
crew by consulting local paving 
contractors. A good many states 
and counties are neglecting the 
road paving work and repair in 
their territories and consequently 
these paving contractors are not 
overburdened with jobs of that 
type. Also they are experienced in 
handling concrete and qualified to 
lay cement floors and build cement 
walls and other objects. A connec- 
tion with such a contractor would 
put a lumber dealer in fine shape 
to sell these concrete improvements 
to his farm customers. 
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Concrete blocks may be filled with poured 
vermiculite insulation to provide extra 
warmth. 
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It was the intention of the editors that this article 
should serve to suggest opportunities for sales of cement 
to farmers by dealers, rather than to give complete de- 
tails for the installation of the various concrete items and 
facilities mentioned. These directions and other further 
details are available however in printed form in the fol- 
lowing books and leaflets. A copy of any of these is 
available upon request to the AMERICAN LUMBERMAN, 431 
So. Dearborn St., Chicago, Ill. Put a check mark in the 
square before the titles of literature you wish to receive 
clip the coupon, attach your name and address, 
and mail it to this publication. 
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O Concrete IMPROVEMENTS AROUND THE HOME 

O Dary Farm IMPROVEMENTS OF CONCRETE 

O Restorinc O_p Farm BuImLpINGs witH CONCRETE 

O Concrete StructuRES FOR FarM WATER SUPPLY AND 
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O) PerMANENT Farm Repairs 

O TrencH SILos 

O How to Make Concrete Posts 

© Mopern Gratin SToraceE OF CONCRETE 

O Sanirary Mitk Houses 





Step By Step Highlights of 


CONSERVATION ORDER L-41 


Digest of What You CAN Do Under L-41 as Amended 
































ity Residenc Restricted 
City Residence | City Residence et Aaricutural | dustrial | “Construction” |. Single Multiple 
Non-Defense | Defense Housing | Residence Buildings tienen one tts | Schools, Churches,| Sores, Lodges, | Commercial 
Area Critical Area (per farm) co a Etc. (see note) * Efe. (see nofe) (6 or more) 
ee Single $200.00 | Single $200.00 pees 
Without Permit Where Multiple Multiple $200.00 $1000.00 | War Coniracis | $1000.00 $200.00 $1000.00 
Critical Materials (6 or more) | (6 or more) pe ih ona 
Are Not Needed $1000.00 $1000.00 “5000.00 
E PD-OSA | exceed $500.00 rath W.-B. | ile PD-700 
NEW CONSTRUCTION or PD-105- ¢ 00] oe oe: with W.P.B. | Fi ile PD-200-€ | Fi 
In Excess of Maximum with F. H. A. (or rental of pre = for farm and commercial) = Revised at. me mn ate 
See Nole *** If > 4 we < ~~ ~~ ae ae Snel ol ©. BB. on = — 
Than 10,000, without utili “tte i on 
Non-Essential 
Witt REMODELING | s200.0 | 200.00 =| $200.00 | $1000.00 | $200.00 | s4a99.99 =| = $200.00 | $1000.00 
; _ Plants $5000.00 
emodeling To : ‘ 
REMODELING File PD-105 | Creafe More Apts.| File PD-200-( | File PD-200-( | File PD-200 | File PD-200-€ | File PD-200-€ | File PD-200-C 
In Excess of Maximum with W. P.B. | File PD-105-A with W. P. B. with W. P. B. with W. P. B. with W. P. B. with W.P.B. | with W. P.B. 
with W. P. B. 
MAINTENANCE NO No NO NO NO NO NO NO 
and REPAIR LIMIT LIMIT LIMIT LIMIT LIMIT LIMIT LIMIT LIMIT 
MAINTENANCE and REPAIR Non-Essential 
in Connection with $200.00 $200.00 $200.00 $1000.00 $200.00 $1000.00 $200.00 $1000.00 
Construction or . . ’ : = . ; : 
Remodeling Plants $5000.00 
INSULATION (except NO NO NO NO NO NO NO NO 
rubber, cork, el.) LIMIT LIMIT LIMIT LIMIT LIMIT LIMIT LIMIT LIMIT 





























IMPORTANT INFORMATION 


Where critical materials are needed permission to 
begin construction must be obtained from W. P. B. 
regardless of dollar value. Use proper forms. 

This applies to any and all jobs. 


NOTE * Definition of “Other Restricted”—"Not 
specifically listed in Schedule ‘B’ of Limitation 
Order L-41 as amended Feb 19, 1943.” 


NOTE ** See Schedule “B” of L-41 as amended 
Feb. 19, 1943, for complete details. 


NOTE *** No individual homes can be built until 
further notice. Only multiple units or defense hous- 
ing projects will receive any consideration. Single 
dwellings are out. 


Association Prepares Chart 
To See Restrictions at Glance 


This chart is reproduced from an 
original prepared by and for the 
Lumbermen’s Association of Texas, 


ruary 19, 1943. It should be noted 
also that the same Schedule “B” 
gives complete details under the 


under the direction of Gene Eber- heading, “Single Stores, Lodges, 
sole, association executive vice- Etc.” Also, no individual homes 
president. It provides at a glance can be built until further notice if 


the limitations on various kinds of 
building construction, remodeling, 
maintenance and repair. While it 
was prepared for the exclusive use 
of members of the Texas associa- 
tion, the American Lumberman 
readily secured permission from 
Gene Ebersole to make it available 
in this form to retailers all over the 
country. 

It should be noted that “Other 
Restricted Construction” is that 
not specifically listed in Schedule 
“B” of the Order as amended Feb- 


the cost is in excess of the maxi- 
mum allowable under the classifica- 
tion of city residences in either 
non-defense areas or in defense 
housing critical areas. Application 
for authority to proceed with such 
city residences will receive no con- 
sideration whatever, unless the ap- 
plication is for multiple units or 
defense housing projects. 

Note also that industrial con- 
struction, remodeling, or mainte- 
nance and repair in connection with 
remodeling falls into two classes de- 


pending upon whether the plant is 
or is not engaged in fulfilling war 
contracts. War contract plants are 
permitted to spend $5,000 in each 
of the three classes of building 
operation, while those without war 
contracts are limited to $200. To 
proceed with either construcion or 
remodeling in excess of the stipu- 
lated limits in either type of indus- 
trial plant, it is necessary to file 
application for permission from 
WPB on Form PD-200-C. 

It should be noted also that max- 
imum allowed amounts for con- 
struction of agricultural buildings 
does not apply to farm residences, 
and that the $1,000 limit for agri- 
cultural buildings applies to the 
farm and not to a single building. 
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FUTURITIES IN PLASTICS 


\" , 
Aware 


WOOD PLYS 


BONDING FILM 


INDIRECT 
LIGHTING 
FIXTURES 





Above. Plywood wall panels built up like 
corrugated paper, with spaces filled with 
insulation form the basis of the future house 
construction suggested by Philip Will Jr., 
architect. The finish could be of clear plastic 
films. At the upper right are similar panels 
but made of translucent plastic-impregnated 
paper. It is even hinted that new tools, using 
principles of induction heating, would make 
it possible to bond the panels together on 





MANDREL 
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the site, eliminating bolts, screws or nails for 
assembling. 
Below. Plyfold structural lumber, suggested 
by Egmont Arens, industrial designer, would 
be built to exact engineering specifications. 
As long steel mandrel revolves, alternate 
layers of thin wood veneers and _plastics- 
impregnated paper would be wound diagon- 
ally on mandrel. After curing in pressure 
chamber, resulting O-shaped units could then 
be split into Us. 


BEAMS 


COLUMN 


It is frankly admitted that these ideas are 
not worked out for production. The Mon- 
santo Chemical Company is interested in 
encouraging intelligent, creative prophesies 
and have accordingly asked designers to de- 
velope ideas for the future of plastics. These 
ideas are taken from among the many pos- 
sibilities being considered. 








Because of the man power situa- 
tion in war-warped Detroit, not 
enough linoleum installers are 
available to keep pace with orders. 
Customers with folding money in 
their pockets waited impatiently for 
weeks for installers to get around 
to their homes. Finally, in despera- 
tion, they begged to install the floor 
covering themselves. And overnight, 
Currier Lumber Co., who had been 
handling linoleum as part of their 
complete housing “store”, found 
themselves in a new “do it your- 
self” business which increased lino- 
leum sales 60 to 70 percent inside 
of two weeks. 

Currier pioneered the “build it 
yourself” field to sell thousands of 
k.d. knotty pine bars, pre-cut work 
benches, and cabinets. “Build it 
yourself,” they long had advertised. 
“Make your own cabinets, erect 
your own fence, put in your own 
storm sash, your own insulation, 
your own flooring. It’s patriotic and 
it pays.” 

When the man power situation in 
linoleum installers tightened, Cur- 
rier, long an opportunist, found it- 
self with a large stock of linoleum, 
a quantity of linoleum cement, and 
a supply of asphalt tile. Calling in 
experts, Donald F. Currier, sales 
manager, and his staff, compiled 
simple instructions for amateur in- 
stallation of linoleum. A stock of 
floor-laying tools was obtained, and 
now any average customer can do a 
professional-appearing job at big 
savings. 

Where the company had sold per- 
haps 2,000 linoleum installation 
jobs in 1942, with the new policy it 
expects to average 250 linoleum 
sales or better a month. Up to two 
or three months ago the majority 
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Top. To display linoleum, an “island' was devised consisting of small compartments into 

which cut rolls or samples can be placed. This conserves on space and enables the 

linoleum salesman to show customers exactly what each pattern looks like. Middle. 

Arthur J. Dembeck, manager of linoleum sales for Currier Lumber. Co., shows a prospect 

just how to cut a strio of linoleum so she can do it herself. Bottom. The tools of the 

trade—knife, square, cement trowel, underscriber, and linoleum cement—are loaned by 
Curriers for home installation of linoleum. 


of its linoleum sales were to new 
home builders, but since adoption 
of the “do it yourself” policy a huge 
replacement and repair field has 
opened. 

“The necessity of the times and 
war restrictions caused us to em- 
phasize in our sales policy the pro- 
motion of non-critical materials,” 
Mr. Currier said. “This has been 
an evolutionary process. Two years 
ago we adopted the belief that the 
retail lumber dealer should estab- 
lish himself as the building mate- 
rial ‘super-market’ in the minds of 
the ultimate consumer. We enlisted 
the services of experts, stocked ma- 
terials and strongly promoted the 
sale of plumbing, heating, electrical 
appliances, sheet metal, hardware, 
and linoleum on an installed basis. 

“Material shortages caused us to 
curtail so-called ‘hard’ lines and 
concentrate on less critical mate- 
rials. In this change the ‘do it your- 
self’ policy, wherein the customer 
buys the materials only, developed. 
A section of our lumber mill was 
turned over to cutting of from 125 
to 200 work benches or table tennis 
kits and other items. Complete as- 
sembly instructions were developed. 
Difficult assemblies, of course, such 
as drawers and mitered corners, are 
completed at the mill before the 
units are shipped. All that is neces- 
sary is to follow the instructions 
and put the pieces together. For 
the most part the items can be com- 
pleted with a hammer only, with 
less trouble than setting up Junior’s 
electric train. It was, thus, a nat- 
ural step for us to apply the idea to 
linoleum sales.” 

A large display of linoleum and 
asphalt tile has been set up in the 
company showrooms. Rolls of lino- 
leum are somewhat awkward to dis- 
play, so the company built individ- 
ual cabinets into which the rolls can 
fit, exposing only a small section. 
A display “island” was constructed 
around a post, permitting a com- 
plete circle of linoleum rolls. The 
floor of the display room was con- 
verted into a motley of patterns, 
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LINOLEUM 


cut-outs, and designs, showing how 
the material can be laid not only in 
color combinations but also to illus- 
trate cove construction—curved up 
at the dado to take the place of a 
base board. Rolled linoleum edges 
for counter tops or stairs, and in- 
stallation of molding strips of vari- 
ous kinds are shown. Many of the 
operations are too difficult for an 
amateur to do, but professional aid 
is available for such jobs. 

The home maker brings to the re- 
tail store the measurements of the 
room he wants to cover. He selects 
the pattern of linoleum he wants, 
buys a quantity of linoleum cement, 
and is shown how to cut a seam so 
there will be no binding. Printed 
instructions from various linoleum 
manufacturers are available for 
home distribution. When it comes 
to the tools, a kit consisting of a 
knife, trowel, square, and under- 
scriber are available on loan. The 
customer makes a deposit of $5 for 
the entire set, money returnable 
when the tools come back—and 
Arthur J. Dembek, manager of lino- 
leum sales, says the average cus- 
tomer only has to borrow the tools 
overnight or over a weekend. For 
simple jobs a kit consisting of a 
knife and trowel is available for a 
deposit of $2. 

“New homes used to be the big- 
gest market for linoleum,” Dembek 
said, “but today, with housing re- 
stricted to certain types of homes, 
we find the replacement market is 
the biggest market. There is no 
priority on linoleum installations. 
Our average order is well over $30. 
We never looked at the repair field 
very seriously before, but now 95 
percent of our linoleum sales are 
to this field.” 

Curriers maintains an $11,000 
stock in linoleum, but Dembek es- 
timates any lumber dealer could get 
into the field for an outlay of $600 
or $700. Curriers carries 93 differ- 
ent patterns from four manufac- 
turers. The majority of the stock 
is in the better grades of burlap- 
backed material. Felt back linoleum 










Currier's "store," where the “build it yourself" and "install it yourself" 
principle has now been applied to linoleum sales. 


is harder for the amateur to lay 
and only a small stock is carried, 
Dembek said. 

Besides selling the linoleum and 
cement, the company secures plus 
business in selling metal floor plates 
for sink piping under kitchen sinks 
and the lumber necessary for cove 
installations. 

“Cutting the seams is the hardest 
thing an amateur linoleum layer has 
to learn,” Mr. Dembek said. “It 
used to be that folks would mark 
the material and then cut it with a 
scissors. We tell them to do it our 
way—to lap the linoleum, and then 
run a knife right along the side, 
making a _ butt-edge connection 
which does not require the old- 
fashioned metal strips to conceal a 
rough edge. With a few simple in- 
structions we find customers want 
to tackle the installation themselves, 
and if they get into trouble we al- 
ways have professional assistance 
handy. 

“In addition to the home trade 
we have been turning to stores and 
commercial establishments for ad- 
ditional gross. Stores are usually 
more interested in asphalt tile and 
want installation service, but more 
and more we find small store keep- 
ers are putting in their own lino- 
leum. With the conversion of empty 
stores in Detroit to housing, to ease 
the need for homes for war work- 
ers, store proprietors are covering 
what might be rough wood floors 
with linoleum. 

“We have sold more than a thou- 
sand square feet of asphalt tile in 
ten days, by means of our display. 
We sell a quantity of wall linoleum 
also, although installation problems 
are different there. We still advo- 
cate putting wall linoleum on your- 
self, just as you would install floor 
covering materials. Many homes 
are using wall linoleum in place of 
tile for bathrooms or for installa- 
tions around kitchen sinks. 

“Linoleum sales pay off well. We 
have a fast turnover in stock and 
are continuously in the market for 
better grades of linoleum. We can- 
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not, however, get enough installers 
to keep up with the orders and give 
prompt service. Therefore, there is 
a place for home installation. We 
are, naturally, enthusiastic in view 
of increasing sales.” 

Installation instructions include 
details on preparation of wood 
floors. Old floor covering must be 
removed and the wood floor re- 
nailed if boards are loose. The 
quarter round molding must be re- 
moved. All ridges and rough uneven 
places must be planed or sanded and 
large cracks and opening between 
floor boards filled with a suitable 
floor filler. Floor preparation en- 
ables Currier to rent electric floor 
sanders, to sell nails and new quar- 
ter round moulding and to provide 
crack filler. 

Because burlap back linoleum re- 
quires a felt lining over wood floors, 
Currier also sells a quantity of that. 
In fitting the felt base, sections are 
cut and laid in place dry until the 
entire room is ready. Then linoleum 
paste is required. (Curriers also 
sells that.) In installing linoflor— 
a linoleum composition with a felt 
backing, the dry felt interliner is 
not required, and the material can 
be pasted directly to the underfloor. 
As in the case of battleship lino- 
leum, it is simply necessary to see 
that the floor is covered with well- 
spread paste, and that the linoleum 
is well rolled to eliminate air pock- 
ets and insure proper adhesion. We 
mention these installation instruc- 
tions to show that many related 
item sales can be made in addition 
to selling the linoleum alone. And 
after installation, there is also the 
opportunity to sell a self-polishing 
water emulsion wax to protect the 
linoleum against wear. 

“And if we sell them linoleum 
and the supplies that go with it, 
we are in a position to provide that 
homemaker with his lumber needs, 
when he next is in the market for 
storm sash, a screen door, or a kit- 
chen cabinet,” Don Currier said, 
with a smile. “That’s only good 
merchandising.” 











Nemountable 


RECENTLY DEVELOPED box has as 
its chief advantages the use of 
no steel (not even nails), sturdi- 

ness, and the ease of knocking it 
down, reshipping and reassembling 
it. It was designed by the Plant 
Industry Station, Beltsville, Md., 
and there are no restrictions on the 
use of the design by patent pro- 
ceedings or otherwise. 

The box was designed to pack- 
age Eastern apples, but the prin- 
ciple of its design can be adapted 
to any size or shape or use, espe- 
cially when the crated article is of 
standard shape and size and is 
shipped in large numbers. 

The box illustrated is made of 
resin bonded plywood (ends five 
ply, sides, top and bottom, three 
ply) secured together by means of 
glued-in hardwood collets with 
hardwood tapered core-pins as 
shown in the detailed drawing. The 
tapered core-pin expands the split 
collet as it is driven into it, filling 
the hole into which it is fitted fric- 
tion tight with a keystone effect. 

For the apple box top, bottom and 
sides are all the same size (11% x 
18 inches) so that they are inter- 
changeable. The end pieces are 
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Core Pin |44" 


12 x 12 inches giving the box a 
2412 cubic inch capacity. By hav- 
ing most members interchangable 
reassembly is facilitated, and the 
plywood can be cut to advantage. 

No cleats are used with the box 
so it can be stacked firmly and 
stowed neatly for shipment or stor- 
age. Ventilation holes are provided 
in the apple box but can be omitted 
in boxes for other purposes. 

The hardwood collets and core- 
pins remain in place at all times. 
The friction area of the collets is 
so large that the holding power of 
this arrangement exceeds that of a 
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Left. Box with lid removed 
to show how collets and 
core pins are inserted. 
Below. Knocked down box. 


Illess Box Design 


similar number of box nails. When 
the corepins are raised by pres- 
sure on the ends exposed in the 
round bored holes in the box ends, 
the collets contract and release the 
side, top and bottom members so 
that they can be readily removed. 
To reuse, the member is put back 
in place, and the core-pin tapped 
in tightly. To prevent loss of the 
core-pin a few drops of thick glue 
are placed on the bottom end after 
it is inserted in the collet. This 
forms a button that keeps the core- 
pin from falling out when loosened 
in the collet. A box of this design 
can be knocked down without pull- 
ing nails or splintering or distort- 
ing the wood in any way. The vari- 
ous members can be bundled to- 
gether like ordinary box shook for 
reshipment and then reassembled 
with a minimum of skill and equip- 
ment. 

The box is very simple to manu- 
facture. Sides, tops and ends offer 
no special fabricating problems. 
The core-pins and collets can be 
turned out in quantity by existing 
machines. Assembly of collets, core- 
pins and end pieces involves no 
special difficulty. 

It is probable that the original 
cost of this box will be somewhat 
higher than that of ordinary veneer 
or sawn wood boxes heretofore 
used, because of the use of plywood. 
However its value for continued 
reuse should more than compensate 
for its higher initial cost. 

This design can be modified, if 
desired, to use paneled end pieces 
of veneer or thin sawn boards by 
gluing a frame of 34” x 114” wood 
pieces around the edges of the ends 
and inserting the collets therein 
provided a suitable waterproof glue 
is used. Paneled ends like this are 
now used when boxes are made of 

(Continued on page 30) 
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Dry Kiln Firm 
Has 64 Year 
History 


In 1879, just six years after 
the birth of the AMERICAN 
LUMBERMAN, the first 
steamheated dry kiln was 
built in the South by Lafay- 
ette Moore. Better known as 
“Dry Kiln” Moore, he was 
founder and, until his death 
in 1922, president of Moore 
Dry Kiln Company. 

Improvements in lumber 
seasoning were the results of 
many years of patient devel- 
opment. These developments 
have made possible properly 
seasoned lumber, a product 
which can effectively with- 
stand the challenge of wood 
substitutes. 

Young Moore found lumber 
manufacturers trying to sea- 
son boards with direct fire 
heat, piling lumber on stilts 








Smoke kiln commonly used for 


M seasoning lumber prior to 1879. 


and building slab-wood fires 
directly under the pile. The 
first improvement over this 
old-type smoke kiln was the 
steam-heated dry kiln, of a 
design similar to accompany- 
ing picture of Moore kilns in- 
Stalled at Gress Mfg. Co., 
Gresston, Ga., in 1883. 

The next improvement was 
the Moore “Moist Air” Kiln. 
consisting of an automatic 
ventilator which enabled the 
kiln operator to control the 
humidity fairly well. This 
greatly reduced caseharden- 
" and checking of the lum- 

er. 

The Moore Return Bend 
Heating System for “charge” 
kilns and the graduated Re- 





turn Bend Heating System 
for “progressive” kilns was a 
substantial contribution to 
seasoning of lumber, especial- 
ly hardwoods. 

With the development of in- 
struments for recording and 
controlling the temperature 
and humidity, the fan kiln be- 
came practical. Moore Engi- 
neers made a number of im- 
provements in the original in- 
ternal fan kiln designed by 
the Forest Products Labora- 





The Late Lafayette Moore 


tory, employing vertical “A” 
flues in center of truck-loads. 

But the company feels that 
its outstanding improvement 
is the Moore Reversible 
“Cross-Circulation” Kiln de- 
veloped by one of the Moore 
Engineers, Forrest Cobb. This 
design eliminated all vertical 
flues in the load and made 
practical the stacking of 
boards tight edge-to-edge. 
This new improvement not 
only increased the holding 
and drying capacity from 
30% to 50%, but also reduced 
stacking costs and enabled 
mills to use automatic stack- 
ers. 

Also developed by Moore 
engineers is the Moore Auto- 
graphic Master Recorder-Con- 
troller. This one instrument 
thermostatically controls and 
records the temperature and 
humidity at each end of the 
kiln independently, and in ad- 
dition automatically controlls 
roof ventilation. 

While the history of the 
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Charles J. Williams President 


Moore Dry Kiln organization 
is naturally intermingled with 
its founder, it is not entirely 
the history of one man. In 
1906, Charles J. Williams be- 
came a partner of Lafayette 
Moore, and a little later Moore 
Dry Kiln Company was 
formed, with headquarters at 
Jacksonville, Fla. In 1919, an- 
other complete dry kiln fac- 
tory was built at North Port- 
land, Ore., and in 1936, the 
Moore-Cawston Dry Kiln Co., 
Ltd., was established at Van- 
couver, B. C., to serve the 
lumber industry in Canada. 
Mr. Williams, who succeed- 
ed Mr. Moore as president in 
1922, is now president of all 
three companies. D. D. Bun- 
drick, who has been with the 
Moore organization since 
1908, is vice-president and 





The first steam heated kilns were 
similar to this one built in 1883. 
Stacks were 60 feet high to draft 
out moisture and create circu- 
lation. 


manager of the -Jacksonville 
plant. Pat Williams, a vice- 
president, has been with the 
company since 1911. Forrest 
Cobb is vice-president and 
manager of the North Port- 
land, Ore., plant, while G. S. 
Billington is managing direc- 
tor of the Vancouver, B. C., 
Canada plant. 





The next issue of the 
AMERICAN LUMBERMAN, 
to be dated July 10, will be 
the 70th Anniversary issue 
which has been the subject 
of much anticipation 
throughout the trade. There 
will be more than 200 pages 
filled with all of the good 
things that have been out- 
lined in previous issues of 
the 70th Anniversary News. 

Because this volume is to 
be a reference number, de- 
signed to have lasting value 
for all factors in the trade, 
the usual AMERICAN 
LUMBERMAN features 
which pertain to immediate, 
current news of the indus- 
try, will be relegated to a spe- 
cial section in the back pages 
of the book in that one issue 
only. This means that such 
departments as “Management 
Guidepost”, “Washington 
Calendar”, and“Current Gov- 
ernment Regulations” will go 
into that section while “New 
Products & Literature”, “Re- 
view of Lumber Markets & 
Prices”, “Building Trends & 
Influences”, etc. will be miss- 
ing that one time, but will 
be back, full of their usual 
searching comment in the is- 
sue to follow, July 24. 

Reservations for’ extra 
copies of the Anniversary 
number have been pouring 
into the AMERICAN LUM- 
BERMAN office at $1 each. 
Single parties have ordered 
as many as 25 extra copies 
to be sent to them upon pub- 
lication. Naturally all 
AMERICAN LUMBERMAN 
subscribers will receive one 
copy of the $1 issue as a part 
of their subscription and at 
no extra cost to them. Those 
who wish extra copies for 
their home or personal use, 
or for their reference li- 
braries, or as gifts to friends 
in the trade, are urged to 
place their order for these 
copies within the next day 
or two to make sure that 
they will be reserved for 
them. The number of copies 
to be printed is to be limited. 
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SUPPLEMENTARY 
ADVERTISING 


TOOLS 


XPOSURE to any kind of adver- 
tising will make some impres- 
sion on the consumer’s con- 


sciousness. But how deeply you 
dent it depends upon your recog- 
nition of the specialized function of 
each type of advertising, and 
whether or not you select the me- 
dium best suited for each job. 

In any well-integrated campaign, 
newspaper advertising is the means 
of directing and coordinating all 
the dealer’s promotional efforts. It 
is the backbone of his campaign 
and its results determine when and 
where to bear down with supple- 
mentary advertising tools. These 
tools include direct mail which was 
discussed in a previous article, 
classified advertising, telephone 
campaigns, signs, billboards, hand- 
bills, envelope-stuffers, calendars 
and blotters. 

Obviously, classified advertising 
in itself is not enough to produce 
smash-hit results. A prospect is 
rarely, if ever, exposed to your in- 
sertions unless he is deliberately 
looking for them. But this very 
limitation is the clue to enviable re- 
sults. Dividends from classified ad- 
vertising are proportionate to the 
number of headings your firm is 
listed under. 

The average buyer has no con- 
ception of the actual range of mate- 
rials and services you can offer him 
unless you, yourself, tell him! You 
may run an excellent insertion in 
the section headed Lumber and 
Building Supply Dealers, but if he 
does not happen to know your 
stock screening or garden equip- 
ment, he will never bother to look 
there. Instead, he will hunt up a 
hardware store unless your ad is 
right under his nose competing 
with the others. 

The dealer who really means 
business inserts ads under Financ- 
ing, Home Repairs, Roofing, Glass 


and other headings. He knows 
that the more varied his listings, 
the more productive his campaign 
will be and the slight additional 
cost is well warranted. Moreover, 
to make it easy for his buyers to 
act, he is going to insert both the 
yard phone number and the number 
where he can be reached at night. 

Another effective and inexpensive 
type of promotion is a telephone 
campaign. A friendly call, tactfully 
timed, acts as a reminder to drop in 
or call back for a free estimate. 
Service should be the keynote. The 
approach? Try this one! “Since 
new regulations are sometimes con- 
fusing, we are calling to let you 
know that you can still save up to 
00 per cent on fuel next winter; by 
insulating now, it costs as little as 
$0.00 a month and under the new 
terms of Title I, you can defer the 
initial payment until November, 
1943,” or “Lots of people don’t 
realize we are equipped to give 
free estimates on redecorating and 
home repairs. We wanted you to 
know we can arrange terms as low 
as $0.00 a month. Incidentally, we 
will be glad to suggest a reliable 
home repair man to install addi- 
tional kitchen shelves for you, or 
fix any leaks.” 

One week, you might call mem- 
bers of the local garden clubs about 
stakes and fencing. Over another 
period, you might make This 
Week’s Specials the crux of your 
campaign. When you hear of a 
home accident or spot one in the 
paper, phone and offer a free esti- 
mate on safe-proofing that house 
while the incident is still fresh in 
the prospect’s mind. By scanning 
the news more carefully and get- 
ting your employees to think in 
these terms, you can unearth many 
good leads. 

A particularly dramatic form of 
visual advertising, often used by 


papers, is the revolving news ticker 
in a glass showcase, mounted out- 
side of a building. Batteries un- 
wind scrolls of copy which your 
printer or newspaper can reproduce 
for you to look like a blow-up of a 
daily column, fresh from the news 
wires. Because of its novelty and 
timeliness, this device is a never- 
ending source of fascination and 
public interest. 

To command the highest possible 
readership, copy should be written 
up from a news angle, rather than 
a straight merchandising one, in a 
chatty, informal style. For ex- 
ample, feature the fact that 13,500 
more people were killed in home 
accidents than in industrial acci- 
dents, in 1941, and follow it up with 
information on _ accident-proofing 
the average house. Offer friendly 
tips on fuel conservation, Do-It- 
Yourself jobs and other timely sub- 
jects, interspersed wth copy on 
monthly terms, new regulations, 
and where to call for free esti- 
mates and the name of a good re- 
pair man. 

An occasional paragraph devoted 
to the local blood bank or War 
Bond Campaign will also build good 
will and give your column more 
news value. To get maximum at- 
tention value, vary your items from 
day to day or week to week, and 
change the location of your revolv- 
ing column periodically. Bus ter- 
minals, super-markets and theatres 
make good locations as well as your 
own yard. 

While few people stand spell- 
bound before orthodox signs or 
billboards, they do make fleeting 
impressions that keep your name 


‘fresh in the public consciousness. 


To catch the consumer on the run, 
your message should be brief and 
very much to the point... a sound 
principle to observe in the prepara- 
tion of any copy! Instead of wast- 
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ing valuable space on _ broad 
generalities such as “The Home of 
Quality Materials for 30 Years!”, 
nail the prospect with specific copy 
like this: 


Most Home Repairs for Only 
$0.00 a Month 
NO DOWN PAYMENT—FREE 
ESTIMATES 
Redecorating; Insulating; Reroof- 
ing; Residing 
Daytime: call 373 Nights: call 737 

If your signs and billboards are 
to do a real job, it is imperative 
to check locations in the light of 
gas and rubber rationing, from 
time to time. Oddly enough, many 
dealers overlook the value of big 
yard signs, yet they cost very little 
when you consider that you have to 
repaint your buildings periodically 
anyway. 

Dirty, weatherbeaten signs are 
worse than none at all. The entire 
community resents such eyesores, 
so if you are not planning to re- 
letter old signs, cover them up to 
blend with the landscape or remove 
them before they build ill will for 
you! 

An excellent way to stimulate 
over-the-counter sales is to cir- 
culate handbills featuring current 
specials or items that do not war- 
rant the use of your regular news- 
paper space. 
simple to get up, they pull excep- 
tionally well as your chain-store 
grocer or druggist will tell you. A 
variation is a check-list of home 
repairs. Be sure to feature terms 
after each item. 

If you are one of the many deat- 
ers skeptical of envelope-stuffers, 
try using them in a new way. While 
manufacturers’ literature can never 
do the selling job of a personalized 
letter or mailing piece, it can be 
used to reinforce your message. In- 
stead of mailing out such material 
in a routine way, make a point of 
underscoring information of spe- 
cial interest to the individual pros- 
pect, in ink. Better yet, call his 
attention to certain paragraphs of 
particular interest to him, in your 
letter or in a note at the foot of 
your monthly statement. 

Calendars and blotters also serve 
as reminders, provided they are not 
thrown out. For this reason, we 
caution you to select illustrations in 
good taste that will appeal particu- 
larly to women. It is the woman 
who does 90 per cent of the buying 
in the average American home, and 
provocative pictures of glamour 
— are not going to go over with 

er. 


She will be a lot more likely to 


Both inexpensive and ~ 


mount your calendar in her kitchen 
if it pictures a distinctive home, 
such as she has dreamed of, against 
a charming landscape, or the joys 
of an out-door living room. 
Children and babies also have an 
enormous pulling power despite the 
fact that they are depicted daily 
for all kinds of products, but don’t 
let the little blighters steal the 
scene. Show them rushing down 
the staircase to say “Goodbye” to 
Father, or building blocks in a 
playroom of the sort you can offer, 


to tie in logically with your copy. 

Each tool has its special place 
in the well-integrated advertising 
campaign and repays its cost many 
times over when properly used. An- 
other essential phase of retail ad- 
vertising that logically follows is 
display, which will be analyzed in 
the next article in this series. 





Data courtesy of Norm Advertising, Inc., 
New York, N. Y. 
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The story of progressive dealer 
strategy combined with modern 
merchandising, designed to compen- 
sate for current wartime lumber 
restrictions, is highlighted in the 
following two radio commercials: 

“While you’re out in your Vic- 
tory Garden today don’t forget to 
check over the garden supplies and 
equipment that you will be needing 
during the coming week. To avoid 
the turmoil of downtown shopping 
go where you can take your time, 
look around, and shop leisurely! At 
Victory Garden Headquarters, THE 
GILLON LUMBER COMPANY, Geary 
Boulevard at 4th Avenue, you'll 
find a complete stock of evérything 
you need . . . garden stakes, bean 
poles, redwood lath and lattices, 
redwood fence and green fence 
paint! Garden tools of all sorts, in- 
cluding spades, rakes, and hoes. A 
complete line of seeds, fertilizers 
and pest control . . . and there’s a 
free garden manual waiting for 
you. 

“If you are considering raising 
chickens or rabbits in your back- 
yard as hundreds of families are 
now doing, be sure to avail yourself 
of the helpful and friendly advice 
obtainable at the GILLON LUMBER 
COMPANY, Geary Boulevard at 4th 
Avenue. They furnish complete 
materials for easy-to-build back- 
yard poultry houses and rabbit 
hutches. These houses and hutches 
can also be purchased all set up, 
ready to use. It’s the only type 
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COMPLETE MATERIALS 
FOR EASY-T0-BUILD 


POULTRY HOUSES 
RABBIT HUTCHES 


ALSO POULTRY AND 
RABBIT FEED 
Come in for helpful, ape 
advice. Geary street car 4 7 
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we DELIVER! 
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NCE Company 
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which you can use within the city 
limits without a permit. Your sup- 
ply of poultry and rabbit feed can 
also be obtained at GILLON LUMBER 
COMPANY.” 

These radio commercials, part of 
the merchandising plan, reveal 
specifically how Robert E. Byard, 
owner of Gillon Lumber Company, 
located in an old, well-established 
neighborhood in San Francise¢o, 
Calif., has met the adverse wartime 


Boxes (Cont.) 


(Continued from page 26) 


veneer, to which, however, they are 
stapled or nailed. This modification 
would cheapen the box somewhat 
and make the cut-out hand-holds 
unnecessary since the frame would 
serve this purpose. This design 
would also provide a wider margin 
of wood between the hole and the 
edge of the side members, which 
would reduce the chance of damage 
at this point if the sides are care- 
lessly pried off the collets. Having 
an outside frame on the end pieces 
however would not permit them to 
be reversed to get a clean surface 
when they are reassembled. 

This design is offered for the 
consideration of manufacturers and 
users as a possible help in meeting 
the present emergency or for per- 
manent application to special uses. 
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situation. Not only are products 
new to the yard being offered for 
sale, but these new items are being 
featured with older lines of mate- 
rials in package-like groups of mer- 
chandise of strong appeal to the 
currently popular home front trend. 
And there is to be noted an aggres- 
sive reaching for a wider market— 
city-wide trade. 

The above commercials illustrate 
the victory garden package, con- 
taining every garden need, down 
through seeds to pest control; what 
might be called the home-grown 
meat package, complete from poul- 
try and rabbit housing to their 
feeds. Other groups include a home 
remodeling package, a package-like 
array of materials for home repair- 
ing, etc. 

The merchandising plan, unique 
in certain respects, effectively com- 
bines newspaper and radio adver- 
tising. Through the lumber com- 
pany’s advertising agency, The 
Connor Company of San Francisco, 
four compact black and _ white 
newspaper advertisements are ap- 
pearing monthly in three local 
dailies and in a chain of neighbor- 
hood newspapers. Each Sunday 
afternoon, a 15-minute newscast 
over popular radio station KJBS 
carries a commercial similar to the 
ones above. The commercials tie-in 
with the brief sales copy of the 
newspaper ads. Very gratifying re- 
sults are reported for the cam- 
paign. 

Interestingly, the newspaper 
copy is designed primarily to do 
an institutional job, with selling 


: hae ~y 
EVERYTHING FOR YOUR 
VICTORY GARDEN 


GILLON LUMBER 


Company 
GEARY BLVD. AT 4TH AVENUE 


e SKyline 





secondary. While the brief selling 
message on the upper part of the 
ad is changed every two months, 
the lower haif of the ad remains the 
same. The message here is looking 
to the future, building up city-wide 
recognition for Gillon Lumber 
Company, especially that “GILLON 
LUMBER” is delivered to all parts 
of the city by a long established 
firm located in an easily reached, 
friendly neighborhood, where there 
is plenty of parking space. 


Country Dealers Unalle 
te Buy Saluage Lumber 


Early this month the contractors 
on one of the largest war production 
plants in the Chicago area adver- 
tised that they would receive bids for 
19 parcels of used lumber aggregat- 
ing about 5,000,000 feet. The lum- 
ber ranged from inch boards and 2x4 
dimension up to 14x16 timber 28 and 
30 feet long. As used lumber, most 
of it was clean, with nails and spikes 
in the ends of much of it. The larger 
parcels averaged 100 feet or more 
long, 20 feet high, and perhaps 20 
to 25 feet deep. 


The sale was called to the attention ‘ 


of several groups of retail lumbermen 
located within 50 or 75 miles of the 
lumber yard at the job site. Some 
25 or 30 retailers in the area visited 
the site, and inspected the lumber. 
Some of them, with city clienteles 


could not see how such a stock could 
meet their requirements, and no doubt 
they were correct in manifesting no 
further interest. Most of the coun- 
try dealers could see readily how the 
lumber could be profitably reclaimed, 
then sold for the construction of 
needed small farm structures. It 
should have gone to them, but cer- 
tain features of the sale made the 
placing of a bid an open gamble. 

It was required of the successful 
bidder that he remove the lumber he 
might purchase from the premises, 
and make all of his own arrangements 
for handling it from the piles to 
trucks or railroad cars. It was fur- 
ther required that the work be done 
within a specified time limit, and that 
a maze of papers be signed absolving 
the Government from all liability in 
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case of possible personal injury or 
property damage. 

The first question facing the dealers 
who would like to have had some of 
the lumber was how they were going 
to get it out. The only ready answer 
was to employ union labor at the pre- 
vailing scale of $1.10 an hour to 
transfer the pieces from the piles to 
railroad cars that would have to be 
arranged, for, and could be accom- 
modated on a siding a few hundred 
feet away from the storage piles. 
Naturally, it was impossible to deter- 
mine what the labor cost would be, if, 
indeed any labor could be hired at all. 


We believe that what eventually 
happened was that the bidders were 
local second-hand lumber dealers or 
wrecking companies. If that is true 
the lumber, so desperately needed in 
the farming communities, will likely 
be dissipated in small sales to urban 
consumers of used lumber. In any 
event, the hazards appeared to be so 
great to the lumbermen who visited 
the site that not one of them even 
submitted a bid. We believe that the 
lumber should have gone to the rural 
lumber dealers, and we can find no 
one, including the dealers to blame 
for the fact that it did not go to them. 


Certainly they could not be blamed 
for shying away from the enormous 
risks involved. It would have been 
very simple, of course, for the con- 
tractor to arrange for railroad cars, 
then keep some power equipment and 
labor at the site to load the lumber. 
Had that been done, the contractor 
could have presented each bidder with 
a fixed cost for loading the lumber 
on cars, and then have asked the bid- 
ders to add to that cost whatever 
amount they thought the lumber 
might be worth to them. 


The only interest the contractor 
had, however, was to get rid of the 
lumber to the best bidder. Who that 
bidder happened to be was a matter 
of no interest whatever to the con- 
tractor, as long as terms of payment 
could be arranged. Nor was the con- 
tractor in the least interested in the 
use to which the lumber might be put. 
His sole interests were to clean up 
the job site, and get as much out of 
it as possible. For this he cannot be 
blamed. 

However, with all the Government 
forces of conservation and allocation 
we are paying taxes to support, and 
with the crying need for lumber for 
agricultural building purposes well 
known to everyone in industry, it does 
not seem too much to suggest that 
some of the energy of government 
forces might well be focused on see- 
ing that such helpful stockpiles of us- 
able, second hand lumber are directed 
to the places where they will do the 
most good. 

We do not mean to say that this 
lumber should be given to retailers 
or that they should receive any special 
concessions, or that other types of 
bidder should be eliminated. But we 
do mean that conditions should be set 





up which will make it feasible for 
farm territory retailers to bid on 
these offerings. 

This is another example of the fact 
that in face of desperate need, some 
government thinking is still concen- 





trated on telling people what they 
cannot do instead of busying itself, 
in some measure at least, with posi- 
tive thinking devoted to finding ways 
to get things done by people who 
want to do them. 


Need Short Lengths of Lumber 
Have Some Lumber Available #* 


Chech These Lumber Salvage lems 


Write to the Salvage Editor, American Lumberman, 431 So. Dearborn St., Chi- 
cago 5, Ill., for further information about any of the following items. Please men- 
tion the number of the items in which you are interested. 


Available 
89. 


We have a surplus of the following 
items in the quantities indicated of 
which we would like to dispose. 12,000 
pes. 1%4x1% inches 36 inches long, 
rough ash, kiln dried. 3000 pes, 1% x 
1% inches 42 inches long, rough ash, 
kiln dried. 1000 pes. 2x2 inches, 36 
inches long, No. 1 yellow pine S4§, 
EE. 3000 ft. 1% random six to ten 
feet, B&Btr. rough ash kiln dried. 


90. 


We have about 150,000 lineal feet 
of Masonite Tempered Preswood in 
3/16 x % inches wide and 3/16x1% 
inches wide, all 12 feet long. 


91. 


Have available one or two cars of 
4x4 four feet long and 4x5, 51 in- 
ches long, mostly Douglas fir, some 
redwood and West Coast hemlock, No. 
2 & Btr. common. 


92. 


We have yellow pine available for 
shipment on through rate to territory 
north and east of New Knoxville, 
Ohio in the following sizes. 

20,000 pes. 3x6, S4S 2%x5%. 
6,000 pes. 3x8, S4S 2% x7%. 
6,000 pes. 4x6, S4S 3% x5%. 
3,000 pes. 4x8, S4S 3%x7%. 
All of this is 40 to 60 inches long 

with 80 percent of it 50 to 51 inches 

long. 


93. 


We have approximately 50,000 feet 
of % inch plywood that averages six 
to twelve inches wide by 60, 72, and 
84 inches long. Also some that: is 
six to twelve inches long by 36 and 
48 inches wide. All stock is hot plate 
resin bonded. 


94. 


We have in stock about 24,000 feet 
of six inch rough No. 3 birch air dried 
since January 1942 in 4, 6 and 8 foot 
lengths. 
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95. 


Have available % inch unoiled fir 
plyform panels, So. 2 sides as fol- 
lows: 1600 pes. 6% to 6%x17 inches; 
2000 pieces 6% to 6% x15% inches. 


96. 


We have on hand rather large 
quantities of Ponderosa pine blocks, 
and occasionally sugar pine blocks 
which can be estimated as follows. 

50,000 lineal feet 2x2 and 30,000 
feet 2%x2% and 15,000 feet 2%4x 
2% inch Ponderosa in random lengths 
three to 9% inches. All clear and 
kiln dried to six to eight percent. In 
addition have half-carload sugar pine 
blocks 1% to two inches square by 
random lengths from eight to twelve 
inches. 


Wanted 
97. 


Can use clear stock lumber in 
poplar, lin, bass, Western white, 
sugar, and Ponderosa pine in follow- 
ing sizes, S4S net: 5/16x8% x18% 
inches; 5/16x1%x 18% inches; 13/16 
x 18/16 x17 inches; 13/16x3x7%% in- 
ches: 18/16 x 1% x 8-1/16 inches; and 
13/16 x 1% x5 inches. 


98. 


We are in the market for any 
quantity of 5/4x5/4 or 6/4x6/4, or 
8/4x 8/4, by 12 inches and longer in 
two inch multiples in any soft or 
hardwoods. 


99. 


We need the following delivered in 
carload quantities to Irvington, N. J. 
4/4 Ponderosa or Idaho white pine D 
or D & Btr., S2S and/or S48 14 in- 
ches and longer, three inches and 
wider—not much three inches. 


We can use up to 250,000 pieces of 
% x1 inch full oak strips, 25 inches 
long, practically clear. Can be either 
cut to length specified or any length 
that will cut without waste. Can be 
rough or kiln dried. Delivery point, 
Wabash, Ind. 
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Planning for business after the 
war has been largely concerned 
with what the other fellow is going 
to do and talking for the removal 
of government restrictions. 

It is very necessary that business 
men examine their own practices, 
as well as the practices of govern- 
ment or labor. Every policy of bus- 
iness that restricts employment or 
production needs to be exaimined 
anew. 

Businessmen need also to exam- 
ine their own practices as well as 
the practices of government (or 
labor). Every policy of business 
that restricts employment or pro- 
duction needs to be examined 
anew. 

This need perhaps applies more 
forcibly to the construction indus- 
try than any other in the United 
States. A proposal was advanced 
that the Committee for Economic 
evelopment study the construction 
industry as an example of how 
practices develop in government, 
labor and business which impede 
production and employment. These 
practices in the construction indus- 
try are notorious. They hamstring 
the progress of all American busi- 
ness. This question was posed: if 
the railroads needed investigation 
in the nineties; if the trusts and 
monopolies required it in the first 
decade of the century; if Wall 
Street in the twenties; if the utili- 
ties in the thirties; then does not 
the construction industry surely 
need it now? 

Whether one takes the prosperity 
year of 1929 or the deep depression 
year of 1933 or the moderately good 
year of 1939, the construction in- 
dustry roughly accounts for half of 
America’s total capital formation. 
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LUT'S PUT OUR OW. 
SE LV ORDER 


It is impossible for this country 
long to maintain prosperity with- 
out an active construction industry. 
If it is not active, depression will 
follow —or far-reaching govern- 
ment intervention. 

The London Economist recently 
reported on construction plans for 
Britain after the war. If this coun- 
try engaged in construction on a 
comparable scale, we would attain 
the colossal volume of 25 billion 
dollars of building a year. We would 
build 1,980,000 homes annually in 
the United States or 19,800,000 
homes over a 10 year period. This 
would re-house one-half our popu- 
lation. 

Professor Ogburn, famous sociol- 
ogist of the University of Chicago, 
head of President Hoover’s monu- 
mental study of social trends, says 
that ideally houses should only be 
built to last ten years: technologi- 
cal progress in the industry is so 
rapid they will then be obsolete. 
This seems to open up endless 
vistas. 

It is a bold man who asserts it 
will be impossible for this country 
to build close to 2,000,000 homes a 
year after full reconversion of pro- 
duction facilities and manpower to 
peace requirements. If residential 
construction became the main na- 
tional project of the country, such 
a goal would be within reach. 

But how can our country con- 
sider such a project and such a pos- 
sibility under conditions presently 
prevailing in the construction in- 
dustry? Practices in the industry 
force and keep prices up. They do 
not bring them down. Every form 
of so-called monopolistic practice 
seems to come to full flower in the 








political, labor and business stand- 
ards which prevail in the industry. 

This is ominous not only for the 
industry, which may be overrun by 
the Government, but for the whole 
system of free, independent enter- 
prise in this country. In the future 
of a free enterprise system the re- 
construction industry plays a vital 
role. 

This condition was discussed last 
month in Washington with the 
president of one of the largest man- 
ufacturers of building materials. 
He freely concedes the condition. 
But he thinks it is so deep-rooted 
that nothing can be done about it. 
We find no postwar plan dealing 
with the heart and the guts of the 
construction industry’s postwar 
problem: the existing practices 
which restrict both employment and 
productivity. 

Will it take a Congression inves- 
tigation to focus attention on these 
practices and to seek correction for 
them? We hope not. We would like 
to see the construction industry at 
least make the effort to clean its 
own stables. But if it takes a Con- 
gressional investigation, many bus- 
inessmen will be for it. Many feel 
that every business practice which 
impedes employment and produc- 
tion must be fought. How else can 
business honestly go to labor or to 
government and say—‘“Give us con- 
ditions under which we can oper- 
ate?” 


These statements, which we know 
only too well are true, are excerpted 
from a challenging talk made by 
William Benton, Vice Chairman, 
Board of Trustees, The Committee 
for Economic Development. 
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House Revolt 


While these things are exaggerated 
in the daily press, the Washington 
picture of “muddle, confusion and 
bickering” grows sharper, spreads 
into Congress. 

Too early at this writing to guess 
the effects of the so-called “revolt” 
in the House thet issued in slashed 
appropriations fer many agencies and 
in harsh limitations upon agency ad- 
ministration. These things in inten- 
tion, reach far beyond the agencies 
and men affected. Some evidence that 
House members are a little frightened 
by their own acts and are relying 
upon the Senate to undo part of the 
damage. 


Public Administration 


Resent inept administrative man- 
agement as much as you like. There 
doubtless are too many left feet in 
some executive offices. But don’t go 
all out with the idea that nobody in 


Washington does a good job. The. 


big majority of officials are efficient; 
are turning out work that would sat- 
isfy the hardest-boiled corporation 
executive. Otherwise we wouldn’t be 
making our weight felt so effectively 
in the war. But good work in Wash- 
ington just doesn’t make news. 

These attacks upon agencies turn 
in part upon dissatisfaction with indi- 
viduals but even more upon a general 
effort to change top domestic policies. 
Call it political, if you wish; but don’t 
use that term “political” as a sneering 
cuss-word. This has already hap- 
pened to the word “bureaucrat”; to 
the serious damage of American un- 
derstanding of government. Both 
politicians and bureaucrats have their 
useful places in the American pattern 
of government. We’d be sunk before 
Thursday night without them. There 
are plenty of things you don’t like 
in government; but unless these 
things are called by their right names 
we’re likely to find that we’re not 
hitting where we look. 

The Congressional effort to con- 
trol executive work by juggling ap- 
propriations has resulted in the worst 
legislative jam the oldest inhabitant 
can remember. Expect an immediate 
improvement in government business 
as soon as the appropriations are 
passed. At the moment, few adminis- 
trative officers can do much. Such an 
officer doesn’t know if he’ll have any- 
thing to work with, if he’ll even have 
a job, or what kind of a job it’ll turn 
out to be. 








Taxation 


Meanwhile Congress mutters in 
its beard, but does little else, about 
further tax legislation. Much of the 
effectiveness of all efforts to control 
inflation turns upon the amount of 
surplus buying power in the pockets 
of private citizens. Taxation is the 
special duty of Congress but is un- 
popular with the public. The rumor 
goes around that Byrnes intends in 
self defense to see what he can do 
with Congress in the tax field; as 
astounding as though Junior pre- 
scribed a dose of castor oil for the 
family Doctor and made the old boy 
take it! 

In any event, expect further tax 
legislation before the end of the year. 
Probable that corporation and _ indi- 
vidual rates for 1943 will not be 
changed. You’re reasonably safe in 
setting your business plans on that 
basis. But it’s probable that for next 
year the twenty percent withheld by 
employers will be increased; partly in 
the form of taxes, partly in forced 
savings. 


Labor and Food 


Food is rapidly taking the spot- 
light away from labor, though the 
two are snarled together. Miners’ 
contracts may be settled soon, in one 
way or another; perhaps by the time 
you read these lines. But the melody 
will linger on. 

If the miners get a substantial part 
of their demands, as seems likely, 
other unions will go into action. 
Strategy is said to be that of waiting 
two or three weeks to see what hap- 
pens to the subsidy roll-back on food 
prices. No roll-back, then a cam- 
paign for higher wages. From where 
we sit, it looks as though food regula- 
tion, rather than labor regulation, is 
warming up as a top political issue. 
Much of the revolt in the House cen- 
tered about opposition to food sub- 
sidies. 


Public Centralized Control 


Food is being controlled by eight 
or ten agencies; labor by eighteen or 
twenty. 

Food Administrator Davis has 
warned us that food control, allowing 
for a flexible administration, must be 
placed under a single management; 
disclaims any personal ambition to be 
that Czar; adds that otherwise the 
nation will be in danger of seriously 
depleted supplies. Quite certain that 
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such a control will be set up; either 
under Davis or under Byrnes. 

Centralized control generally rubs 
Americans the wrong way; but in- 
creasing demands of war make it clear 
that centralization will have to be 
made use of during the emergency. 

Example: The Lumber and Timber 
Products War Committee has wired 
Byrnes an urgent request that he set 
up a mechanism for “co-ordinated ver- 
tical appraisal and control of govern- 
ment policies affecting production, 
supply, procurement, distribution and 
use of lumber and timber products.” 

Doctor Compton points out that, at 
the moment, war lumber requirements 
are not being adjusted to prospective 
supply; nor, on the other hand, is 
lumber production being stepped up 
to meet visible war demands. The 
multiple control agencies haven’t de- 
cided whether they want higher pro- 
duction or lower prices; more labor in 
the woods or more labor on farms and 
in shipyards; more meat for loggers 
or more meat for lend-lease. 


Supply and Demand 


The following has little direct bear- 
ing upon our industry; but it may 
throw light upon the problems of na- 
tional controls and upon the passions 
of Congressmen when they get their 
tons of mail and telegrams from the 
home districts. 

This page talked with a high-rank- 
ing official of WFA about more food 
for loggers; didn’t get far with that 
but did pick up some information. 

Six percent or a little more of -na- 
tional food production has been going 
over seas for lend-lease; fighting men 
eat up to a pound more than they did 
as civilians; Army cooks were charged 
with wasting supplies, but not enough 
to figure much in national per- 
centages, and this wastage has been 
stopped. Supposed to be some hoard- 
ing, both by civilians and by Armed 
Forces. But last year was one of the 
biggest food production years in U. S. 
history; with nearly or quite enough 
surpluses to cover these items. Not 
so long ago we were killing pigs and 
plowing up crops to avoid market- 
ruining surpluses; but now we’re 
faced by shortages. Where has the 
food gone? 

“Don’t you know?” our official 
friend asked, grinning at us wearily. 
“It’s gone down civilian gullets.” 

Like this: Rationing rules were 
made the same for everybody; were 
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not a pound-and-ounces average of 
national eating habits but were an 
average, or a slight reduction, of 


middle-class habits. The third of a 
nation that was ill-fed et cetra ate 
mightly little in the bad days, be- 
cause it had mighty little to use for 
money. For them, the rationing level 
was a big increase; and since many 
are working for good wages in war 
plants they buy all the rules will per- 
mit. No humane person begrudges it 
to them; but their purchases do things 
to markets. The middle third, stepped 
down by the rules, has the habit of 
taking care of itself; not entirely by 
means of black markets but by means 
of dining out in restaurants and the 
like. Exact figures are not available; 
but there’s a well-founded suspicion 
that this middle class, well supplied 
with what it takes, has stepped up its 
consumption. The top third eats no 
more than it did, and no less. 

Everybody has trouble with shop- 
ping; can’t get exactly what he wants, 
especially from the butcher; angrily 
translates buying troubles into the 
claim that he’s going hungry; charges 
everything to the ineptitude of public 
officials. 

Increased consumption is the real 
problem. Little is said about that; 
but Washington thunders with 
charges that food agencies and offi- 
cials are no good. Officials can’t di- 
vide more than there is to divide; and 
if they get tough, as they’re hourly 
invited to do, they’ll simply screw 
down on the ration allowance. But 
this is not what their critics want. 
Officials might encourage more pro- 
duction; but so far all their prac- 
tical suggestions are howled down. 
They’re expected to pass miracles. 

Incidentally, we’re told the United 
Nations will have to help out with 
food for half a billion people for a 
couple of years. Those who should 
know say this food supplying will 
create the foreign-trade contacts, last- 
ing through the coming era. Looks 
as though Uncle Sam wouldn’t have 
much to contribute to the food kitty. 
Could it be that Americans are eat- 
ing their international commercial 
future? Some people say so. 

In any event, public administrators 
have a double job; managing the spe- 
cial business assigned to them, man- 
aging the American people. The sec- 
ond is political, in the best sense of 
the word. The first is bureaucratic, 
also in the best sense of the word. 


Emergency Farm Lumber 


Instructions to State and County 
War Boards, about handling the al- 
lotments of emergency farm lumber, 
have been issued. They’re long and 
detailed. Better ask for a copy of 
War Board Memorandum No. 364; 
either from your county committee or 
from the USDA War Board, Washing- 
ton. 

State quotas have been set; rang- 
ing from Nevada’s 400,000 feet to 
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Iowa’s 43,000,000 feet. No quota was 
assigned to Alabama, Arkansas, Flor- 
ida, Georgia, Louisiana, Mississippi or 
South Carolina. Theory is that farm 
needs, especially seasonal needs, in 
those States are not pressing. Pres- 
ent allocations extended only through 
the third quarter of this year; and 
omitted States can get fourth-quarter 
allocations, if need is proven. 


Memoranda 


Additional points & reminders: 
This is “plus” lumber. It amounts to 
about fifteen percent of normal farm 
needs; is intended to be a supple- 
mental grant, to relieve the worst 
pressures. Should a county commit- 
tee refuse a farmer an AA-2 rating, 
under this emergency program, he 
could still apply on a lower rating. 
Naturally he’d not be likely to apply 
for an AA-2 rating if stock were 
available on AA-3 or AA-4. But the 
point is that applying under the emer- 
gency program does not take away 
any other buying rights. 

Except for farm dwellings, which 
are excluded, the list of allowed uses 
is broad enough to cover almost any 
necessary farm construction. These 
special allocations, it seems, are not 
intended for use in replacing buildings 
lost through disasters; since other 
methods of getting lumber for that 
purpose are available. 


State and County Quotas 


A State War Board may distribute 
its entire allotment to counties; or 
it may retain a State reserve. If a 
reserve is held, it is for the purpose 
of helping a dealer whose inventory is 
exhausted to get at least a small 
amount of stock. The theory is that 
without some lumber on hand the 
dealer will not be able to help with 
the farm program. Keep in mind the 
fact that the entire purpose is to aid 
in the food-production program. If it 
helps a lumberman stay in business, 
that’s okeh; but it’s incidental. If 
you remember this, it’ll help you un- 
derstand the attitude of the County 
Board. The members probably like 
you and want to help you out; but 
their number-one responsibility is to 
food production. 

The amount of the State quota used 
in direct extensions to dealers may 
not exceed ten percent. 


Forms 


SL-200, “Application for Preference 
Rating on AA-2 on Softwood Lumber 
for Essential Farm Construction,” 
may be reproduced in the field if nec- 
essary. GA-201, preference rating 
certificate issued to the farmer, should 
not be reproduced in the field; but 
these forms are being printed and 
forwarded. 

The applicant must surrender his 
GA-201 certificate, within ten days 
after date of issuance, to the dealer 
from whom he purchases or intends 
to purchase the lumber. This short 


period points up the emergency char- 
acter of the transaction. Lumber 
can’t be held for indefinite periods. 

Remember, also, that exactly speci- 
fied records must be kept and reports 
made. 


Uses 


Don’t expect too much from these 
emergency plans; but don’t expect too 
little. Take them for what they are; 
an emergency program. It’s to your 
own and to your customer’s advan- 
tage to understand and follow the 
regulations. The high priority rating 
means simply that lumber is being 
diverted from other uses to meet food- 
production needs. It doesn’t add a 
foot to lumber production; does take 
a good many feet away from other 
consumers. So handle it accordingly. 


$64 Questions 


Not so much has been heard re- 
cently about the argument over mili- 
tary vs. civilian production. More 
will be. In the main, WPB has been 
attentive to civilian claims. That’s 
a relative statement; for WPB has 
done heroic work for the Armed 
Forces. But Nelson and Wilson hold 
that essential domestic goods are as 
important, from the point of view of 
getting on with the war, as are bay- 
onets and bombs. 

Creation of the OWM was a tough 
pill for WPB to swallow. WPB car- 
ried the burden and heat of the 
change-over; found the new Johnny- 
come-lately agency interposed be- 
tween it and the President. The 
Baruch and some other appointments 
to OWM didn’t soothe WPB feelings. 
Baruch is supposed to side with the 
Armed Forces over production the- 
ories; is supposed to be critical of 
and generally opposed to the present 
WPB management. So the matter of 
enough civilian goods may blow the 
top again. That’s a recurring trouble 
with the Czar method. Things go hay- 
wire until you think any decision 
would be better than “muddle, con- 
fusion and bickering.” You shout for 
a Czar, on the theory of anything for 
a change. You get him, and he proves 
to be just another fellow named Joe. 
And m., c. and b. goes on as before. 
No use asking for miracles. 

One of the post-war problems in- 
volved in a more or less silent fight in 
Washington is control of the disposi- 
tion of government property. Some 50 
billions in war plants, goods, tools and 
the like are involved. The handling of 
these items can make an immense and 
lasting difference to private business 
for years to come. Congress, as at 
present constituted, has no intention 
of allowing government property to 


_ be used in promoting a new type of 


American economy of production and 
distribution. Congress probably will 
have its way; but not without meeting 
a fight on the part of the “reformers.” 
That battle hasn’t shaped up; but bet- 
ter make a mental note of it. 


June 26, 1943, AMERICAN LUMBERMAN 














FC 


AM 





e- 


its 


ble 
ly- 
ion 
yn- 
for 
for 
ves 


re. 


;in 
si- 


und 
of 
and 
ess 

at 
ion 

to 
of 
and 
will 
ing 
rs.” 
pet- 


..and 


BUSINES. 


ea = 
FOR YOU Jp” 








AMERICAN LUMBERMAN, June 26, 1943 









URTIS isn’t waiting until after the 
war to assure its dealers a fair 
share of tomorrow’s business. 


Curtis is acting—right now. Here is a 
typical Curtis advertisement in national 
consumer magazines. It taps the huge 
reservoir of public desire for better, 
more beautiful homes when the war is 
over. It keeps alive the interest of home- 
owners—and home-builders to be—in 
Curtis Woodwork. It sells Curtis quality 
... the Curtis reputation for providing 
more value in woodwork. It sells your 
service, too. 


Thousands of post-war prospects are 
answering Curtis advertising now— 
gathering ideas and information—get- 
ting ready to build or modernize right 
after the war. These prospects are all 
passed on to Curtis dealers and make up 
a very valuable list for any dealer to keep. 


Yes, Curtis is building for your future 
... helping to turn the tide of post-war 
business your way. We'd like to tell 
more about how Curtis Woodwork can 
increase your post-war sales and profits. 
Curtis Companies Service Bureau, 
Clinton, lowa. 
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Northern Pine Manufacturers 


While discussion of problems di- 
rectly concerned with the war effort 
constituted the chief business of the 
annual meeting of the Northern Pine 
Manufacturers’ Association, held in 
Minneapolis, Minn., Friday, June 18, 
considerable attention was given grad- 
ing rules, transportation difficulties, 
and forestry legislation. The session 
was held in the offices of the Winton 
Lumber Co. 

J. A. Mathieu, J. A. Mathieu Ltd., 
Rainy Lake, Ont., was re-elected pres- 
ident of the organization for the en- 
suing year. W. A. Shull, Red Lake 
Indian Mills, Redby, Minn., was re- 
elected vice president, and W. A. El- 
linger was chosen to succeed himself 
as secretary and treasurer. 

Messrs. Mathieu, Shull, and R. C. 
Winton of the Winton company were 
named directors. 

The president’s annual report was 
dispensed with and Secretary Ellinger 
presented a summary of the associa- 
tion’s progress during the past year. 

“Member mills maintained their vol- 
ume of production despite shortages 
of labor, materials, and supplies,” Mr. 
Ellinger said. “In fact, production 
was slightly above that of 1941, 
whereas shipments showed a small de- 
crease. 

The secretary reported that there 
had been no change in membership 
since the annual meeting a year ago 
and that the year 1942 ended with a 
slight decrease in surplus funds. 

G. E. Marshall, chairman of the 
forest conservation committee, who 
was unable to be present, submitted 
his report in writing, calling the at- 
tention of the members to the passage 
by the Minnesota legislature last Oc- 
tober of a bill regulating the cutting 
of timber on private forest lands. 

“The cutting practices prescribed 
are patterned after those voluntarily 
adopted during the operation of the 
lumber code ten years ago,” he com- 
mented, adding that “In passing this 
law, which I do not consider perfect, 
Minnesota has at least taken the lead 
in the move for local regulation rather 
than federal. It will have little effect 
on the lumber business in the state, 
however.” 

It was emphasized in the discus- 
sions that during the past twelve 
months the association has serviced 20 
non-member sawmills in Minnesota 
with bulletins on subjects affecting 
their interests and activities in the 
war effort. The appeal of the War 
Production board for increased pro- 
duction; suggestions for the solution 
of the labor problem; draft deferment 
information; ceiling price regulations, 
and surveys of petroleum and ma- 
chinery requirements were among the 
subjects treated in the bulletins. This 


has been a gratuitous service rendered 
voluntarily by the association in the 
interest of speeding victory. 


Southern Californians Meet 


The Southern California Retail 
Lumber Association, meeting in spe- 
cial session at the Embassy Hotel 
Auditorium, Los Angeles, on June 15, 
voted to file application with the re- 
gional War Manpower Commission to 
have the lumber industry in the metro- 
politan area of Los Angeles classified 
as locally essential in order to allevi- 
ate the worker shortage. 

After Presidential Order No. 9301, 
the various W.P.B. regulations, and 
the procedure required to lay the 
needs of the local lumber industry be- 
fore the W.P.B. had been outlined by 
Secretary-Manager Orrie W. Hamil- 
ton, an open forum discussion to elicit 
opinions of dealers on conditions in 
the industry was conducted under the 
direction of association president, D. 
Park Arnold. 

Purpose of the meeting was two- 
fold: To hear an explanation of the 
W.P.B. labor alleviation program as 
instituted in connection with other in- 
dustries; and to learn membership re- 
action concerning the application of 
the program to the retail lumber in- 
dustry in the Los Angeles area. 

Discussion disclosed that the labor 
replacement situation in Los Angeles 
and its suburban territory is acute and 
threatens to become more severe un- 
less lumber dealers are given access 
to workers through U. S. Employment 
Service offices by being classified as 
locally essential. 

The association has circularized the 
entire membership with questionnaires 
to obtain factual information on the 
industry pertaining to number and 
type of workers in office, mill, and 
yard; number of hours being worked; 
personnel turnover; ages of workers 
and other data pertinent to the labor 
problem. The data will be submitted 
to the regional War Manpower Com- 
mission in support of the petition for 
an essential classification. 


Seek More Equitable 
Lumber Distribution 


Almost 600 lumber distributors 
from the States of New York, New 
Jersey, Connecticut, Massachusetts, 
Rhode Island, Delaware, Maryland, 
and the eastern portion of Pennsyl- 
vania attended a conference of the 
Committee for the Defense of the 
American Right of Lumber Distribu- 
tors to Remain in Business, held on 
May 26 at the Hotel Commodore in 
New York City. The meeting was 
opened at 3 o’clock by Sidney B. Mil- 
ler, as temporary chairman, who in- 
troduced Joseph Kramer, chairman of 
the committee, as chairman of the 
meeting. Mr. Miller, who is president 


of the Greater New York Lumber 
Dealers’ Association, explained that 
the meeting was called in order to 
get the lumbermen together to “take 
up the cudgels in defense of those who 
can’t get lumber,” and to get the 
benefit of their suggestions and dis- 
cussions and co-operation. 

The Committee for the Defense of 
the American Right of Lumber Dis- 
tributors to Remain in Business, 
which has offices at 152 West 42nd 
Street, New York City, was formed 
to give lumber dealers an opportunity 
to help solve the lumber distribution 
problems which have beset the indus- 
try, particularly through the creation 
of the Central Procuring Agency. 

The committee passed resolutions 
resenting some of the practices and 
policies of the various Government 
agencies (mainly the CPA and OPA) 
and asked that the Congress of the 
United States immediately undertake 
to investigate the underlying motives 
behind the practices and policies of 
the various Governmental agencies 
aforesaid; that the CPA be abolished; 
that the Lumber Branch of the WPB 
undertake immediately to promulgate 
a workable program designed to in- 
crease lumber production by opening, 
if that can be done, of new lumber 
producing centers in addition to those 
now operating; and that the other 
agencies aforementioned undertake to 
revise the various orders and regu- 
lations issued by them so as to secure 
to the lumber distributors their right 
to continue to remain in business in- 
sofar as that is consistent and com- 
patible with the successful prosecution 
of the war in which this Nation is 
now engaged. It was further resolved 
that a copy of the resolution be sent 
to every member of Congress, to the 
chairman of the WPB, to the chair- 
man of the lumber branch of the 
WPB, to the director of OPA and 
other government officials or agencies. 


Lumber Safety Meeting 


Robert Neils, safety director of the 
J. Neils Lumber Co., Libby, Mont., 
was elected president of the lumber 
section of the Western Safety Con- 
ference, which concluded a two-day 
session at the Hotel Monticello in 
Longview, Wash., June 5. About 65 
delegates from Washington, Oregon, 
Idaho, and Montana attended the 
meetings. Robert Neils succeeds 
Glenn Masterson, safety director for 
the Weyerhaeuser Timber Co., Long- 
view. Merton T. Owre, of Klamath 
Falls, Ore., secretary-manager of the 
Pine Industrial Relations Committee, 
Ine., was re-elected secretary and Ed 
Crosby, safety engineer for the Co- 
lumbia Basin Loggers Association of 
Portland, Ore., was named treasurer- 
statistician. Eugene, Ore., was se- 


‘lected as the host city for the next 


conference to be held the first week- 
end in June next year. 

A half minute of tribute was paid 
during the closing sessions of the con- 
vention to Tom Sherry of Lewiston, 
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Quality Timber, Modern 


The 100% modern plant of the Rosboro 
Lumber Company is the last word in 
lumber manufacturing equipment. It 
includes a band headrig, pony band 
and band resaws, timber sizer, plan- 
ing mill, power plant, dry kilns, storage 


sheds and loading docks. Electrically 
operated throughout, the plant has a 
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dle your rush orders. 


SOUTHERN PINE LUMBER CO. 


MILLS: DIBOLL and PINELAND, TEXAS 
GENERAL SALES OFFICE, TEXARKANA 


In our 53 years we handled some big rush orders—but 
none to equal the ones we’ve been working on day after 
day for the war effort since Pearl Harbor. 
“must” orders for the boys in uniform make it hard on 
all of you regular customers who need lumber, there's 
one thing about it—when the big postwar rush for lum- 
ber to build homes for the thousands and thousands of 
war brides gets under way, we'll be in top form to han- 


DOUGLAS 


FIR 





Mills, Modern Methods 


cutting capacity of 150,000 feet of 
Douglas Fir per day. We are con- 
fident that after the duration we will 
be able to accumulate an inventory 
which will enable us to give our valued 
patrons better service than we are able 
to do at this time. 


ROSBORO LUMBER CO., Springfield, Ore. 
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Idaho, who died recently. He was 
treasurer-statistician for the organi- 
zation this year and had been active 
in promoting safety methods. 

Two resolutions were adopted. One 
recommended that safety instruction 
courses be included in the university 
extension courses of the various states 
so that safety instruction will be 
available to workers in industry. The 
other requested that the federal gov- 
ernment standardize the reporting 
forms of accidents for all the govern- 
ment agencies. This resolution seeks 
to relieve the employers of some of 
the burden of reports and would make 
reports uniform. : 

Glen Masterson of the Weyer- 
haeuser Timber Co.’s Longview staff, 
was chairman of the session. 


Pacific Northwest 
Lumbermen Golf 


The first annual Pacific Northwest 
Lumbermen’s Golf Tournament and 
“get together” sponsored by the Wil- 
lamette Valley Lumbermen’s Golf As- 
sociation at Eugene, Ore., recently, 
was held in conjunction with a Gov- 
ernment lumber auction and proved 
so successful that the golf committee 
hopes to stage another similar gather- 
ing some time next year. 

At this tournament, there was quite 
a contest between the Springfield Ply- 
wood Corp., Springfield, Ore., and the 
Eugene (Ore.) Wholesalers; however, 
as a dark horse, the Eugene Lumber 
Manufacturers came through with the 
lowest gross score and won the main 


trophy. A banquet was held after the 
tournament. 


Lake States Operators 
Air Complaints 


Wisconsin and Upper Michigan lum- 
ber production was reported as being 
about 33 percent less than a year ago 
by Galen Pike, supervisor of the 
United States Forest Service, who 
spoke to more than 100 representa- 
tives of management in the logging, 
pulp, lumber, and veneer industries at 
a two-day conference June 11-12. The 
meeting was called by Norman E. 
Schulze, special representative of the 
War Manpower Commission, with ex- 
ecutive officers of governmental agen- 
cies and boards forming a panel to 
hear complaints of the operators. The 
final day of the two-day meeting was 
devoted to hearing grievances of la- 
bor representatives in the industries. 

One of the main purposes of the 
conference was to find ways and 
means of putting a stop to the decided 
downward trend in log production. Mr. 
Pike reported that at least 50 percent 
of the lumber produced in Wisconsin 
comes from small operators—mills 
that produce less than five million 
board feet of lumber annually. “Sixty 
percent of these small mills are now 
shut down and the larger mills are 
losing the production rate rapidly,” 
said Mr. Pike. 

No final decisions on problems of 
the industry were made at the meet- 


ing, with government representatives 
reporting back to their respective 
agencies on the complaints and sug- 
gestions voiced during the two-day 
conference. 


Baltimore & Washington 
Lumber Sales Club 


The Baltimore & Washington Lum- 
ber Sales Club held its annual meeting 
at the Longfellow Hotel in Baltimore 
on the evening of June 7; the gather- 
ing was the largest of the year. 

Arthur V. Charshee, who has been 
president of the organization since it 
was formed, although attempting to 
get from under the post of chief ex- 
ecutive, was again named president. 
R. B. Riley of Johnson & Wimsatt, 
Washington, D. C., was elected vice 
president. Directors representing 
Washington are Mr. Riley and Eugene 
R. Wiltbank; directors for Baltimore 
are Mr. Charshee, H. A. Crane, Robert 
B. Gould, Harry Fried, and George V. 
Fredrickson. 

Discussion of various phases of the 
lumber trade followed the election. 


Texas Mill Managers 


At the annual meeting of the Texas 
Mill Managers Association, held at 
the Angelina Hotel in Lufkin on May 
29, R. M. Eagle, Saner-Ragley Lum- 
ber Co., Carmona, was elected presi- 
dent to succeed S. C. Sellars, manager 
of Angelina County Lumber Co., 
Keltys. J. E. Stone, J. E. Stone Lum- 
ber Co., Nacogdoches, was elected first 
vice president; C. J. Woodward, Frost 
Lumber Industries, Inc., Nacogdoches, 
second vice president; and Major H. 
A. Maas, Clarksville, continues as sec- 
retary-treasurer. 

The one-day convention dealt with 
lumber mill’s place in the national war 
effort; safety in the mills; and con- 
demnation of existing workmen’s com- 
pensation rates in Texas. 

The lumbermen voted to _ hold 
monthly conferences so as to keep bet- 
ter attuned to the war effort. 

One of the highlights of the day 
was a tour of the Angelina County 
Lumber Co. and an examination of its 
safety facilities. This company is said 
to have set an unusual safety record 
for the lumber industry. 

Following the business meeting, the 
lumbermen were entertained at the 
Pine Island hunting club with a bar- 
becue by the Angelina County Lum- 
ber Co. 


Coming Conventions 


June 28, 29, 30—Pacific Coast Wholesale 
Hardwood Distributors Association, 
Benson Hotel, Portland, Ore. Annual. 


Aug. 18-19—-Western Pine Association, 
Palace Hotel, San Francisco, Calif. 
Semi-annual. 


Sept. 16-17—National’. Hardwood Lum- 
ber Association, La Salle Hotel, Chi- 
cago. War service conference and 
annual. 
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White River Lumber 


Comes from Mountain Timber 
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White River 
Lumber 


For the Needs of America 


The lumber we're now 
supplying for war needs 
has the same high quality 
that always has distin- 
guished White River pro- 
duction. 


Cut from timber grown in 
the Cascade Mountains, 
thoroughly seasoned, ac- 
curately manufactured, 
this lumber has QUALITY 
in its every fiber. 
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RIVER LUMBER CO., forces, Washinsten 








MILLER 


AND COMPANY, INC. 


MANUFACTURERS 


Band Sawn 
Hardwoods 
and Yellou Pine 


We are Operating Six Band-Mills 
Forty-eight Hours per Week for 
VI¢CTory 


SELMA JACKSON 
ALABAMA TENNESSEE 
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PAR-TOX 


the ORIGINAL 
Modern Wood Preservative 


It not only prevents termites and de- 
cay, but also allows the surface to be 
painted, stained or varnished. 
PAR-TOX does not leach out. From its 
first application ten years ago there is 
no evidence of any loss in toxic value. 


Wherever wood is used, PAR-TOX 
treatment is an ecenomical measure 
for conservation — it greatly lengthens 
the life of any wood product. It is ob- 
tainable without priority. 





Specify 
“Par-Tox Treated” 
on your next order. 










75 years of service MLS a0 a ee BOGE 


to the sash and d 
industry. aa OSHKOSH, WISCONSIN 
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Stimulating Questions 


Bring Interesting Answers to Merchandising © 
Problems at Western Retailers’ Conference 


One of the most stimulating question and answer 
panels conducted during the recent mid-winter series 
of dealer association war conferences was the one de- 
voted to merchandising and advertising by the Western 
Retail Lumbermens Association, held in Portland, Ore., 
in January. With W. C. Bell, association secretary, 
acting as moderator, more than 40 questions were 
directed to the members of the panel, who frequently 
reversed their role and that of the association members 
by directing questions to the assembly to develop 
spirited discussions. 

Some of the questions and answers are here re- 
printed from a booklet prepared by Mr. Bell, detailing 
all of the information developed at the several panels 
of the conference. They present interesting, useful 
and thought-provoking material. In this and subse- 
quent issues many of the most important and timely 
questions and answers will be given. 


1. What is your definition of the word “merchandis- 
ing?” 

ANSWER—Merchandising is a process 
for transferring goods or services that pre- 
supposes the existence of a market. It con- 
sists first in locating that market, and then 
bringing the market and the service together 
for maximum profit to both the server and 
the served. That sounds much simpler than 
it is, because, as every merchandiser knows, 
good merchandising demands keen analysis, 
eternal vigilance, initiative, and ability to 
anticipate the needs and potentialities of a 
market. Selection of saleable materials in 
appropriate quantities, choice and training 
of sales-producing personnel, employment of 
economical and successful means of project- 
ing goods and services into public conscious- 
ness, arousing desires to buy, and finally 
translating all of these preliminaries into 
actual finished sales are the earmarks of 
good merchandising. 


2. Are retail lumbermen generally good merchan- 
disers? 

ANSWER—Unequivocally, “Yes.” The 
reason is that retail lumber dealers have 
the lowest business mortality rate of any 
group of retailers. I know you can get 
arguments against that answer at a dime a 
dozen. But I think there are more argu- 
ments to back the answer up. To me the 
only real answer to good merchandising is 
the long pull answer, and I will rest my 
case primarily on the fact that retail lum- 
bermen stay in business longer than their 
neighbors on Main Street. That does not 
mean, however, that there is not room for 
improvement, and it does not discount the 
fact that the destiny of the post-war lumber 
dealer is going to be fulfilled only after his 
initiative and resourcefulness have been 
taxed to the possible limit. 


3. What value do you place on attractive display? 
ANSWER—The same value the Army 
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places on a well-fitting, neat uniform or that 
civilians place on appropriate dress; and 
if women are our best customers, name your 
own ticket, but keep display consistent with 
the ability of your customers to buy what 
you show them. There is, for example, no 
point in displaying a rich line of $200 gowns 
for women in a small farm town. Many of 
them might want such gowns, but they 
cannot afford them, nor have they any place 
to wear them. In the same way there is no 
point in displaying $1,000 kitchens where 
houses average $3,500 in cost. A display, 
like anything else done to transfer merchan- 
dise to the customer and transfer his money 
to the till, must pay out. Displays that cost 
too much to install or require too much 
time to maintain should be avoided. The 
answer to the importance of display is that 
the eye is easier to catch than the ear. 


4. What is your opinion of the value of newspaper 
advertising? 

ANSWER—It is indispensable to good 
merchandising, and its success depends upon 
seasonal timing, frequency, and the design 
of the ad. There is a place for continuous 
display advertising, a place for classified 
ads, and a place for the two in combination. 
A display ad should have a theme—tell one 
story—although not necessarily advertise 
only one product. An example of advertis- 
ing several materials under one theme is 
that done under the caption “Thermotize,” 
a copyrighted term coined by a Chicago 
newspaper advertising salesman, and used 
to advertise a “package” including insula- 
tion, siding, roofing, storm sash, storm doors 
and weather-stripping. Dealers having 
country circulation can well afford to use 
classified advertising. Most farmers read 
classified ads just as they read the news 
columns because these ads, setting forth 
briefly what their neighbors have to buy 
and sell, are a real news source. Combina- 
tion classified and display advertising has 
proved very successful in many farming 
communities. 


5. How, in your judgment, should a newspaper cam- 
paign be carried out? 


ANSWER—First, time it seasonally. If 
in a large city, consider the possibility of 
a number of dealers contracting for space 
on the same page of a newspaper. This 
provides a mass appeal, and projects the 
whole idea of buying lumber and building 
materials more positively than perhaps a 
single dealer might do it alone. Always de- 
sign advertising first to command attention, 
second to tell briefly and clearly what you 
are offering, and enough of how to get it 
to pull people into your place of business. 
Plan a campaign for a definite time and 
purpose, and plan each ad to do its own 
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FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


LONG-RUN ECONOMY 


PATENT INSERTED TOOTH GROOVER 
Firthite Tipped Inserts 


LONG-LIVED SAWS FOR 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 
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NEW 
3 LOGGING TRAILERS 
AVAILABLE 


The Government has authorized 
: Fruehauf to produce light, me- 
| dium and heavy-duty logging 
Trailers—both single-axle and 
tandem-axle types. Available for 
immediate delivery through Frue- 
hauf Branches to anyone with a 
Certificate of Transfer PD-321. 
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See your Fruehauf Branch for 
assistance in filing for a certifi- 
cate. 


FRUEHAUF TRAILER COMPANY 
Detroit 
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Write for Huther Bros. 


UTHER BROS. SAW MFG. CO., Rochester, New York 
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FIRTHITE TIPPED SAW 
Solid Type, for Wood 
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Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 

Huther Bros. have long taken special pride in the 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Catalog No. 60 





KILLERS AT WORK 


Here in Western Pine Association Research Laboratory, pains- 
taking experiments are carried on before toxic treatments are 
recommended for use. 


For example, wood samples are treated and exposed to at- 
tacks by virulent decay organisms to assure that a newly 
discovered preservative is effective. 


A preservative has to be good to pass these tests. 











In these wartime days, as in the days of peace, the Western 
Pine Association Research Laboratory is constantly develop- 
ing product improvements and better manufacturing pro- 
cedures for Western Pines—woods of increasing importance in 
the years ahead. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland, Oregon 
*IJdaho White Pine 


*THESE ARE THE WESTERN PINES 


*Ponderosa Pine *Sugar Pine 
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individual job in making the campaign a 
success. 


6. Will you express an opinion of the different types 
of campaign which might be valuable to a coun- 
try yard? To a city yard? 


ANSWER—For country yards, classified 
ads for clean-ups and to draw people in for 
small, quick cash sales. Every time you 
get a man into your yard you have an 
opportunity to sell him something more than 
he came in for, or at least to impart to his 
mind an idea for a future purchase that likely 
will bear fruit eventually. Fundamentally, 
there is no difference between the type of 
campaign to be carried out by either city 
or country yards. 


7. What, in your opinion, would be the proper per- 
centage of sales to use for all advertising? 


8. Under 


any 


ANSWER—I don’t think there is a blan- 
ket answer for that one. It depends on 
too many factors that vary with different 
yards. The primary purpose of advertising 
is to pull prospects into the yards. There 
are many less effective ways than advertising 
to do this, and the amount of advertising 
done depends, to a considerable extent, upon 
the use that is made of these other methods, 
as well as their effectiveness. Lecation of 
the business is an important factor. There 
are many others, and I would prefer to let 
this question stand by saying that deter- 
mination of percentage to be used in news- 
paper advertising is a matter that has to 
be discovered after experiment over a period 
of time. 


present conditions should a retail yard do 
advertising? 

ANSWER—Yes, and perhaps more now 
than at any other time in the past. Few 
dealers today are able to keep one or more 
salesmen calling on the trade and soliciting 
business. It is most important that pros- 
pects be drawn into the yard. The life-blood 
of a lumber yard today is, of course, the 
volume of cash sales that can be made, and 
advertising should be designed to stimulate 
such sales. Every prospect who comes in, 
however, should be looked upon as a po- 
tential builder of a new home in the post- 
war period, and his call should be made an 
opportunity to fasten your hold upon him 
as a customer for a new home when the time 
comes that you can supply it. One of the 
things that must always be remembered 
about advertising is its cumulative effect. 
You cannot gage the effectiveness of adver- 
tising by one ad nor by a scattered use of 
advertising. It is continuous, well planned 
advertising that pays dividends. 


9. Is it a fact that certain large department and 
mail order houses have handled a large volume 
of insulation, storm sash and door business? 


ANSWER—tThat is true in some com- 
munities. It is also true that an established 
manufacturer of a new type of insulation 
has recently concluded an agreement with 
an electrical household appliance concern to 
set that concern up as sole distributor for 
the United States, and that the concern will 
market the new insulation through 17,000 
household appliance retailers who now have 
no household appliances to sell. Where a 
local outlet refuses the line or does an in- 
effective job, a lumber dealer can have sec- 
ond call. This insulation in its present form, 
and in the present market, seems to me to 
be limited in its application to the space 


between ceiling joists in unfinished attics. 
It can be competition, however. Then, it 
is rumored that a paint manufacturer pro- 
poses to market his product through gaso- 
line filling stations. Another manufacturer 
of a special paint product is rumored to be 
looking for some class of distressed re- 
tailers who might be happy to take on his 
paint line as a wartime life-saver. These 
possibly are not ominous signs, because there 
are many easily recognizable reasons for 
viewing them only as wartime extremities. 


10. What about the paint business? Does it offer for 


the retail lumber dealer any real sales possi- 
bilities? 


ANSWER—Yes, very decidedly it does. 
In the past year many retailers who have 
really pushed paint sales have increased 
their sales volume by sizable, and in some 
cases, phenomenal percentages. Paint, of 
course, is and always has been a natural in 
a retail lumber yard, since neither paint 
nor lumber, generally, can live without each 
other. The big appeal today is to maintain 
your home and make it last throughout the 
war. Paint is the best preserver there is. 
The color and life it gives is also a measur- 
able morale factor in any community. Good 
paint merchandising not only sells paint, but 
gets the dealer inside homes where he can 
point out possibilities for other improve- 
ments and maintenance measures allowable 
under L-41. Paint, sold right, is recurring 
business, and thus doubly important. Once 
sold and properly followed up it leads almost 
automatically to a duplication of the sale 
a few years hence. 


Do you think that billboard advertising is worth 
while for the average retailer? 


ANSWER—Probably of considerable im- 
portance in towns of 10,000 population and 
over. Such towns are too big to permit 
the lumber dealer to know everybody, and 
billboards placed strategically in the town 
and alongside the highway approaches to the 
town can be helpful. Billboards, however, 
need constant attention and maintenance. 
Allowed to run down, they are worse than 
no advertising at all. Possibly, well main- 
tained, periodically changed billboards are 
good for any dealer who will keep them up, 
even for small town dealers for the pur- 
pose of keeping the dealer’s name before 
the farm trade every time they come to 
town. 


12. Can any type of direct mail advertising justify 
itself under present conditions? 


ANSWER—We recently had a very con- 
vincing demonstration of the value of direct 
mail advertising for certain purposes. In- 
cluded with each of a series of nine articles 
on Wartime Merchandising Opportunities 
was a sample direct mail piece. The first 
article, dealing with new floors, resulted in 
orders for about 75,000 of the suggested 
direct mail pieces for use by retailers. Sub- 
sequent pieces on siding and roofing, paint, 
insulation, storm sash and doors, wallboard, 
millwork, kitchens, glass and mirrors re- 
sulted in requests for tens of thousands more 
of the direct mail pieces. Most of the buy- 
ers of the first piece sent in blanket orders 
for all of those that were to follow. We 
accepted this as rather conclusive evidence 
that a direct mail piece or possibly a series 
of direct mail pieces sent out periodically, 
are good sales producers. 
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CALIFORNIA 
Sugar Pine and Ponderosa 


California Sierras High Elevation Quality Timber 


Selects, Shop Lumber, 
Pattern Lumber, Mould- 
ings, Common Boards, 
Dimension 


Quincy Lumber Company, Inc. ““csitiornis 


MILLS AT SALES OFFICE 
QUINCY, CALIFORNIA QUINCY. CALIFORNIA 
BLOAT. CALIFCRNIA ©. Cc. MORRIS, SALES MGR 

















Planing Mill 
Box Factory 
Moulding Factory 






We Mf 4, 
Vy, GY M0 
YY y fl 7 

é y WY Wy 








“ie Y 
Yyp 
Y 


Yj 



















ey 
—" 

















SAW MILLS 


! 
! 
, AVAILABLE FOR 
. 
! 










PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
} matic pawl release on set head. Fast, power- 
| ful dogs. Friction or Belt Feed, as preferred. 
} Ball Bearing arbor, and roller bearing Feed- 
works if desired. 
! 





Various sizes and dogs to meet your needs. 


—— — — 


years’ experience in building Saw 
85 Mills and woodworking machinery. 


3 LANE MANUFACTURING CO. 


Selling the Products of | 
J. A. Mathieu, Ltd., Rainy Lake, Ont. f MONTPELIER, VT. 
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Pine, Hardwoods, Cypress 


es , os TIDEWATER RED 















































Members Nafil. 
Hdwd. Lbr. 
Aste., Se. 
Hdwd. Produc- 
ers, Inc., So. 
Cypress Mfrs. 
Assn., So. Pine 


Modern manufacturing facil- 
ities—band mill, dry kilns, 
complete planing mill. We 
can grade-mark and _ trade- 


Assn., Natl. . 
Lbr. Exporters mark. 5 R. R. connections. 


RECESS 
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WE SPECIALIZE IN 
PONDEROSA PINE 


GOVERNMENT 
SHOOK 


OF ALL KINDS 


PONDEROSA PINE 
Lumber, Cut Stock, Mouldings 


Also industrial lumber and 
LADDER STOCK. Try us out 
on your next inquiry. 


Douglas Fir Red Cedar 
Hemlock Sitka Spruce 
PORT ORFORD CEDAR 


Pine Saw Mill --Canby, Calif. 
Box Shook Factory -- Alturas, Calif. 
Moulding Factory-Klamath Falls, Ore. 


a 
ADDRESS ALL CORRESPONDENCE TO 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 





"PHONE VICTOR 4143 
Member of Western Pine Assn. 
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Patriotism vs. Personality 


@ The first of the following two let- 
ters was sent to a lumber salesman by 
a prominent retailer. The second was 
an anonymous reply he received. Com- 
ment on either or both will be wel- 
comed.—Ed. 


Gentlemen: 


What can I do to get you to ship 
a car of dimension? If you only 
knew how urgently it is needed, and 
how vital to the war effort, I think 
you would divert at least one car my 
way. Any widths, any lengths, No. 1 
or No. 2. AA-1 priority. How about 
it, can’t you dig up something? 


Gentlemen: 


We note your pleadings and we are 
sorry you must beg so hard for lum- 
ber, and possibly with little, if any, 
result. We are sorry too that in the 
past you have been so quick to turn 
down shipments on such slight tech- 
nicalities, as though the lumber man- 
ufacturing game were the same as 
selling ribbons, flowers, or what-not. 
We regretted many a time to have seen 
your boastful advertisements in the 
papers as to “Many cars turned down 
account inferior lumber” and what 
not. These actions are still in the 
minds of many of we shippers. True 
our patriotism should not recall such 
past experiences. But others too need 
the lumber as bad as you, and like- 
wise have AA-1 priorities to go along 
with their orders. These other con- 
cerns therefor enjoy our best thoughts 
and get preference. Your past meth- 
OGB, PIU UNOEE OF 2... ccccees and 
5 gre ae otal re a 
have today brought about a condition 
such as you now find yourself. The 
shoe is on the other foot. The un- 
fortunate thing about it is, that these 
conditions exist so little of the time 
—come probably once in a lifetime. 
May they remain yet a while longer 
and may you realize that you are 
only reaping as you have sowed. In 
the future may you remember these 
things and not be so hard on your 
suppliers. Remember the mill men 
too, in hard times, want to live, and 
that you can no longer exist without 
some mill man or mill men, any more 
than he can exist without an outlet 
for his product. 

It is not necessary that we sign 
this, as we have not had any dealings 
with you, but a number of manufac- 
turers commenting upon your appeal 
felt these few words would do no 
harm. 

Just A Lumber Shipper. 


Listings Create Interest 


Dear Sir: 


Nothing has pleased me any more 
this week than to note the interest 
which you are responsible for creating 
by listing the short cuttings of Pon- 
derosa Pine in your May 15th issue. 

Thought possibly you would like a 
copy of the letter which we are mail- 
ing out on the responses we are re- 
ceiving. 

Thanks again for your help to us. 

Henry F. McNiff, Sales Manager. 
Gregg & Son, 

Nashua, N. H. 


Library Reference 


Gentlemen: 


The Art Institute of Chicago, the 
Burnham Library of Architecture, 
acknowledges with appreciation your 
gift of five AMERICAN LUMBER- 
MAN numbers on Mass housing series. 
Three copies—Prefabrication reprint. 

E. Abbott, Librarian. 
Art Institute, 
Chicago, IIl. 


Lumber Bungling 
Gentlemen: 


You might be interested in this re- 
port as to why none of us can get 
lumber. I can name names if neces- 
sary. A salesman from a local whole- 
saler took a job as an expediter with 
the government. An officer from one 
of the camps came to him to ask for 
help in disposing of 125 carloads 
which were left in stock after a camp 
was finished. My expediting friend 
said, why get in touch right now with 
Captain Whatshisname, he’s scouring 
the country for that material. But the 
other officer didn’t want the Captain 
to know about his stock, a blunder 
had been made in overordering and it 
was more important to protect the 
man who had made the mistake than 
it was to get the lumber where it was 
needed. 

That sort of thing has been my com- 
plaint against the New Deal from the 
start. Even if you want to credit 
them with good intentions, (I don’t, 
I think they have been liars from the 
beginning, from bottom to top, par- 
ticularly at the top), but even grant- 
ing good intentions, everything they 
have tried has bogged down in its 
execution, just because they don’t have 
the “know-how” and God forbid, but 
they could lose a war for us by the 
same tactics. 

R. B. Ritter. 
Abington Lumber Co., 
Dalton, Pa. 
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SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
CCMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 











NEW YORK 
1604 Graybar Bidg. 
Mohawk 4-9117 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. 8. Pat. O 


EXECUTIVE potite 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


1863 LaSalle-Wacker Bidg. 
















SPECIES 
PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA] 











CHICAGO ,DAN FRANCISCO 
1930 Monadnock Bidg. 


Exbrook 7041 





Telephone Central 9182 






















Pine Logs On Way to 
Anaconda Mills 


Anaconda PONDEROSA 


Look at those logs. No wonder Anaconda 
Ponderosa has long been a favorite lumber 
with thousands of buyers. 

While war conditions are now handicapping 
our usual service, we'll be back with same 
reliable quality, same good service as soon 
as Government needs for lumber will permit. 


Member of the Western Pine Ass‘n 





\ COPPER MINING CO. 


LUMBER DEPARTMENT 


BONNER. MONTANA 
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METAL TRIMS 
TRADEMARKED 


CHROMEDGE 


Old ways of logging have given place 


to the new. Mill metheds have changed. But the 
high quality of Polson lumber never has changed. 
Sitka Spruce and Douglas Fir direct from our forests. Rail and water 


shipments. 


POLSON LUMBER & SHINGLE MILLS 


Division of Polson logging Co. 


ae 


AMERICAN LUMBERMAN, June 26, 1943 


‘ HOQUIAM, WASHINGTON 

















Post-War Building 


In a review of some of the F. W. 
Dodge Corporation’s findings on the 
potential postwar construction mar- 
ket, it was stated that potentialities 
of great economic expansion and 
presperity for the United States, with 
its great resources, technological de- 
velopment, enlarged productive facili- 
ties, high level of income and out- 
standing position in world affairs, are 
enormous. With sound policies and 
good management, with reference to 
our domestic affairs and to inter- 
national relationships, this country 
should enjoy hereafter a greater pros- 
perity than it or any other country 
has ever had. 

New materials and new construc- 
tion methods, producing greater val- 
ues per building dollar, will inevitably 
increase demand for low-cost build- 
ings of every classification, particu- 
larly houses, it was said. War con- 
struction requirements, with the par- 
amount needs of speed and economy 
in use of scarce materials, are daily 


modifying traditional design ideas 
and construction procedures. 
Among other things, the report 


continued, the makers of prefabri- 
cated houses have for the first time 
found in the war housing program 
quantity orders for houses, creating 
an opportunity for practical develop- 
ment of techniques and demonstra- 
tions of potentialities that did not 
hitherto exist. Undoubtedly, such de- 
velopments will have some lasting 
effects upon construction methods and 
procedures, though the importance of 
the prefabricated house itself as a 
factor in the future housing market 
is still problematical, probably de- 
pending more upon future possibili- 
ties of quantity orders for houses in 
reasonable continuity than upon tech- 
nical developments. 

In any case, many of the technical 





developments of the war period will 


persist. To the extent that they will 
provide better buildings for less 
money, they will contribute largely to 
expanding the construction market of 
the future. 

The housing revival of the late 
1930’s, interrupted during the period 
of war restrictions except for buildings 
in the war housing classification, will 
doubtless be resumed. In part, the 
housing program will make up defi- 
ciencies of the last depression period. 
Its continuation will depend upon the 
degree of general prosperity (high 
national income and full employment) 
the country will enjoy. If national 
income averages over 100 billion an- 
nually in the 1940 decade, as seems 
highly probable, housing demands 
will be very great and will continue 
for an extended period. There will 
be a much greater demand, propor- 
tionally, for houses to cost over $6,000 
than in the 1930 decade; not only be- 
cause there will be some surpluses 
of lower-priced houses directly after 
V day, but also because higher na- 
tional incomes mean more families 
moving into higher income brackets 
and demanding better houses than 
they lived in before. The expanded 
housing market will be largely a mar- 
ket for private building and investors. 
The possible extent of any govern- 
ment housing program is purely con- 
jectural at this time. 


Construction Declines 


Construction contracts awarded in 
the 37 eastern states during May 
amounted to $234,426,000, according to 
F. W. Dodge Corporation. This rep- 
resents a decline of 23 percent from 
the preceding month and is just 
slightly more than one-third of the 
$673,517,000 recorded in May, 1942, 
when war construction was at a very 
high level. 

All three major construction types 


National Distribution 


LOS ANGELES, Coltt. gris. Go, Wb 
UL LTI E. M 


. i Minn. 
KANSAS CITY. ian, GARWOOD, N. J 


followed the same pattern with the 
largest dollar decline from last year 
appearing in non-residential building 
which registered only $75,301,000 in 
May, 1943 as compared with $297,- 
885,000 for May a year ago. The 
greatest drop was in the manufactur- 
ing building classification. Counter to 
the general down-trend, were two clas- 
sifications, hospital and institutional 
buildings and social and recreational 
buildings. Both classifications reached 
totals approximating those of May, 
1942 and both are about 50 percent 
ahead of last year on the basis of the 
cumulative five-month’s record. 

Total residential building, amount- 
ing to $63,291,000 in May, was 57 per- 
cent below May, 1942 and 20 percent 
off from April. The gain in multi- 
family dwellings was more than off- 
set by the decline in the one- and two- 
family classification. 

Heavy engineering work, compris- 
ing all types of public works and 
utilities, was down 59 percent from 
the $227,668,000 recorded in May, 
1942. 


Non-Farm Mortgages 


Each type of mortgage lender in 
April increased its non-farm mort- 
gage recordings over the March total. 
All recordings of liens less than $20,- 
000 amounted to $308,957,000 for the 
month, 15% greater than for March. 

Largely seasonal in character, the 
increase was sufficient to carry April 
mortgage activity to a point only 14% 
below that for April of last year. 
However, it was 22% less than in 
April 1941. Banks and trust com- 
panies bettered their March figures 
by 19%, while savings and loan asso- 
ciations and mutual savings banks 
gained 18% and 17%, respectively. 
The other three groups of lenders 
made increases of about 10%. 

These mortgages largely represent 
loans for the purchase and refinanc- 
ing of homes, since all new construc- 
tion of dwellings has ceased, except 
for the housing of war workers. 

For the first four months of 1943, 
mortgage recordings totaled $1,027,- 
000,000, which was 22% less than in 
the January-April period of last year 
and nearly one-fourth below 1941. 


Home Office: TACOMA, WASH. 


6 Warehouses FOR ORDERLY DISTRIBUTION TO THE TRADE 


FAST, COURTEOUS SERVICE 
BY TRUCK AND TRAIN 


Straight or Mixed Carload Shipments 


-PAMUDO PLYWOOD 


Doors ... Frames... Mouldings 


Sash and Glass ... Wallboard 
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Manufacturing Plant 


CROSBY LUMBER & MFG. CO. 


Crosby, Mississippi 
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Producing 
Douglas 
Fir 
Since 
1898 





HE Booth-Kelly organization 

is busy on the job, producing 
lumber for the Nation’s needs. 
We're proud of the privilege. 
Proud, too, of the quality in every 
foot of this Booth-Kelly lumber 
that goes to meet the country’s 


lumber needs. 


Tough, strong and sturdy, Booth- 
Kelly Douglas Fir lumber is cut 
from our own old-growth, big- 
bodied timber, carefully sea- 
soned, painstakingly manu- 
factured. The Booth-Kelly name 
on every piece is a pledge of 
quality in the wood and in the 
manufacture. 


Dimension Casing Ceiling 
Drop Siding Finish Stepping 
Mouldings Flooring Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 


BootliAtell 








New & Revised Price 
Ceilings Issued 


Revised versions of MPR 222 re- 
garding Northern Softwood Lumber 
and MPR 26 regarding Douglas Fir 
and other West Coast lumber and em- 
bodying all of the amendments made 
to these regulations up to this time 
have been issued by the Office of 
Price Administration in recent weeks. 
MPR 402 which sets prices on West- 
ern Red Cedar has also been issued. 
Each of the regulations is far too 
voluminous to publish in full but a 
complete copy of any of the three will 
be sent to those who request one from 
the AMERICAN LUMBERMAN, 431 
So. Dearborn St., Chicago, IIl. 


Priorities for Farm Supplies 


Priorities Regulation 19 tells how 
a farmer gets a priority to buy farm 
supplies from a dealer and how a 
dealer gets a priority to maintain his 
stock of farm supplies. The kinds of 
farm supplies which are covered by 
this regulation are only those listed 
in this regulation. 

How a farmer gets farm supplies 
from his dealer. When a farmer orders 
farm supplies on the list from a dealer 
who has them in stock, the dealer must 
fill the order if the farmer gives him 
a signed certificate as follows: 

“I certify to the War Production 
Board that I am a farmer and that the 
supplies covered by this order are 
needed now and will be used for the 
operation of a farm.” 

The dealer may sell the supplies to 
the farmer without a certificate, but the 
dealer must get a certificate at the 
time he sells if he wants to use it to 
get a priority for replacing the sup- 
plies in his inventory. 

If a farmer wants to use a certifi- 
cate to buy more than $25 worth at 
one time of any item on the list, he 
must first get his certificate approved 
in writing by the County Farm Ration- 
ing Committee. 

How the dealer gets his stock of 
farm supplies. A dealer can use farmers’ 
certificates which he has received to get 
priority on his own orders for listed 
farm supplies. For each dollars’ worth 
of supplies sold against certificates at 
retail prices, the dealer can get a prior- 
ity on 75 cents’ worth of replacement 
supplies ordered by him at wholesale 
prices. He does not have to use the 
certificates to get the same kind of 
supplies as those he has sold, but can 
use them to get any kind of farm sup- 
plies on the list, except certain items, 
mostly of steel, mentioned. 

To get the priority, the dealer signs 
the following statement on the pur- 
chase order which he places with his 
supplier: 

“I certify, subject to criminal penal- 
ties for misrepresentation, that the 
dollar amount of this order is not more 
than 75% of the sales price of farm 
supplies which I have sold under Pri- 
orities Regulation No. 19 against farm- 
ers’ certificates now in my possession, 
and that I have not used the same cer- 
tificates as the basis for getting a 
priority on any other order.” 

Up to July 1, 1943, a dealer who ex- 
pects to receive farmers’ certificates 
but has not yet received enough of 
them to place an order with his sup- 
plier, may get priority on farm sup- 


plies on the list in an amount which 
will bring his inventory up to a normal 
one month’s supply by signing the fol- 
lowing written statement on his pur- 
chase order to his supplier: 

“IT certify, subject to criminal penal- 
ties for misrepresentation, that I ex- 
pect to sell the goods covered by this 
order as farm supplies under Priorities 
Regulation No. 19. The receipt of these 
goods, together with others on hand 
or on order, will not give me more than 
a one month’s supply.” 

Orders placed by dealers’ bearing 
either of the above certificates are 
rated AA-5, and the suppliers with 
whom they are placed must fill them 
accordingly. 

As used in this regulation, “farmer” 
means a person who engages in farm- 
ing as a business, by raising crops, 
livestock, bees or poultry. It also in- 
cludes a custom operator who _ uses 
farm supplies in performing services 
for farmers. It does not include a per- 
son who just has a “victory garden” 
or raises food or other agricultural 
products entirely for his own use. 

This regulation becomes effective 
June 7, 1943. It does not apply to pur- 
chases and sales made before that date. 

This regulation does not include 
second hand items. The list of farm 
supplies which are covered may be had 
by writing American Lumberman, 431 
So. Dearborn, Chicago. 


10 Percent Price Deduction 
for Green Lumber 


Amendment No. 1 (effective June 
24) to MPR 368 which set prices on 
Northeastern hardwood lumber, pro- 
vides that sellers of Northeastern 
hardwood lumber, shipped in a 
“green” condition, must deduct 10 per- 
cent from dollars-and-cents maximum 
prices established by the Office of 
Price Administration for rough, air- 
dried material of the same specifica- 
tions. 

The deduction must be applied to 
prices of all types of “green” North- 
eastern hardwoods in which rough, 
air-dried materials is specified, except 
(1) white or red oak structural or 
sound square edge stock and (2) white 
or red oak freight car stock, common 
dimension, mine car lumber. 

The deduction has been ordered, 
OPA said to offset decrease to the 
mills in the case of sales of dry lum- 
ber, in shrinkage and air-dried de- 
grade. 

A purchaser may waive any re- 
quirement as to the moisture content 
if the lumber has been stacked on the 
yard. However, if the lumber has 
not been stacked on the yard for 
air-drying, the material, so far as 
prices are concerned is “green.” 

Additional changes in the regula- 
tion made by the amendment are the 
setting of specific maximum prices 
for white oak and red oak structural 
stock or sound square edge, and also 
for white and red oak freight car 
stock, common dimension and mine 
car lumber. The new prices are the 
same as those previously approved for 
individual mills. 

Another change is the inclusion of 
“all other hardwood species” so that 
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the isolated species will be covered 
by the special pricing procedure in 
the regulation rather than by the Gen- 
eral Price Ceiling. Hardwood block- 
ing prices and Navy oak ship stock 
prices are exempted from MPR 368 
since they are taken care of in MPR 
216 and MPR 281 respectively. 


Softwood Plywood Distribution 
Under Complete WPB Control— 
L-150 

Iron-clad control of production and 
distribution of softwood plywood 
manufactured in Washington, Oregon 
and California has been assumed by 
the War Production Board. In effect 
order L-150 states that no producer 
shall ship any softwood plywood 
unless the order is accompanied by a 
specific authorization from WPB. 

Furthermore, producers are re- 
quired to file with the WPB the 
15th of each month, on form WPB- 
2531, a production and delivery sched- 
ule for the following month, and in 
that month they shall deliver soft- 
wood plywood only in accordance with 
the schedule previously filed, or as 
that schedule may be changed by the 
WPB. 

A dealer wishing to buy softwood 
plywood must make his application to 
the WPB in quadruplicate on form 
WPB-2532. WPB may then issue a 
specific authorization for the purchase 
which will provide delivery dates and 
direct that the plywood be purchased 
from some specific producer. The pro- 
ducer must accept the authorized pur- 
chase orders if they meet with estab- 
lished prices and terms, and delivery 
schedule must be followed irrespective 
of preference ratings. 

The regulation also applies to deliv- 
eries within the divisions or depart- 
ments of a single business enterprise. 
The first production schedule, to take 
effect July 1, was to be filed June 15. 





Wage Negotiations in 
Shingle Industry 


Union demands, which if granted, 
would increase the cost of shingle 
production an estimated 40 cents per 
square has resulted in a petition for 
amendment of Maximum Price Regu- 
lation No. 164 issued June 16, 1942, 
and an amendment issued April 12, 
1948, being laid before the Office of 
Price Administration at Washington, 
D. C. The petitioner is the Industry 
Ceiling Committee of the United 
States Red Cedar Shingle Industry of 
which P. H. Olwell, Jamieson Lum- 
ber and Shingle Company, Everett, 
Wash., is chairman. 

Three hundred and five mills in 
Washington, Oregon, Idaho and Mon- 
tana are involved. Their employees 
are represented by the Oregon-Wash- 
ington Shingle Weavers District 
Council, an AF of L affiliate. The 
National War Labor Board accepted 
certification of a labor dispute in the 
industry on April 24, 1948. Union 


demands included a wage increase of 
25 cents per hour, which would add 
24 cents to the production cost of a 
square of shingles; daily guarantees 
of $9.50 and $8.00 per six hour shift 
for sawyers and packers respectively; 
and 40 minutes of time and one-half 
pay for machinery preparation before 
working hours (adds 11 cents per 
square to costs). Also it was asked 
that split-bin packing jobs be allowed 
22% cents per hour above the regu- 
lar rate. 

OPA findings, at the time MPR 164 
on shingles was promulgated, showed 
the margin between net realization 
and net cost to the producer was 24 
cents per square. Since then the mar- 
gin has been materially decreased by 
increased log prices. If the union 
demands were to be granted the in- 
dustry would be operating at a loss. 

The petition to OPA did not ask 
for specific new ceiling prices, because 
of uncertainty about the outcome of 
the labor dispute, but it did request 
the right to be granted 90 days to 
make a industry financial study and 
submit a report on the results. 


Press Men Inspect Plant 


Pluswood, Inc. was host to approxi- 
mately 50 representatives of the press 
and trade publications who went from 
Chicago to Oshkosh, Wis., June 9 to 
inspect the plant where the new wood 
product, Pluswood, is being manufac- 
tured. 

Upon arrival at Oshkosh the party 
was entertained at luncheon and ad- 
dressed by Mayor Oakes of Oshkosh. 
Officers of the Pluswood company 
spoke briefly about the development 
of the product. Pluswood is a resin 
impregnated plywood heated by high 
electrostatic frequency waves and 
simultaneously compressed under tre- 
mendous pressure. It is lighter than 
aluminum and stronger than most 
metals. The surface has the appear- 
ance of the polished wood which is 
used as top layer with permanent 
glossy surface. It can be sawn, 
drilled, turned, threaded, milled and 
tapped, and metal working tools are 
needed to handle it. 

During the inspection tour of the 
plant several interesting demonstra- 
tions were observed. An acetylene 
torch applied to a % inch steel plate 
burned through in 11 seconds, and 
when applied to a piece of Pluswood 
of similar thickness took 38 seconds 
to penetrate. High proof alcohol 
poured on its surface and ignited did 
not mar the glossy finish. 

Pluswood is playing a vital part in 
the war effort for over 35 percent of 
the material used in England’s speedy 
Mosquito bombers is of maple and 
birch veneer supplied by Pluswood, 
Inc. The Royal Air Force is now ab- 
sorbing the entire production of this 
new material. A bullet hole in metal 
will leave a tag end which the wind 
may twist and tear. Bullets passing 
through wood leave a hole and no 
more. 
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Ponderosa Pine 
California Sugar Pine 
Arizona Soft Pine 
White Fir 


WUICHET LUMBER CO. | 


Shop—Selects—Common 
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Shiplap 
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714 Railway Exchange Bldg., 
Chicago | 


| 


LINDSEY» 2, / 


» in Position 
Self-Loading = Zez<- 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs. 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 


Laurel, - Miss. 
























































Those who know 

“Diamond Hard” 
Maple and Birch flooring 
prefer it above all others. 
We invite you to get ac- 
quainted with this quality 
flooring. 


Sott Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON -AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 


=| 
COTTON YO CO 
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Prefabricated Shower 

Cabinet 6261 
A prefabricated shower cabinet, 

for fast assembly on the job and to 

withstand hard and continuous use, is 

being manufactured by Marsh Wall 





Products, Inc. The entire cabinet con- 
sists of five major parts, including 
two side panels, front assembly, back 
assembly and a concrete base recep- 
tor. When shipped from the plant, 
each cabinet requires only two cartons 
and is complete to soap dish, plumbing 
fixtures, shower rod and curtain. Both 
sides of all panels are plastic-finished 
Marlite with a lustrous finish that is 
easy to keep clean and sanitary. 

Besides the saving of installation 
time, the Marsh Shower Cabinet pro- 
vides a substantial reduction in mate- 
rials required. No metal is used ex- 
cept a few attachment lugs at the 
base, top corners, and on shower spray 
assembly. For additional information 
check 6261. 


Creosoted Products 6262 


A new catalog covering their entire 
line of creosoted wood products has 
just been published by Republic Cre- 
osoting Company. The catalog is well 
illustrated, showing typical applica- 
tions and giving characteristics and 
specifications of such products as 
creosoted wood flooring blocks, poles, 
piling, timbers, posts, ete. 

To obtain a copy, check 6262. 


Window Conditioning Program 
62611 

Recalling last winter’s experience 
when many homes were unable to ob- 
tain storm sash because they waited 
too long, Libbey-Owens-Ford Glass 
Company has inaugurated a national 
advertising campaign timed from Au- 
gust Ist to November 1st. The mer- 
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BAY NODUCTS 


LITERATURE. 





PRA... matestal to — increase 
storm sash sales consists of posters, 
newspaper mats, promotional folders, 
etc. Check 62611 for additional in- 
formation. 


"Personnel Administration" 
6263 

A new manual on personnel rec- 
ords and procedures has been released 
by Remington Rand, Inc. It covers 
in detail every record-keeping phase 
of personnel management, using and 
illustrating methods that are now be- 
ing successfully employed by well- 
known organizations. 

To obtain a copy, check 6263. 


Educational Poster 6264 


In order to provide the fullest co- 
operation with government supply 
officers, a committee consisting of rep- 
resentatives of the strapping com- 
panies prepared a bulletin-type of 
poster for distribution among ship- 
pers everywhere. It outlines the im- 
portant things to watch when strap- 
ping. 

The poster, 1934”x28%” size, is in 
full color for display in war plants 
and shipping rooms. Experience with 
this type of reminder shows that 
workers are attracted at odd moments 
by the message, and tend unconscious- 
ly to make it part of their thinking. 
In this case the educational job to be 


IT MAY BE A LONG ROUGH JOURNEY 


HELP ASSURE SAFE ARRIVAL AT THE FIGHTING FRONTS 


STRAP THEM PIGNT-AHEUP Will THE FIGHT 





accomplished will be of great value. 
To teach the basic principles of pack- 
age reinforcement in this way will 
no doubt show important results in 
the receipt of undamaged supplies at 
the front lines all over the world. 

Copies of the poster may be ob- 
tained by checking 6264, 


Sawmill Machinery Catalog 
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Catalog No. 243 recently issued by 
Cunningham Machinery Company is 
believed by that company to be the 
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most complete catalog on sawmill ma- 
chinery and supplies ever published 
for the industry. A copy may be 
obtained by checking 6267. 


Plastic Repair Material 6268 


For those odd repair jobs on wood- 
work, furniture, plaster or tile, Don- 
ald Durham Company 
manufactures a wa- 
ter putty. It comes 
in powder form and 
mixed with water will 
harden in about thirty 
minutes. It may be 
used to fill crevices, 
joints, knot and nail 
holes and will per- 
manently adhere to 
wood, cement, plaster, 
tile or stone. Dry 
color may be added or ; 
paint may be applied over it. It is 
sold in one or four pound cans, and 
seventy-five to one hundred pound 
drums. 

Additional information may be ob- 
tained by checking 6268. 





"How to Teach Fire Fighting" 
6266 


An illustrated sixteen-page manual 
entitled “How to Teach Fire Fight- 
ing,” has been issued by Walter Kidde 
& Company, makers of fire-extin- 
guishing apparatus and systems. 
The manual is designed to aid in in- 
structing employees in fire-extin- 
guishing techniques. It describes the 
various types of fires, the kind of 
extinguisher best suited to each, and 
the methods of starting fires in order 
to teach by actual demonstration the 
proper use of each type of extin- 
guisher. 

A copy of the manual may be ob- 
tained by checking 6266. 
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End Grain Flooring 62610 


“Worthwood” flooring, manufac- 
tured by Worth Lumber Company, is 
an end grain flooring in which the 
blocks are fabricated into tongue and 
groove strips to keep them perma- 
nently firm, smooth and level. It is 
clean, quiet, and resilient and will not 
sliver or splinter. It is not affected 
by heat or cold and is non-slip. 

This attractive flooring comes in 
two grades—“Clear” for armories, 
post offices, gymnasiums, and “Select 
& Better” for shops, factories and in- 
dustrial construction. For descriptive 
literature, check 62610. 


Suggestions for the Dealer 
6269 
Several new folders have been is- 
sued by The Armstrong Company pro- 
moting their “Arm-Glaze”, an elastic 
glazing material for wood windows 
and storm sash. One of these folders, 
“How to Increase Your Storm Sash 
Sales” presents a number of adver- 
tising mats available to dealers and 
makes suggestions along the lines in- 
dicated by the title. 
To receive these folders, check 6269. 


"Markets After the War" 


The United States Department of 
Commerce has just published an in- 
teresting study called “Markets After 
the War.” The book is described as 
an over-all economic road map point- 


ing towards a potential era of unpar- ~ 


alleled peacetime prosperity. It finds 
that the major potentials will be pres- 
ent the day victory is won—the big 
problem being to prepare now to 
translate these potentials into real- 
ities, 

The book offers three major con- 
tributions to the problem of measur- 
ing postwar market opportunities for 
individual enterprise: (1) National 
statement showing relation between 
gross national product, net national 


income, and disposable income of in- 
dividuals. (2) Analysis of the cycle 
of fluctuations in the output of 77 
groups of commodities and services 
relative to gross national product since 
1929. (3) A series of case histories 
showing how individual concerns have 
tackled the problem of what a high 
national production and income would 
mean to them. 

Copies of the book may be obtained 
by writing to Department of Com- 
merce, Division of Current Informa- 
tion, Washington, D. C. 


Paint Stick Marker 6265 


A new fast drying paint stick 
marker for use on all cold surfaces 
is announced by Markal Company. 
This marker designated as Markal 
“N” makes a wider, more legible 
mark than other Markal paint sticks. 
It is real paint in stick form and 
produces permanent, fade-proof, 
weatherproof markings on metal, 





lumber, rubber, stone, plate glass, 


plastics, and other surfaces. It is 
made in red, white, blue, green, yel- 
low and black, so that each color 
may be used for identification pur- 
poses as well as for piece work mark- 
ing. 

For additional information check 
6265. 








For Further 


Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the particular items in question. Sign the coupon, 
clip it and mail it to the AMERICAN LUMBERMAN, 431 So. Dearborn St., 
Chicago, Ill. The desired information will be forwarded promptly. 


6261 6262 6263 
6266 6267 6268 
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Ozan operations are sus- 
tained yield operations. 
Under the Ozan plan of 
selective harvesting of tim- 
ber, certain selected trees 
are spotted and designated 
for cutting. Mature trees 
are harvested. The young 
growing trees are pro- 
tected. This program ap- 
plies not only to the com- 
pany’s own forest lands, 
but also to the lands of 
private timber owners who 
are extending this co-op- 
eration. 

Ozan Lumber Co. is thus 
assured a permanent, de- 
pendable timber supply. 


Ozan Lumber Co. 


Prescott, Arkansas 





We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. ’ 






W. R. Wrape Stave Co. 


Pest Office Box 182 


Little Rock, Arkansas 











DYKE BROS. 


Mfrs. and Jobbers of Building Materials 


Little Rock, Ark. Dallas, Texas 
Fort Smith, Ark. Texarkana, U. S. A. 
Oklahoma City, Okla. Memphis, Tenn. ° 


Kansas City, Mo. 
Joplin, Mo. 
Shreveport, La. 


Chattanooga, Tenn. 
New Orleans, La. 

gham, Ala. 
Houston, Texas 
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PACIFIC COAST 
LUMBER PRODUCTS 


Yard Stocks, Long Joists, Long 
Dimension, Plank, Timbers, Ties. 
MIXED CARS. Dependable values. 
Your orders will receive prompt, 
careful attention. Write us about 
your needs. 


LUMBER CO. 
PORTLAND, ORE. 


THE GRISWOLD 
FAILING BLOG. 








Mr. Industrial Buyer: Let us sup- 
ply you with Dense Long Leaf for 
Laundry Machinery, Tank, 

Mill Timbe: 


Cc 
cellent drying facilities under sheds, 
Let us _—— Write us today, 





RAIN ELLE, W. VA. 


All “Cream of the 
West Virginia Appalachians” 


STEPPING & RISERS FLOORING--Red and TRIM & MOULDINGS Solid or Edge-Ciued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 
BEVEL SIDING -Poplar Birch and Beech Poplar, Oak. Basswood Oak and Poplar 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for load- 
ing and unloading lumber. Often 


OSs See Seek Se ene lumber ship Can be furnished with wood or steel 
ment. Adjustable to fit openings beam. “American” Logging Tools and 
5 to 6 ft. wide; double extension Appliances best on the market. Write 
roller for door 5 to 8 ft. wide. for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, mich. 


KNIGHT SAW MILLS 


All Iron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls, O. 


Wire ts at War... 


needed field fence, poultry fence, barbed 
wire, etc, must come after the greater 


































need — just now — for wire in the form 
ve a of thousands of war 
Because of items. 
yj 93 Years KEYSTONE STEEL & WIRE CO. 


| Satisfaction PEORIA, ILLINOIS 
Fence Users will continue to 
_“Look for the Top Wire Painted RED” 





IXL MAPLE FLOORING 


The World’s Standard since 1888 





WISCONSIN LAND & LUMBER CO. 


HERMANSVILLE, MICHIGAN 








Pope & Talbot, Inc. 


Division 


Lumber 


Ties Poles Piling 


Douglas Fir Me ) 


Treated and Untreated 





Portiand, Eugene, Seattle, New York, 
Los Angeles, San Francisco, San Diego, Phoenix 


MILLS AT PORT GAMBLE, WASH., ST. HELENS, ORE. 
Rail and Cargo Since 1853 








For War Construction - Defense Plants 











Ohio Factory—344 trusses 31’ to 60’ 
Illinois Plant—124 trusses 60’ to 120’ 
Michigan Warehouse—284 trusses 35’ to 50’ 
Others—from Colorado to Virginia 


Spans from 25’ to 150’ 
AMERICAN ROOF TRUSS COMPANY 


6848 Steny leland Ave., CHICAGO 
Phone PLAza 5276 








FOR YOUR PROTECTION 


Let the Lumbermens representative in your com- 
munity analyze your insurance needs, and tell you 
just what various insurance coverages provide. With- 
out any obligation to you he will gladly audit your 
present policies and help you determine which forms 
are necessary for your peace of mind and financial 
protection. If you don’t know the name of your local 
Lumbermens agent call or write: 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, President 
CHICAGO Mutual Insurance Building U. S. A. 


Lumbermens writes all forms of casualty insurance and fideli 
bonds throughout the United States and Canada. Fire an 
allied lines written in affiliated fire companies. 
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- - Reports from Lumber Markets 


Information contained in this department comes directly from American Lumber- 
man representatives located in these cities. 


Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk. Va.; 


Shreve , Las Memphig, Tenn.; New Orleans, La.; Jacksonville, Fla.; Houston, Tex.; Birming 


ham, Ala.s Kansas City. Mo. St. Louis, Mo.: 


lis, Minn; Portland, Ore.: Seattle, Wash.: 


Spokane, Wash.; Tacoma, Wash.; San Francisco, Calif Boston, Mass. 


General Review 


Washington war service executives 
have been prone to demand that busi- 
ness leaders contribute their services 
as “dollar-a-year” men, and the prod- 
uct of their operating plants at or 
below costs, while exercising no re- 
straint upon the labor cost factor. 
This trend has been so obvious that 
there can be no mistaking its direction 
and its baleful effect upon production, 
particularly of lumber. An OPA ex- 
ecutive at the recent Chicago meeting 
of manufacturers declared—in effect 
—just what its pricing policy was 
when he said that “OPA cannot ap- 
prove an overall price increase until 
a majority of the firms have shown 
that their prices have been below 
costs, or that their profits are so 
critically low as to put them in a 
practically profitless position for six 
months or a year.” When an oper- 
ator is urged to denude his forest 
holdings upon a price basis that does 
not yield operating costs, and the dis- 
tributor is called upon to buy and sell 
mill product at ceiling prices, it is fair 
to say that the incentive for maximum 
sawmill production is lacking. 


It is this situation that has encour- 
aged the wholesale branch to organize 
a nation-wide campaign and to make 
strong representations in Washington 
calling for a changed attitude of 
OPA-WPB and the Central Procuring 
Agency toward the producing and dis- 
tributing branches of the lumber in- 
dustry. It is this situation that en- 
couraged this Chicago meeting of 
manufacturers to appoint a represent- 
ative committee of manufacturers and 
wholesalers to work with the War 
Production Board, in devising ways 
and means for dealing equitably with 
the problem of wholesale lumber dis- 
tribution and a greatly accelerated 
outturn of lumber at the mills. 


It is this activity that has encour- 
aged a West Coast trade analyst at 
Portland, Oregon to incorporate in 
his latest bulletin to subscribers a 
thinly veiled threat that Western 
members of the parent organization 
of the wholesale branch will with- 
draw their membership and support 
and reorganize as a Western whole- 
sale unit if the central committee 
persists in its demands upon the 
Washington Bureaus for a changed 
attitude toward the wholesale branch. 
This Portland analyst would adopt 
the tactics of Adolph Hitler by first 
dividing and then destroying an other- 
wise strong unit. The National-Amer- 
ican Wholesale Lumber Association 
is the accredited representative of the 


wholesale branch of the lumber in- 
dustry in its dealings with the war 
industries boards in Washington. Its 
central committee is not drawn ex- 
clusively from its membership list. It 
is designed to be broadly representa- 
tive of that branch of the industry 
from Coast to Coast. The committee 
of manufacturers and distributors of 
lumber, appointed at the June 1 meet- 
ing in Chicago will present a plan 
in Washington calculated to bring to 
bear the full equipment of the lumber 
industry in its war efforts. As a quid 
pro quo it will ask Washington to 
sidestep the Hitler policy of “divide 
and destroy” for the more promising 
“cooperate and conserve.” 

The wholesale price lumber index 
(1926 = 100) was 135.5 for the week 
ended June 12, 1948. 


Demand 


Eastern Market 


There is no let-up in the call for 
boards for boxing and crating of war 
material at the NEW ENGLAND cen- 
ters, a demand that is more than off- 
setting the drop in requirements for 
war housing projects which latter out- 
let is rapidly approaching the satura- 
tion point. For the native woods it is 
increasingly difficult to maintain pro- 
duction volume at the mills both by 
reason of inadequate price ceilings for 
both spruce and square edge pine and 
the difficulty of recruiting workers, 
particularly in the expert or higher 
wage brackets. The capable mill super- 
intendent or foreman has drifted away 
to the war plants as the latter taps 
every available source in efforts to add 
men of executive training to the pay 
rolls. A current appeal would add ten 
thousand workers at the Navy Yard 
in Charlestown, and all New England 
shipyards and munition plants flood the 
advertising pages of the daily press 
with alluring appeals for workers. 
Moving cargoes of Canadian spruce by 
water to the New England ports is 
less hazardous than in the past two 
years of Axis submarine activity. Those 
prowlers have not been reported in 
these Eastern waters in many months. 
Defense against a possible attempt at 
invasion is not abated however as was 
proven last week when a Canadian 
cargo of spruce moving across the bay 
toward Boston was nearly wrecked by 
heavy seas and was wholly out of con- 
trol when sighted by a scouting plane 
well off shore. A wireless to the Coast 
Guard base guided a rescue ship to the 
spot to tow the floundering lumber boat 
into Provincetown harbor at the tip 
end of Cape Cod, whence it was moved 
to Boston by a commercial tug. Lum- 
ber for the civilian trade or for re- 
stocking retail yards is in very small 
volume and is held strictly at ceiling 
prices. For all of the Southern pines 
and for the medium and lower grades 
of West Coast fir and hemlock it is 
next to impossible to place an order 
with the mills for delivery within a 
reasonable time. Most of the available 
space at the lumber terminal in Char- 
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lestown is piled high with B.C. fir 
brought in by rail for account of the 
English War Office for shipment over- 
seas. 


North Central Market 


A steadily increasing demand from 
retail yard buyers for northern pine 
is being only partially met, and manu- 
facturers foresee no alleviation of the 
situation as long as government re- 
quirements remain at their present 
level, MINNEAPOLIS sources report. 
With shipments for the past two weeks 
totaling only 3,550,000 feet, the unfilled 
order file of the Northern Pine Manu- 
facturers’ association has been reduced 
sharply. New business accepted during 
the past fortnight amounted to only 
an approximate 1,350,000 feet. During 
a corresponding period last year ship- 
ments totaled nearly 4,500,000 feet and 
orders for nearly 5,000,000 feet were 
accepted. Chief demand continues to 
come from retail yards in the rural 
districts, but is being replaced to some 
extent by calls for repair work mate- 
rial from large city yards as farm work 
swings into summer tempo. 


West Coast Market 


The demand for lumber of virtually 
every description is extremely heavy, 
according to TACOMA, WASH., mill 
men. They report a constant stream of 
inquiries from private buyers, but add 
regretfully that government demand is 
still so heavy that they are able to 
give little attention to other customers. 
Plywood plants also report that they 
are heavily booked with government 
orders and that they are giving undi- 
vided attention to business of this de- 
seription. Sash and door factories are 
running at capacity, with heavy accu- 
mulations of orders practically guaran- 
teeing uninterrupted operation for 
months to come. Shipping space at 
times is proving something of a prob- 
lem, although government orders gen- 
erally carry a high enough priority 
rating to insure reasonably prompt de- 
livery. 

There is no evidence of weakness in 
either government or domestic demand 
in the SEATTLE area. Member mills 
of the West Coast Lumbermen’s Asso- 
ciation have unshipped lumber orders 
amounting to 933 million feet which is 
believed to constitute a record. Esti- 
mates place orders from other mills on 
hand to amount to thirty percent more. 
The tremendous government demand 
for boards is being met paftly at the 
expense of other items. Some changes 
have been made in the fir ceiling. Cross 
ties have been excluded, more foot- 
notes added, and an export ceiling has 
been created. Some 30 million feet of 
lumber was placed at a three day auc- 
tion in Seattle and another auction is 
scheduled soon for Portland. Recent 
government orders are giving plenty 
of time for shipment. 


A ceiling on red cedar lumber has 
been set based on March 1942 prices. 
The trade welcomes this as an im- 
provement but believes the list will 
have to be revised inasmuch as certain 
weights are not definite and prices 
don’t cover all grades or foundation 
lumber. The ceiling also provides for 
writing to the O.P.A. when in doubt 
but lumbermen believe clarification of 
the list would make this unnecessary. 

There have been practically no de- 
velopments on the shingle front. Em- 
ployes are anxiously awainting action 
of the War Labor Board on the peti- 
tion of the shingle weavers for in- 
creased pay. AS one manufacturer put 
it ‘the situation is on the fire.” 


Log demand is tremendous and log- 


ging remains the principal bottleneck 
to larger production. 
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Supply 


Pines 

SHREVEPORT production this year 
is generally reported about thirty per- 
cent less than last year, with the trend 
continually downward. The mills are 
cutting boards and dimension, the 
boards 1x4 and wider, S48, the govern- 
ment taking as much as 70 percent No. 
1 common. The residue of No. 3 is 
eagerly grabbed up by the retail yard 
buyers, who “take all the crumbs which 
fall off the table.” So the system con- 
tinues on the basis of bids (voluntary), 
instead of allotments, with both sides 
doing their best to get together for the 
mutual good. 

Production of northern pine contin- 
ues below the seasonal normal, slightly 
less than 6,000,000 feet being reported 
for the past two weeks, MINNEAPOLIS 
sources state. This compares with more 
than 7,000,000 feet produced during a 
corresponding period last year. Up to 
this time in 1942 the total production 
was 40,175,000 feet, while in 1943 to 
date it is only 26,910,000 feet. Stocks 
on hand now total around 37,000,000 
feet as compared with 46,355,000 feet at 
this time last year. The output in 1943 
to date, however, has been sufficient to 
meet pressing government needs, 
though little is left for civilian use. 

Inventories of mills in the KANSAS 
CITY area were reduced sharply last 
week as the result of the purchase of 
172 million feet of southern pine by 
the Central Procuring Agency. In many 
instances mills have sold their capacity 
until the close of July. Such operators 
have refused to accept any new busi- 
ness until August, because delivery is 
impossible. The farm trade had ex- 
pected to get some relief in the next 
few weeks, but the depletion of mills’ 
stocks through last week’s purchases 
just about eliminates any liberal move- 
ment of lumber to the farm states. 
There is talk that farmers may be 
given AA2 ratings within a week or 
so. Lumbermen do not see how such a 
move will help any because the first 
supplies go to the government and 
there will be little if any amounts 
available for the civilian trade. The 
supply has further been cut by short- 
ages of manpower and equipment. 

Three and four inch plank, both 
rough and surfaced, are the principal 
items in supply in SEATTLE. Some 
mills are even hunting for orders. Di- 
mension is very scarce due to the con- 
centration on boards by all manufac- 
turers. 


Flooring 


A tremendous quantity of oak floor- 
ing has been sold around NORFOLK 
and most of the mills furnishing this 
stock have had to close down for weeks 
at a time because they could not buy 
the rough four-quarter oak to be run 
into flooring. When these mills accu- 
mulate sufficient 4/4 rough oak boards 
to run through the planers, they start 
up again until this is used up but this 
method of operation is very costly. A 
great deal more. good cypress lumber, 
rough and dressed, could be sold very 
easily but it would seem that the mill- 
men have all they can do to get a 
woods crew to get out pine and leave 
the other woods standing. 


Shingles 


A drop of 54 percent as compared to 
the similar period in 1942 in shipments 
of shingles from mills of the United 
States and BRITISH COLUMBIA for 
January, February and March is re- 
vealed by an announcement of the Bu- 
reau of Census of the United States 
Department of Commerce. A further 
breakdown shows American shipments 


declined to 65 percent of 1942 and Brit- 
ish Columbia 40 percent. 

In March 1942 the shingle industry 
had 538 active machines. In March 1943 
this number had dropped to 378. 


Logs 


Favorable weather has helped log- 
ging operations. Inventories of CO- 
LUMBIA RIVER and PUGET SOUND 
log supplies as of June ist show an 
increase of 22 million feet in Douglas 
Fir logs in the Columbia river district 
due to good logging conditions for 
truck logging. These logs were trucked 
out of the hills and floated down the 
Willamette river. Hemlock stocks are 
up ten million feet. In the Puget 
Sound areas Douglas fir inventory is 
up 8 million and hemlock three million 
feet. Several tows have arrived from 
Alaska for the Alaska Spruce log pro- 
gram. Cedar stocks are little changed. 
More cedar is being used for lumber 
and a small amount is even being used 
for pulp due to shortage of hemlock. 

The increase in inventory of most 
species should be much greater as this 
is the best operating time and the pe- 
riod during which stocks are usually 
built up for the winter. Prospects of 
a large inventory when winter strikes 
are small. 

BRITISH COLUMBIA’S timber cut 
for May topped the April total by more 
than 10 percent. It fell below May, 
1942, by about 20 percent. For the first 
five months of this year the cut is 30 
percent down from the same period in 
1942. 





Lumber Stocks at Mills 


Gross lumber stocks at mills at the 
closs of the first quarter of 1943 totaled 
4,011,457,000 board feet as compared 
with 4,950,915,000 board feet on hand 
Deeember 31, 1942, a decrease of 19 per- 
cent, the WPB Lumber Products Divi- 
sion announced. 

Data compiled by the U. S. Forest 
Service and WPB indicate that con- 
sumption of lumber is exceeding pro- 
duction for most of the critical species. 
Though March production as a whole 
was 14.2 percent higher than that of 
February, demands are steadily de- 
creasing stocks at the mills to a ecriti- 
eal degree. 

In the East, lumber stocks as of 
March 31, 1943, show a 14.8 percent de- 
crease from stocks on hand December 
31, 1942. In the West, the decrease for 
the same period is 24.8 percent. 

Western stocks, broken down by re- 
gions, reveal the following decreases: 
North Pacific, 21 percent; South Pa- 
cific, 34.3 percent; Northern Rocky 
Mountain, 17.2 percent; Southern Rocky 
Mountain, 23.1 percent. 

Walnut, with a 40 percent increase 
and Sitka Spruce with a 6 percent in- 
crease are the only important species 
with increases in stocks, while the sup- 
ply of hard maple stocks remains level. 
All other important species show de- 
creases. Stocks on hand at the end of 
March and percentage decreases from 
December 31 are as follows: hemlock: 
80,274,000 board feet, down 13 percent; 
northern pine: 257,233,000 board feet, 
29 percent; southern pine: 763,951,000 
board feet, 2 percent; ash: 14,715,000 
board feet, 25 percent; basewood: 22,- 
712,000 board feet, 19 percent; beech: 
31,930,000 board feet, 28 percent; birch: 
71,286,000 board feet, 30 percent; soft 
maple: 18,761,000 board feet, 22 per- 
cent; white oak: 190,557,000 board feet, 
20 percent; red oak: 246,978,000 board 
feet, 27 percent; yellow poplar: 69,393,- 
000 board feet, 16 percent; Douglas fir: 
426,776,000 board feet, 19 percent; pon- 
derosa pine: 539,618,000 board feet, 29 
percent; western white pine: 108,020,000 
board feet, 24 percent; and redwood: 
129,000,000 board feet, 22 percent. 


Demonstrates Saws 


Under arrangements made by the 
Southern Pine War Committee in 
their efforts to help increase the pro- 
ductivity of the men in the woods and 
thus assist to alleviate the acute 
manpower situation, representatives of 
the Mall Tool Co. of Chicago demon- 
strated gasoline-driven power saws 
made by that company, in the follow- 
ing Arkansas areas during the past 
week: June 22 at Caddo River Lumber 
Co., Forrester; June 24 at Southern 
Lumber Co., Warren; and June 25 at 
the Ozan Lumber Co., Prescott. Both 
24-inch and 30-inck saws were demon- 
strated in falling and bucking timber. 


Planning for Perpetual Logging 


The J. Neils Lumber Co., Libby, 
Mont., has engaged Dr. W. H. Meyer, 
associate professor of forestry of the 
School of Forestry, Yale University, 
Cambridge, Mass., to work out a suc- 
cessful sustained yield program for 
the forests in Lincoln County, Mon- 
tana. Dr. Meyer a number of years 
ago worked out a sustained yield 
program which is proving very suc- 
cessful for the J. Neils Company at 
Klickitat, Wash. This is one of the 
first instances in the Northwest in 
which private owners and the Na- 
tional Forest Service are working 
hand-in-hand in a program of this 
kind, although the J. Neils Lumber 
Co. has been carrying on approved 
logging methods on its own lands. 
Dr. Meyer stressed that the co-opera- 
tion of Lincoln County people in urg- 
ing their senators and congressmen to 
support the McNary-Doxsee bill, 
which has been pending in congress 
for some time, is important to assure 
this perpetual logging program. 

A number of other prominent forest 
men are working with Dr. Meyer, 
among whom are Stuart Moir, Port- 
land, Ore., in charge of all forestry 
work for the Western Pine Associa- 
tion, and Stanley Hodgman, Missoula, 
Mont., representative for the Western 
Pine Association. 

Officials of the J. Neils Lumber Co. 
are Paul Neils, Portland, Ore., presi- 
dent; Walter Neils, manager, and 
George Neils logging superintendent 
of the local operations. 


SPA Producers Praised 


In a series of whirlwind meetings 
held throughout the South during the 
week beginning May 31 and ending 
June 5, representatives of the Central 
Procuring Agency purchased nearly 
200 million feet of lumber to bring 
their purchases of Southern Pine up 
to schedule with the war program. 

Colonel F. G. Sherrill, Chief of the 
Materials and Equipment Section, 
Operations Branch, Construction Divi- 
sion, U. S. Corps of Engineers, ad- 
dressed the New Orleans meeting and 
lauded the lumbermen for their excel- 
lent cooperation in meeting the press- 
ing demands of the various war 
agencies. 
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- ¢ e Lumber Prices & Statistics 


Relation of Unfilled Orders to Stocks 

Following is a statement of seven groups of identical mills of unfilled orders 
and gross stock footage on June 12, and reports of identical mills for cor- 
responding period of 1942. 





No. of 
Mills Unfilled Orders Gross Stocks 
Softwoods: Rptg. 1943 1942 1943 1942 
Southern Pine ...... 106 137,213,000 177,850,000 149,406,000 215,129,000 
WTORt COMME  cckicc cies 142 881,763,000 854,041,000 385,080,000 703,203,000 
Western Pine ....... 101 460,016,000 514,815,000 638,117,000 948,682,000 
Calif. Redwood ..... 12 91,583,000 70,759,000 99,628,000 223, 645 5,000 
Southern Cypress.... 7 12,943,000 10,397,000 43,042,000 93,621,000 
Northern Pine ...... 6 13,590,000 13,985,000 38,005,000 46, 355,000 
Northern Hemlock**. 12 9,840,000 17,239,000 16,612,000 38,987,000 
Hardwoods: 
Southern Hdwds..... 784 61,344,000 76,692,000 152,863,000 253,033,000 
Northern Hdwds.**.. 12 17,213,000 26,685,000 36,330,000 86,888,000 
Flooring: 
NE oleate al ae eine nie 75 36,627,000 39,138,000 26,210,000 70,295,000 
Maple, Beech & 
Birch Piooring.... 1 5,555,000 6,914,000 4,253,000 10,526,000 
**Unfilled orders reported by 12° mills; stocks by 13 mills. 
7 Units. 





National Production, Shipments, and Orders 

Following is the National Lumber Manufacturers’ Association’s report for 
the week ended June 12, covering mills whose statistics for both 1943 and 
1942 are available and percentage comparisons with statistics of identical mills 
for the corresponding period of 1942: 


Av. No. Per- Per- Per- 
Mills Production cent Shipments cent Orders cent 
SOFTWOODS: Rpteg. 1943 of 1942 1943 of 1942 1943 of 1942 
Southern Pine ...... 106 21,2 hope 85 24,939,000 73 = =.27,731,000 82 
WBE COOGEE osiccccics 142 111,657,000 92 104,200,000 74 116,423,000 64 
Western Pine ....... 101 87,8 71. "000 89 78,386,000 79 86,886,000 S2 
Calif. Redwood ..... 12 9,517,000 v1 11,529,000 90 12,576,000 79 
Southern Cypress.... 7 "074,000 79 1,528,000 79% 1,421,000 6S 
Northern Pine ...... 6 2,965,000 S: 1,945,000 90 2,115,000 SS 
No. Hemlock ....... 13 1,558,000 S5 2,343,000 93 967,000 42 
HARDWOODS: 
Southern Hdwds..... +84 8,614,000 92 9,041,000 87 9,549,000 70 
Northern Hdwds..... 13 1,061,000 64 2,743,000 S1 1,807,000 103 
FLOORING: 
eR re 65 3,177,000 39 4,391,000 70 3,772,000 75 
a ere eee 13 576,000 41 649,000 5 696,000 49 
7Units 


*1943 production all West Coast mills 94.2 percent of 1942 for comparative 
week; 82.1 percent year to date. 





Western Pine Summary Oak Flooring 
The Western Pine Association re- Following are current quotations on 
. foll rati f id oak flooring in carlots, f.o.b. Memphis 
ports as follows on operation of 1den- and Johnson City, Tenn., and Alexan- 


tical Inland Empire and California dria, La., as points of toaaer 
xX 33 


° : 13x x 3x 
mills during the week ended June 12: 214" 14" Bo” 4am 
Report of an Average of 101 Mills: Clr. qtd. wht.. $92. 00 $77.00 $75 5.00 $72.00 


at. 
June 12, 1943 June 138, 1942 Clr. qtd. red.. 83.00 71.00 70.00 69.00 
65 


Production 87,871,000 98,841,000 Sel. qtd. wht.. 78.00 65.00 57.00 55.00 
) 


Shipments 78,386,000 99,803,000 Sel. qtd red.. 79.00 66.00 58.00 57.00 
Orders rec’d... 86,886,000 106,232,000 Clr. pln. wht. 80.00 67.00 61.00 52.00 
Report of 101 Identical Mills: Clr. pin. red.. 80.00 6 


3.00 51.00 50.00 


7 

7.00 61.00 54.00 
63 

6.00 65 


June 12, 1943 June 13,1942 Sel. pln. wht. 76.00 
Unfilled orders 460,016,000 514,815,000 Sel. pln. red.. 


q .00 52.00 50.00 
Gross stock.... 638,117,000 948,682,000 No.lcom. wht. 7 

‘ 

5 


2.00 56.00 48.00 46.00 
2.00 57.00 48.00 
4. 


> 7 " ° No. 1 com. red 
Report of 101 Identical Mills: No. 2 com.... 00 42.00 38.00 


--Total for Year to Date— 


28x2¥, 

1943 1942 ee eee 3Xe “4 

Production -1,490,799,000 1,582,375,000 Victory grade ..... ween” 370.0 ae 

Shipment .1,798,217,000 1,971,335,000 Clr é aa 3 

. ‘ P. Qa... WE... 60 $84. 00 $83. 00 

eee Ry 1854, 684,000 2,142,383,000 Clr. qtd. red....... 81.00 80.00 

ee ee — Sel. Gta. WHE... 20 71.00 68.00 
H sel. Gta. Ped....... 71.00 68.00 aoe 
Southern Pine Statistics Clr. Pill. WRt...... 73.00 69.00 $70.00 
Following is a summary of reports’ Clr. pln. red....... 72.00 69.00 69.00 
fr th * ill for th k Sel. Him. WRE.....2. 68.00 64.00 65.00 
rom southern pine mills for the wee Sel. pln. red....... 68.00 64.00 65.00 
ended June 12: No. 1 com. wht.... 64.00 60.00 58.00 
Number of Mills, 167; Units}, 105 2. es ee 
Siiie ee ae ae ce faci J 8 a ae No. 2 COM... 60.59. 38.00 isa 
ee ‘ ty ae antic n prod.*..... reg tht New York delivered prices may _be 
eee. Eee eC Tren e's 2s +560 0's 38°84 000 obtained by adding to the following 
Shipments NT Sia lc tana Nati rs rey , differentials figured on Johnson City 
Orders received eee eee 31,095,000 origin: For }3-inch stock, $8; for 34 

Number of mills, 167 ganas inch, $4; for %- and j;-inch, $4.50. 
Wee On June 12, 19438 Chicago delivered prices may be ob- 
Unfilled ae acs Oe 154, 057, ,000 tained by adding to the above the fol- 
' = gg hg Sag “tod 889,060 lowing differentials figur ed 3 Mor 
*Oct. 30, 1939, to Oct. 31, 1942. origin: or 18-inch stoc or . 
+Unit is 316,000 feet of “3-year aver- inch, $3; %- and y-inch, $3.5 


’ 


age” production. 








Maple Flooring 

Northern maple flooring mills re- 
port the following average prices 
realized f.o.b. flooring mill basis, dur- 


Mill Reopens 

The Dacus Lumber Co. of West 
Memphis, Ark., is in operation again 
after a shutdown of several months, ing the week ended June 19: 
which was caused by a fire that de- First Second Third 
stroyed the former mill. eo) ee $87.74 $82.29 $68.24 
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Harry B. Kirk, for a number of 
years chief inspector of the National 
Hardwood Lumber Association in the 
Memphis (Tenn.) area has severed 
that connection to engage in the 
hardwood lumber manufacturing busi- 
ness. Mr. Kirk is now a partner of 
the Clark-Kirk Lumber Co., at Madi- 
son, Ark. 


O. N. Cloud, president of the Cloud 
Lumber Co., Beaumont, Tex., and vice 
president and general manager of the 
Newton County Lumber Co., Dewey- 
ville, Tex., was a recent business 
visitor at Galveston and while there 
attended the ceremonies of the Texas 
Newspaper Publishers Association 
honoring Ernest L. Kurth of Lufkin, 
Tex. 


Duncan S. Briggs, who has _ been 
associated with his father, Orville H. 
Briggs, in the Briggs Lumber Co., 
which operates several yards in New 
York State, has been called to active 
duty July 5 with the Navy. He has 
been commissioned a lieutenant, junior 
grade, and will report for thirty days 
of intensive training at Babson Park, 
Mass., a division of Harvard Business 
School, before receiving an active 
assignment. 


Thomas Murray, son of L. T. Mur- 
ray, president of the West Fork Log- 
ging and Timber companies; Corydon 
Wagner, son of Corydon Wagner, 
vice president of the St. Paul & Ta- 
coma Lumber Co.; and Philip Weyer- 
haeuser, son of J. P. Weyerhaeuser, 
executive vice president of the Weyer- 
haeuser Timber Co., all of Tacoma, 
were members of the graduating class 
at Taft School of Watertown, Conn., 
early in June. All three have been 
prominent in affairs of the school. 

The W. T. Smith Lumber Co., Chap- 
man, Ala., operations were used by 
Life magazine in its issue dated June 
21, 1943, to illustrate an article about 
the importance of shortleaf pine and 
its uses, and to describe tree farming 
methods on the 175,000 acres of short- 


leaf forests maintained by this com- 
pany. One photograph shows Floyd 
and Julian McGowin in their office; 
another brother, Earl, is also con- 
nected with the company. All three 
brothers attended Oxford University. 


Lieut. Marvin 
Johnston, U. S. 
N. R. is head of 
the Lumber Sec- 
tion, Bureau of 
Ships, Navy De- 
partment, Wash- 
ington, D. C. 
Lieut. Johnston is 
an experienced 
lumberman, hav- 
ing been con- 
nected with the 
Long-Bell Lum- 
ber Co. for seventeen years prior to 
entering the service last fall. 


The Gress Manufacturing Co., 
wholesaler of yellow pine and cypress 
lumber in Jacksonville, Fla., has an- 
nounced removal of its offices from 
228 Hogan Street to the Barnett Na- 
tional Bank Building. 


David Winton, of the Winton Lum- 
ber Co., Minneapolis, Minn., and head 
of the pulp and paper division of the 
War Production Board, is a member 
of a four-man mission from the 
United States to England, where the 
delegation is discussing timber pro- 
duction and control with other Allied 
envoys. George Trayer, head of the 
products division of the U. S. Forest 
Service; George Thompson, plywood 
and veneer section of WPB, and T. W. 
Carlson, chief of the materials and 
containers division of the Forest Prod- 
ucts Laboratory at Madison, Wis., are 
other members of the mission. 

The Army-Navy “E” flag will be 
awarded to Nickey Bros., Inc., Mem- 
phis, Tenn., in recognition of its out- 
standing production of war materials, 
at a ceremony on June 24. The com- 
pany is now making plywoods for P-T 
boats and for military aircraft. S. M. 





Nickey, Sr., will accept the award for 
the company. 

Major Ormie C. Lance, on leave as 
secretary of the Northwestern Lum- 
bermen’s Association, recently  re- 
turned to his army duties after a ten 
days’ leave spent in Minneapolis. He 
is stationed at Tobyhanna, Pa. 

John B. Turner, general manager of 
Bennett Fireplace Co., Norwich, N. Y., 
reports that C. D. Barradale has 
joined that organization as advertis- 
ing manager. Mr. Barradale plans to 
work in close cooperation with Ben- 
nett distributors and retailers. 

Mansfield Hardwood Lumber Co., 
Winnfield, La., sawiaill was destroyed 
by fire on June 10, with unofficial esti- 
mates of damage set at $100,000. 
Several thousand dollars worth of 
lumber in the yards was saved. Tracy 
Harrell is manager and H. Ben John- 
son of Shreveport is president of the 
company. 


Honored by Texas 
Newspapermen 


Ernest L. Kurth of Lufkin, Tex., was 
given high honors by the Texas Press 
Association and the Texas Newspaper 
Publishers’ Association at the annual 
Texas Press Association convention 
in Galveston on 
June 11, when 
tribute was paid 
to him for his 
pioneering work 
in making usable 
newsprint from 





Ernest L. Kurth 





the pine trees of 
east Texas and 
the erection of 
the $9,000,000 
Southland Paper 
Mills, Inc., in Lufkin, of which he is 
president. 

Referred to as “a great Texas per- 
sonality,” Mr. Kurth was presented 
with a plaque containing his likeness 
carved in East Texas pine. Governor 
Coke Stevenson lauded Mr. Kurth as 
“the man who dreamed East Texas 
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Gor Better Lumber-- 
and More of It-- 


Corley’s up-to-the-minute machinery is the answer to the 
war's demands for increased lumber production. Labor 
shortage is critical. The men that are available must be 
given machinery that will guarantee their greatest possible 
output. Corley Sawmill Machinery is just that 


For Full Information Write to 


CORLEY MANUFACTURING CO. 


CHATTANGOGA, TENN. 
.--Seattie, Wash.--Little Rock, Ark.—Natchez, Miss 
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pines into a $9,000,000 plant which 
today is supplying newsprint to many 
newspapers.” 

Although Mr. Kurth was present at 
the ceremonies, his; acceptance of the 
plaque was read by his brother, Mel- 
vin Kurth of Houston, due to an in- 
tensely sore throat of the honoree. 
Mr. Kurth passed on the praises he 
heard to Dr. Charles Herty and 
Francis P. Garvan, pioneers with him 
in this dream of East Texas news- 
print, both of whom died before it be- 
came a reality. 

In addition to the paper and pulp 
mills which he heads, Ernest L. Kurth 
is widely known throughout East 
Texas for his various lumber activi- 
ties. He is vice president and general 
manager of the Angelina County Lum- 
ber Co., Keltys, Tex., and _ holds 
various executive positions and direc- 
torships in the Angelina Hardwood 
Co., Lufkin, Tex.; Texas Long Leaf 
Lumber Co., Trinity, Tex.; Sabine 
Lumber Co., of Missouri; the newly 
formed Newton County Lumber Co., 
Deweyville, Tex., and a number of 
other large and active East Texas 
lumber companies. 


Awarded Citation of Merit 

C. Arthur Bruce, vice president and 
secretary of E. L. Bruce Co., Mem- 
phis, Tenn., was awarded a citation 
of merit at the 
Alumni Assembly 
of the University 
of Chicago on 
June 12. The ci- 
tations, estab- 
lished by the 





C. Arthur Bruce . 





Alumni Associa- 
tion at the time 
of the Univer- 
sity’s Fiftieth 
Anniversary Cel- 
ebration in 1941, 
are awarded for 
public service. 

Mr. Bruce is president of Southern 
Hardwood Producers, Inc., and has 
been vice president of the National 
Lumber Manufacturers Association, 
as well as vice president of the Mem- 
phis Safety Council, president of the 
Memphis Chamber of Commerce, 
president of the Community Fund, 
president of the Advertising Club of 
Memphis, director of the Tri-State 
Fair Association, vice president and 
executive officer of Lumber Code Au- 
thority during the NRA, and in 1940 
was the Republican candidate for gov- 
ernor of Tennessee. He is president 
of the Board of Trustees of LeMoyne 
College, and chairman, Negro Scout- 
ing, Boy Scouts of America. 


Joins AFPI Staff 

Albert R. Israel, a member of the 
editorial staff of the New Orleans 
States, newspaper, joined the staff of 
the public relations department of 
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, Growth at an altitude of 4000 to 
5000 feet gives Craig Mountain 
lumber softer texture and lighter 
weight. And careful manufacture 
in our modern mill assures top 
quality in every lumber unit. 


CRAIG MOUNTAIN 


While we're busy on this job of 
war production, we're looking to 
the after-Victory time when again 
we can supply dealers and indus- 
trial users with Craig Mountain 
lumber to meet every lumber need. 
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At Top Speed On War Needs 


The big Tremont mills are produc- 
ing as fully as possible to help 
Uncle Sam. As soon as war needs 
will permit we'll be back with the 
same reliable quality, same 
prompt service. 


TREMONT LUMBER COMPANY 


HERBERT MOSS, 
General Sales Manager 


Rochelle, La. 
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American Forest Products Industries 
on May 1. Mr. Israel, formerly asso- 
ciated with the Southern Pine Asso- 
ciation, is well acquainted in southern 
forest industry circles and will serve 
as the general representative of AFPI 
in editorial matters there, with head- 
quarters in the Canal Building, New 
Orleans. 


Takes Sunday School Class 
to Alaska 


George W. Morgan, Wauwatosa, 
Wis., lumberman and Sunday school 
teacher, has gone up to Alaska, where 
the Columbia Lumber Co., in which 
he and a brother are interested, has 


bought stumpage rights from the 
Government in the Shugach National 
Forest; he took with him nineteen 
Wauwatosa and Milwaukee high 
school boys, nine Upper Michigan 
lumberjacks, and his family. The 
boys and the lumberjacks will work 
in a mill the company is setting up 
near Anchorage; lumber for West 
Coast airplane manufacturers and the 
Alaskan defense program will be cut 
at the mill. The long trek is being 
made by automobiles to Seattle and 
from there to Anchorage by boat. The 
boys will repay their transportation 
costs as far as Seattle after they 
start earning wages; the boat trip is 








Farm Roof Profits with ABESTO 


Start now to build up your farm roofing 
business by featuring Abesto. Big oppor- 
tunity—in new built-up roofs laid with 
Abesto—the cold process application with 
the exclusive Viscoroid base. Sell Abesto 
also for repairing old roofs—no hot kettle, 
no hot mopping, applied cold. Low cost, 
easy to apply, requires less labor. 


Write today for complete information and 


ABESTO MANUFACTURING C0, indiana 


specifications. 
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Shepherd Lumber 
Corporation 


Manufacturers 
Southern Yellow Pine 
General Offices: 
Shepherd Bldg., 
Montgomery, Alabama 
Sales Office: 

815 Fisher Bldg., 
Detroit, Mich. 


Plants: 
Montgomery, Alabama 
McRae, Georgia 





Shepherd Brothers 
Company 


Wholesalers 
Southern Yellow Pine 
General Offices: 
Shepherd Bldg., 
Montgomery, Alabama 


Sales Offices: 
Jacksonville, Florida 
815 Fisher Bldg., 
Detroit, Mich. 


Wholesale and Distributing Yard: 
Jacksonville, Florida 








to be paid for by the lumber company, 
which arrangement the company 
makes with others from the States 
willing to take jobs in Alaska. The 
boys will be paid prevailing wages 
for work in Alaska and may return 
in the fall if they choose, or they may 
stay in Alaska provided they have not 
become eighteen and subject to the 
draft. 

Mr. Morgan went to Milwaukee 
thirteen years ago from Oregon, 
where he had been in the lumber 
business. He set up as a wholesale 
and commission lumberman. Six years 
ago Mr. Morgan took over a Sunday 
school class of ten- and eleven-year- 
old boys and several summers took 
the group north to visit lumber camps. 
His home was always open to the 
boys. 


Promoted 


The Meadow 
River Lumber 
Co., Rainelle, W. 
Va., prominent 
manufacturer of 
Appalachian 
hardwoods, has 
announced the 
promotion of H. 
L. Gray, who has 
been vice presi- 
dent and general 
manager for the 
past several 
years. At the re- 
cent directors’ 
meeting, Mr. Gray 
was elected president and general 
manager. Mr. Gray has an intimate 
knowledge of both the logging and 
the manufacturing phases of lumber 
production. 





Directs Campaign 


Dean Johnson, president of the C. D. 
Johnson Lumber Co., Toledo and Port- 
land, Ore., is the new state chairman 
of the 75-man statewide committee to 
direct the “Keep Oregon Green” cam- 
paign. Mr. Johnson was appointed by 
Governor Snell on June 10. “Keep 
Oregon Green” is the name of the 
cooperative movement for the preven- 
tion and suppression of forest fires 
which is particularly important during 
the war emergency. 


Under New Ownership 


Industrial Engineering Ltd., new 
Vancouver (B. C.) owned firm, has 
acquired the chain saw manufacturing 
industry founded by Donald J. Smith 
and operated in recent years by Reed- 
Prentice of British Columbia, Ltd., a 
subsidiary of Reed-Prentice Corp. of 
Worcester, Mass. Industrial Engineer- 
ing Ltd. plans to serve a broader field 
and will concentrate on production of 
a lumber of power saw models for 
the Canadian market. The company 
is at present arranging for more in- 
tensive cultivation of the eastern 
Canadian field, and has opened a 
branch in the Confederation Building, 
Montreal, which, under Ralph M. 
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Weekes, will not only look after sales 
but will be a service branch. 

George W. Sweny is president of 
Industrial Engineering Ltd.; George 
W. Thompson is vice president; A. V. 
Stedham is secretary-treasurer; D. J. 
Smith is a director and general mana- 
ger. 


Outstanding Production Record 


The Carr Lumber Co., Pisgah For- 
est, N. C., manufacturers of “Bilt- 
more” hardwoods and flooring, made 
an outstanding production during the 
past two years and lost no time at its 
mill because of a shortage of logs. 
The record held good until the week 
of June 14, when on account of con- 
tinued rains, a log shortage occurred 
and nine hours were lost. However, 
W. W. Croushorn, secretary-treasurer, 
advises that since then the rains have 
let up and already the mill has again 
accumulated a sizeable stock of logs. 

On March 1, 1941, the Carr Lumber 
Co. adopted a 55-hour work week at its 
large band mill, which made it neces- 
sary for the men in the woods also to 
work 55 hours much of the time. The 
company is furnishing large quantities 
of lumber to the Army and Navy. 


Expands Forestry Staff 


S. V. Fullaway, Jr., secretary-man- 
ager of the Western Pine Association, 
Portland, Ore., on June 11 announced 
two appointments which are said to 
complete the staff expansion planned 
in the 1943 pro- 
gram of the asso- 
ciation’s forest 
conservation de- 
partment. 

George H. 





G. H. Schroeder 





Schroeder, added 
to the staff June 
1, came from 
Corvallis, Ore., 
where he was 
associate professor of forestry at Ore- 
gon State College. He also received 
his technical training in forestry and 
logging engineering there. As district 
forest engineer for central Washing- 
ton, eastern Oregon, and southern 
Idaho, he will make his headquarters 
in Yakima, Wash. 

On July 1, Curtis E. Price will 
assume duties as district forest engi- 
neer for southern Oregon and north- 
ern California, with headquarters at 
Klamath Falls, Ore. Mr. Price also 
is a graduate of the forest school 
at Oregon State College. Following 
an extended period with the U. S. 
Forest Service in Idaho, Utah and 





Wyoming, he has been managing a 


timber property in which he was in- 
terested in the vicinity of Eugene, 
Ore. 

The Western Pine Association’s 
forest conservation department, under 


the direction of Stuart Moir, forester, 


has two other district forest engineers 
—Stanley Hodgman, Missoula, Mont., 
ton, and C. V. Zaayer, Sacramento, 
Calif. 


Elect New Officers 


Due to the recent death of J. W. 


Reynolds, who held executive posi- 
tions in both the Texas Long Leaf 
Lumber Co. and the Sabine Lumber 
Co. of Missouri, new officers and di- 
rectors 
elected at a recent meeting held in 
Trinity, Tex. 


of these companies were 


Present officers and directors of the 


Sabine Lumber Co. of Missouri are: 
Paul T. Sanderson, president; F. D. 
Wherritt, vice president and treas- 
urer; F. T. Reyburn, secretary; W. J. 
Yardley, vice president; E. L. Kurth, 
J. H. Kurth, Jr., J. W. Reynolds, Jr., 
J. P. Towery, Jr., and Paul E. Wise, 
directors. 

Newly elected officers and directors 
of Texas Long Leaf Lumber Co. are: 
President, Paul T. Sanderson; vice 
president and treasurer, J. W. Rich- 
ards; vice presidents, F. D. Wherritt, 
and S. B. Crawford; directors, W. J. 
Yardley, E. L. Kurth, J. H. Kurth, Jr., 
J. P. Towery, Jr., and Paul E. Wise. 
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R. B. White, Pres. & Gen’l Mgr. Exchange Sawmills, Secy. Louisiana Central Lbr. Co., 





Secy. Louisiana Long Leaf Lbr. Co., Secy. Louisiana Central Oak Flooring Corp. 


NO PERMANENT SCARCITY OF LUMBER 


So much news of modern miracles 
performed with-wood is being printed 
these days that many in the lumber in- 
dustry itself are beginning to wonder 
if its use for other purposes will cause 
a permanent scarcity of lumber. 

Such publicity, for instance, tells of 
an expanding use of wood in the chem- 
ical industry. But, it neglects to say 
that chemicals are derived from the by- 
products of lumber manufacture or from 
timber stands that are no good for 
lumber, particularly ESSCO Lumber. 


The fact is that the utilization of wood 
by-products for chemical manufacture 
gives the lumber industry additional in- 
centive to expand re-forestation in or- 
der to permanently sustain lumber 
production. Furthermore, by-product 
utilization will tend to make lumber 
go further and afford greater value. 


Yes, there will always be plenty of 
lumber and plenty of lumber business. 
Timber is America’s greatest renewable 
resource. For years, the forest industries 
have planted and still are planting mil- 
lions of trees to replace those harvested. 


EXCHANGE SAWMILLS SALES CO. 


1111 R. A. Long Bidg. 











ESSCO’ 








Trade-Marked — Grade-Marked 


Kansas City, Mo. 











SOUTHERN PINE *« SOUTHERN HARDWOODS «+ PONDEROSA 
PINE * WEST COAST WOODS «+ OAK FLOORING 





One of a series of messages to the retail lumber dealer from the key men behind ESSCO. 
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C. V. CLARKE 


TIMBER ESTIMATES 


Long experience plus modern methods 


605 First Federal Savings & Loan Bidg. 
P. O. Box 1385 Jackson, Mississippi 











LOOSE LEAF TALLY BOOKS 


TALLY SHEETS | with Waterpr f Lines 
Samples se gaia 
a Gar Mow Ponells Marking ticks. 
Rule Cases Rules Leather A $ 
Plekaroons auges Load Bin 
Books for Lumbermen 
FRANK R. BUCK & co. 
3133 Touhy Ave. CAGO. itt. 

¢ Door Lumber Rollers Sections pm % 








CORINTH “co. 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 
410-22 Maritime Bldg. NEW ORLEANS, LA. 








WEBSTER. 
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COLORTS 
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0% QUALITY 


{Ne hy, E. Webster Lumber Co. 


Kansas City, Mo. 
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SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS Ee ! FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 

Reliable Shippers 31 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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PORTLAND'S 
distinctive hotel 


THE BENSON 


Broadway at Oak St. 
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Obituaries 


MAX D. ALMOND, 67, vice president 
and general manager of the White- 
selle Brick & Lumber Co., Corsicana, 
Tex., since 1915, died at his home in 
Corsicana on June 5 from a heart at- 
tack. Mr. Almond was a veteran of the 
Spanish-American war and was promi- 
nent in lumber circles of the Southwest. 
Prior to becoming associated with the 
Whiteselle Brick & Lumber Co., he had 
been employed by the Lutcher & Moore 
lumber interests in Orange and later 
was sales manager of the Alexander- 
Gilmer Lumber Co., Remlig, Tex. Sur- 
vivors include his widow, daughter, and 
two sons. 


LEO J. BEERE, 53, died unexpectedly 
at his home in Baltimore, Md., on June 
18, of heart trouble. For years Mr. 
Beere was an inspector for the Balti- 
more Lumber Exchange; later he 
formed a connection with Ryland & 
Brooks Lumber Co. When that con- 
cern dissolved, he became a salesman 
for the W. J. Appel Lumber Co., which 
position he held at the time of his 
death. Survivors include his widow and 
four daughters. 


AUGUST C. BERING, JR., 55, pro- 
prietor of the Bering Lumber Co. 
Houston, Tex., died in a Houston hos- 
pital May 28. He was a member of 
a pioneer Houston family. Survivors 
include his widow, his mother, and a 
son, August C. Bering III, who is ac- 
tive in the management of the Bering 
Lumber Co. 


MRS. ANNIE L. BLACKER, 77, widow 
of James E. Blacker of the long estab- 
lished Blacker & Shepard Co., Boston, 
Mass., died June 11 at her home in New- 
ton Center, Mass. Surviving are a 
brother and two granddaughters. 


JAY C. BOYD, 70, manager of Lovell- 
Denniston Lumber Co., Eldora, Iowa, 
passed away June 5, after an emer- 
gency operation which followed a year 
of failing health. Mr. Boyd was in- 
cluded in the roster of the Old Timers 
club of the Northwestern Lumbermen’s 
Association; he first became associated 
with the lumber business during his 
school years in the retail yard in Mt. 
Vernon owned by his father, the late 
D. L. Boyd. He was active in com- 
munity and fraternal affairs. Surviv- 
ing are his widow, four sons, a niece, 
and seven grandchildren, and a brother. 


MRS. JOHN T. BALDWIN, JR., wife 
of John T. Baldwin, Jr., wholesale and 
commission lumberman of Chicago, 
died June 13 at the family home in 
Elmhurst a suburb of Chicago. Sur- 
vivors in addition to Mr. Baldwin, in- 
clude four daughters, Clara E., Marga- 
ret, Mrs. L. M. Body, and Mrs. Stanley 
View, two grandchildren, a brother, and 
a sister. 


EDWARD F. COUSINO, 70, Erie 
(Mich.) lumber dealer, died June 4, 
leaving his widow and several children. 


FRANCIS F. DAVIS, 71, retired lum- 
berman who lived for many years at 
Evansville, Ind., died recently at his 
Indian Beach home at Sarasota, Fla., 
following a lingering illness. He is 
survived by his widow and a daughter. 


RICHARD HENRY EDWARDS, 85, a 
founder of the Buckstaff Co., Oshkosh, 
Wis., died at the home of his daughter 
June 1, following a brief illness. In 
1882, with members of the Buckstaff 
family, he organized the Buckstaff- 
Edwards Co., and was made vice presi- 
dent. At his retirement from business 
the firm became the Buckstaff Co. He 
had also been engaged in the lumber 
and timber business in Idaho, Arkan- 
sas, and California. Since his retire- 


ment he had resided in South Pasa- 
dena, Calif., spending his summers in 
Wisconsin. Survivors are his daughter 
and a son. 


ALBERT E. FRANKENBERG, 72, for 
the last 50 years co-owner of the 
Brooke Lumber Co., died suddenly June 
12 at his home in Pataskala, Ohio. Mr. 
Frankenberg was active in fraternal 
organizations and was a past presi- 
dent of District No. 12 of the Ohio As- 
sociation of Retail Lumber Dealers. 
Surviving are his widow, a son, Har- 
old R. Frankenberg, associated with 
the Thrift Lumber Co. of Columbus, 
Ohio, and two grandchildren 


LOUIS R. GORHAM, 81, for 53 years 
associated with the real estate depart- 
ment of the Red River Lumber Co., died 
at his home in Minneapolis, Minn., June 
15. Mr. Gorham went to Minneapolis 
at the age of two, in 1864, and had 
made his home there since then. 


JOHN R. GOBEY, 73, formerly promi- 
nent in Columbus (Ohio) wholesale 
lumber circles, died at his home in that 
city on May 23, after a long illness. 
He had also been associated with the 
Emory River Lumber Co. in Tennessee. 
Surviving are his widow and a brother, 
William H. Gobey, wholesale lumber- 
man in Columbus. 

EDWIN B. HARRIS, 73, president of 
E. B. Harris Lumber Co., Inglewood, 
Calif., died on June 7, at his Los An- 
geles home, following a protracted ill- 
ness. Mr. Harris in 1909 began as an 
employee of the company which he 
eventually was to control as sole owner. 
Surviving are the widow and three 
grandchildren. 


FRED T. HELLAR, 70, secretary and 
treasurer of Davidson & Case Lumber 
Co. lineyards for many years, with 
headquarters in Wichita, and president 
of Hellar Lumber & Coal Co., also of 
Wichita, died April 26 at his home in 
that city, after a short illness of in- 
fluenza. He is survived by his widow 
and three daughters. 


RAYMOND WARD IRVINE, 62, com- 
mission lumberman of Evansville, Ind., 
died suddenly in Cairo, Ill., on June 15, 
after more than a year’s serious illness, 
following a nervous and physical 
breakdown. Mr. Irvine was first em- 
ployed by the M. B. Farrin Lumber Co., 
Cincinnati, Ohio, from whence he went 
to Cairo, Ill., with the Barr Lumber 
Co. One year later he engaged in busi- 
ness for himself, opening a lumber com- 
mission and wholesale business in St. 
Louis, Mo. Later he moved his office 
and established his home in Mt. Vernon, 
Ill.; then Centralia, Ill., and since 1919 
in Evansville, Ind., his territory for 
selling being southern Illinois, Indiana 
and Kentucky. Until the past year he 
was active in the lumber business and 
widely known among both buyers and 
manufacturers. Mr. Irvine is survived 
by his widow, Grace Sutherland Irvine, 
and one brother. 


DR. ELDON LEON LOBLEIN, 55, 
president of the Van Note Lumber 
Co., Point Pleasant, N. J., died at his 
home there June 13. Besides his lum- 
yer business interests, Dr. Loblein served 
two terms in the New Jersey Assem- 
bly in 1914 and 1915 and was a former 
member of the Middlesex County Board 
of Freeholders. He was a retired vet- 
erinarian and active in other business 
enterprises. Surviving are his widow, 
a son, and three daughters. 


JAMES A. McALISTER, 75, widely 
known traveling representative of the 
Northwest Door Co., Tacoma, Wash., 
and one of the founders of the Mem- 
phis Sash & Door Co., died at his resi- 
dence in Memphis, Tenn., on June 9 
of a heart attack. Ten years ago he 
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became associated with the Tacoma 
concern and since had traveled over the 
Mississippi-Arkansas- Tennessee terri- 
tory. Mr. McAlister leaves his widow 
and his son, James A. McAlister, Jr. 





WILLIAM J. JOHNSON, 59, well 
known millwork manufacturer of the 
Inland Empire, passed away at his 
home in Spokane 
Wash., May 28. | 
Since 1931 he 
had been secre- 
tary and general 
manager of the 
Spokane Pine 
Preducts 
Co., Spokane, 
Wash., in which 
business he was 
associated with 
James M. and 
Dave Brown of 
the Long Lake 
Lumber Co., 
Spokane. “Bill,” 
as he was 
known to a host 
of friends in the 
industry, was 
born in Port- 
land, Maine, 
where he 
worked in _ his 
father’s cab- 
inet shop as 
a boy. At the age of 16 he went 
to work for W. E. Kelly & Co. 
and in 1902 was transferred to that 
company’s Chicago office. A year later 
he was sent by them to Dodson, La. 
While there he suffered a severe attack 
of malaria. In 1906 he went to Spo- 
kane and opened offices for W. E. Kelly 
& Co. In 1909 he joined the McGillis 
& Gibbs Lbr. and went to Riverside, 
Idaho, where he also acted as postmas- 
ter. At the time of his death he still 
retained a Government check for $1 in 
payment for his services as postmaster, 
and maintained he would never be 
“broke” as long as he kept that check. 
In 1916 he went with the A. C. White 
Lumber Co., and moved to their plant at 
LaClede and later to Dover, Idaho. In 
1922 he was injured while riding on 
the footboard of a logging locomotive, 
suffering a broken back from which he 
never fully recovered. He is survived 
by his widow and one son, William J. 
Johnson, Jr., both of Spokane. 








PAUL E. MANRING, 53, president of 
the Wolverine Shingle & Lumber Co., 
Detroit, Mich., since 1922, died suddenly 
at his home in that city on June 3. He 
was active in fraternal organizations 
and was a member and instructor in 
the Coast Guard Auxiliary. Besides 
his widow, he leaves two daughters, a 
grandson, and a sister. 


JAMES E. O’KEEFE, 44, vice presi- 
dent, secretary, manager, and a direc- 
tor of John F. McKenna, Inc., lumber 
merchants in Brooklyn, N. Y., died of 
heart attack June 13 at his home there. 
He was a member of the New York 
Lumber Trade Association and fra- 
ternal organizations. Surviving are 
his widow, two daughters, two sons, 
two brothers, and three sisters. 





L. V. PLATT, 59, of the Platt Lum- 
ber Co., Moore, Okla., died in a hospital 
there May 12. He is survived by his 
widow, a son, and two brothers. 


CHESTER W. PIERCE, 64, president 
of Keys Planing Mill Co., Bluefield, Va., 
died June 12 in a sanitarium, where he 
had been taken three weeks before, fol- 
lowing a cerebral thrombosis a week 
earlier. Mr. Pierce was for many years 
a leader in the business and civic life 
of the community. He had served as 
president of the West Virginia lumber- 
men’s association. An only son, Frank 
Pierce, who was associated with his 
father in business, died early in 1939. 


His only close survivors are his widow 
and a half-sister. 





HERMAN G. RATH, 69, who had 
been in the lumber business all of his 
business career and since 1914 in the 
vicinity of Sault Ste. Marie, Mich., died 
at his home there on June 1. He 
started as a lumber inspector for Rath 
& Cartier at Ludington, where he later 
owned and operated a retail lumber 
yard. Surviving are his widow, three 
daughters, and six sons. 


HENRY CLEMENT SATTERFIELD, 
SR., 61, president of the Cary Lumber 
Co., Durham, N. C., died June 9 in a 
hospital in that city, following a 
lengthy illness. A heart ailment was 
assigned as the cause of his death. Mr. 
Satterfield joined the Cary Lumber Co. 
in 1907 and had served as its president 
for the past twenty-five years. He 
was interested in civic and religious 
affairs, and was highly popular among 
members of the lumber concern. Sur- 
vivors include his widow, a daughter, 
and two sons, Henry C. Satterfield, Jr., 
vice president, and John A. Satterfield, 
secretary of the Cary Lumber Co. 


JAMES LESLIE SIMPSON, 77, co- 
founder of the Simpson-Willis Lumber 
Co., Nicholasville, Ky., died at the home 
of his daughter near Danville on May 
20, after a short illness. He had re- 
tired from business activities a few 
years ago, but still took an active in- 
terest in the affairs of the lumber com- 
pany and was at his desk when his 
health permitted. He celebrated his 
golden wedding anniversary last No- 
vember. Besides his widow, he is sur- 
vived by a daughter and three grand- 
children. 


RALPH H. WEGENER, 54, Tacoma, 
Wash., lumberman, died June 13 in a 
Tacoma hospital. He was employed as 
a lumber broker for Heidner & Co., Ta- 
coma lumber wholesalers. He was a 
veteran of the first World War. Sur- 
vivors include his widow, a son, two 
daughters, and a brother. 





CLAYTON E. WILLIS, 60, of Men- 
don, Vt., for forty years a prominent 
lumberman and a former member of 
the Vermont Legislature, died June 13 
in a hospital at Rutland, Vt., after a 
short illness. Mr. Willis had conducted 
his lumber business in Mendon for the 
last 15 years. Survivors include his 
widow, two daughters, and two sons. 


WILLIAM B. WICK, 66, president of 
William B. Wick Lumber Co., Hamilton, 
Ohio, died at his home in that city on 
June 2, after a heart attack. He was 
active in fraternal circles. Surviving 
are his widow and a daughter. 


DANIEL J. YOUNG, 62, retired Ta- 
coma, Wash., lumberman, banker, en- 
gineer, and industrialist, died at his 
home in Tacoma, June 15, following an 
extended illness. He was born in Hop- 
kinsville, Ky., and was a graduate of 
Southern Kentucky College, where he 
majored in mathematics and science. 
About a decade ago, he was awarded 
the Walton Clark medal given by the 
Franklin Institute of Philadelphia for 
original and notable work in the gas 
industry and had been cited by the 
Smithsonian Institution for his worthy 
contributions to the gas industry. He 
engaged in private practice as a con- 
sulting engineer until about twelve 
years ago, when he became assistant 
manager of the Tacoma branch of the 
Bank of California, where he acted as 
an industrial advisor. In October, 1939, 
he resigned that post to become vice 
president and general manager of the 
Wheeler Osgood Sales Corp. He re- 
tained this position until June 2, 1941, 
when failing health forced his retire- 
ment. He served as a lieutenant in 
the United States Army during the 
first World War. Survivors include 
his widow, a son, two daughters, and 
two grandchildren. 
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ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


One Issue .............+-....30 cents a line 
Two consecutive issues ...... 55 cents a line 
consecutive issues ....75 cents a line 

Four consecutive issues ....90 cents a line 
een consecutive issues.......$2.70 a line 
Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the or- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


TOO LATE TO CLASSIFY 


CARPENTERS APRONS 
Write for samples and prices. 
THB MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 


Wanted—EMPLOYEES 


Heading 























HARDWOOD LBR. BUYER & 
INSPECTOR 
High class lumberman, familiar with 
Northeastern and Canadian Hard- 
woods with experience in buying, 
grading and shipping, able to com- 
mand the respect of reputable saw- 
mills and if possible with a knowl- 
edge of conditions in Maine and New 
Brunswick, wanted by large amply 
financed U. S. wholesaler. Permanent 
position at a good salary to the right 
party. In reply state past experience 
and age. Communications Kept en- 
tirely confidential. 
Address ‘“‘G-71,”’ 
American Lumberman 





WORKS MANAGER 
Take complete charge medium size Wood- 
working Plant now working overtime on 
long term War Contracts. Company has 
long record of steady growth, is highly 
rated financially and widely known. Per- 
manent position at high salary for capable 
executive who can handle men and plan 
and direct production. 
Address ‘“G-34,’"” American Lumberman. 





RETAIL LUMBER YARD MANAGER 


Must be thoroughly experienced and capable 

of handling large volume business. Age 35 

to 45. For Oklahoma town of 18,000. 
Address “G-66,"” American Lumberman. 





YARD SUPERINTENDENT 


For large retail lumber yard in southeastern 
Wisconsin. Must be well versed in White 
Pine, Hardwoods, Fir and Yellow Pine. Plan- 
ing Mill in connection. State qualifications, 
experience and age. 

Address “G-67,’’ American Lumberman. 





THOROUGHLY COMPETENT MAN 


Experienced in sawmill and logging account- 

ing. Permanent. Salary commensurate with 

ability. Reference with application. 
Address ‘‘G-69,’"" American Lumberman. 


61 


Wanted—EMPLOYEES 


Wanted—Lbr. & Dimension 


Wanted—MISCELLANEOUS 








YARD MANAGER 
To operate lumber and coal yard, good farm 
trade. Must know estimating. Draft ex- 
empt. Southern Cook County, Illinois. 
Address ‘‘G-37", American Lumberman. 


WANTED FOR OASH 
Entire lumber yard stocks. 
BISSELL WRECKING CO. 
7834 W,. Grand Ave., Elmwood Park, IIl. 
Phone: Bimwood Park 1198 





WANTED 


A man to take charge of building material 
store and develop a resale department for 
roofing, insulation, and other direct-to-con- 
sumer items. All replies treated confidential. 
State salary and commission expected. 
Address ‘“G-61,’"’ American Lumberman. 


WANTED 


Combination planing mill machine man with 
some knowledge of saw filing not over 40. 
One who is willing to work and learn every- 
thing pertaining to full operation, thereby 
working up to full superintendency of plant 
consisting of circular sawmill, steam dry 
kiln, planing mill with band resaw. A good 
opportunity for a gentleman. Plant is mod- 
ern and is in a southern city of over 30,000 
population. No rush to fill this job as it is 
largely a post war planning, but can start 
any time convenient. 
Address ‘‘G-33,’"" American Lumberman. 








WANTED 


A man thoroughly experienced with retail 
lumber and building supply items to keep 
stock records and act as assistant manager 
in large, wholesale building supply company. 
Address “G-47’’, American Lumberman, 





WANTED %& 
No. 2 Com. & Btr. Sycamore, Beech or 
Tupelo in straight or mixed cars. Give 
amount of No. Com, J. P. DODGE AND 
SON, Ashtabula, O. 


WANTED TO BUY 
100,000 feet Roofer Rejects, Car Bracing 
and Dunnage 4/4” and 5/4”, Rough or 
Dressed. igh Priorities available. Quote 
prices and deliveries). GARFIELD MILL, 
631 Grand St., Jersey City, N. J. 


DOORS & MILLWORK 
New or used. Large or small lots. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, III. 
Phone: Elmwood Park 1198 











NO. 2 CONSTRUCTION BOARDS 
2,000,000 ft. 4/4, 5/4, 6/4, 8/4, x 4” and up 
wide RL—Rough or dressed, green or dry. 
Write or wire quantity available, earliest 
shipment. Quote f.o.b. Norfolk. Also, re- 
quire Dunnage same specification. AA-1 pri- 
ority. 

ELCO LUMBER COMPANY 
4500 Killam Ave. Norfolk, Virginia 








WANTED 


Man to keep up planer, resaw and other ma- 
chines in a box factory in southern Illinois. 
Write giving age and references. 

Address ‘‘G-52,” American Lumberman. 





WANTED 
By large southern wholesale and retail dis- 
tribution yard, planing mill foreman capable 
of taking full charge of modern complete 
Planing mill capacity 100,000 feet daily. Re- 
saw to moulders. Excellent future for 
proper man. State age, experience, former 
employers and salary expected. 
Address ‘‘G-54,"" American Lumberman. 





INSPECTOR 
Hardwood and Softwood for Detroit whole- 
sale yard; top wages; good working condi- 
tions. Give all details by letter to J. P. 
SCRANTON & COMPANY, Box 56 Harper 
Station, Detroit, Mich. 


Wanted—EMPLOYMENT 


BUYER, EXPEDITOR, OR INSPECTOR 


23 years experience; age 51; draft exempt. 
A-1 references. RICHARDS, Apt. 14, 743 
Cotton Ave., Birmingham, Ala. 

















POSITION WANTED 
By experienced mill manager, both Pine & 
Hardwood. 20 years experience in milling 
and logging. 


Address “‘G-65,’’ American Lumberman. 





YARD MANAGER 
Thoroughly experienced all phases retail 
business & allied lines; successful salesman 
& coll. Good references. Bondable. Prefer 
No. half Minn., Wis. or Mich. 
Address “G-64,’"" American Lumberman. 





EXECUTIVE 
Wants to negotiate for responsible place. 
Experienced in millwork, estimating, sales 
and office management. References. 
Adrress ‘“G-68,"" American Lumberman. 





A-1 CIRCULAR SAWYER & FILER 
Wants job on steam or tractor mill. 15 yrs. 
exp. Age 39; A-1 ref. Will go anywhere 
for 90c or more per hour. 

Address “G-58,’’ American Lumberman. 


"Wanted—LBR. & DIMENSION | 


WANTED 


Crating, core stock, truck and furniture 
lumber, air dried and/or kiln dried, rough 
and/or surfaced. What have you? 

PAUL B. BERRY, Grand Rapids, Mich. 

















WANTED FOR CASH 
2 cars No. 2 & No. 3 boards s4s KD, Yp. 
2 cars No. 2 Dim. s4s KD, Yp. Ratings furn- 
ished. G. E. WILLIAMS, Nowata, Okla. 





WANTED 
Finishing lumber B or better, C or D. Ceil- 
ing prices. 
BISSELL WRECKING CO 
7834 W. Grand Ave., Elmwood Park, Ill. 
Phone: Elmwood Park 1198 


Wanted— 
BUSINESS OPPORTUNITIES 


WANTED TO PURCHASE 


Completely equipped woodworking shop. 
State full details, price, and inventory of 
machines. Will consider partnership if busi- 
ness warrants. 
Address “G-63,” 








American Lumberman. 


Wanted—RETAIL LBR. YARDS 


WE WISH TO BUY 
Several yards. Southern Wisconsin, Central 
and Northern Illinois prefered. 
Address ‘“G-45", American Lumberman. 

















LUMBER YARD WANTED 
In Iowa or Illinois. Correspondence strictly 
confidential. 
Address “G-70,"" American Lumberman. 





RAILS WANTED 
Principally 16-20-25-30 Ib. 
YER CO. 


THE wW. 
Fullerton Bldg., St. Louis, Mo. 


RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 Ib. 30 Ib. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP., 

Charleston, W. Va. 





WANTED 

Complete Plants, Pipe-lines, and Industrial 
Enterprises bought for cash or liquidated for 
the owners. Wire, phone or write 
INDUSTRIAL SUPPLY & EQUIPMENT CO. 
1044 Canal Bldg., New Orleans, La. MA 5586. 

WANTED—SCREEN WIRE 
Any width, galvanized or black. 
what you have, with cash price. 
MENDENHALL’S, INC., Greensboro, N. C. 





Wire us 








For Sale 
TIMBER & TIMBER LAND 


ONTARIO TIMBER FOR SALE 
15 million ft. 70% Hemlock, 2 million White 
Pine, balance Birch principally; Elm, Ash, 
Hard Maple, Spruce & Balsam, Cedar. 
Address “C-74,"" American Lumberman. 


FOR QUICK SALE TO CLOSE ESTATE 
About the last VIRGIN WHITE AND RED 
PINE LIMITS in EASTERN CANADA, se- 
lect; well located in high reputation Dis- 
trict; six Berths under Original Crown Li- 
censes with low dues; ‘“‘Cream of the 
Cream” quality, will mostly cut out to Brit- 
ish Export Specifications; easy logging, roll- 
ing country with short hauls, exceptionally 
well watered; excellent mill site adjacent; 
good road and rail communications recently 
completed; well ranged; small carrying 
charges. Approximate totals: Area, One 
Hundred and Ninety Square Miles; Contents, 
Quarter Billion Feet, Board Measure, in- 
cluding considerable pulpwood; reliable 
cruises; attractive price; additional timber 
available nearby. Apply RUSSELL, Drawer 
129, Port Arthur, Canada, 


330,000 ACRES TIMBERED LAND 

On Mexican Isthmus with more than 10,000 
bd. ft. per acre of fine tropical hardwoods, 
Paque, Ojoche, Guapinol, Leche Maria, 
Prima Vera, Mahogany and many others. 
$3.00 per acre in fee. Perfect title. WM. G. 
MORRISON, 1125 Kirby Bldg., Dallas 1, 
Texas. 


For Sale—RETAIL LBR. YARDS 


























Wanted—USED MACHINERY 


WANTED TO BUY 


20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank, 
2—50,000 to 100,000 Gal. Tanks on Towers, 
THE DARIEN CORPORATION 
49 East 41st St., New York, N. Y. 











BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
Johnson or Morgan Matchers. Edge Trim- 
mers, Squeezers and Band Resaws, and any 
other box equipment used in box working 
factories. 
Address “E-78’’, American Lumberman. 





WANTED TO BUY 


Upset Saw Swage; also Roller Saw Swage. 
BOB W. GRUBB, Beecher City, IIl. 





WANTED TO BUY 
Two 36” Gauge Steam Locomotives, one 18 
to 20 tons, and one 30 to 40 tons. Advise 
condition, price and location. 
Address ‘‘G-51,” American Lumberman. 





WANTED 
New. or used handle machine for making 
square and round hoe handles. SUPERIOR 
EYE HOE COMPANY, 407 Morrison Bldg., 
Charleston 1, W. Va. 





WANTED 


One twenty-five or thirty foot coal con- 
veyor. BENTON LUMBER CoO., Zion, Illinois. 





WANTED 
Ross (Indiana) lumber carrier, good condi- 
tion. Communicate immediately FAIR- 
FIELD LUMBER & SUPPLY CO., 1700 Post 
Road, Fairfield, Conn. 





BOTTOM WHEEL FOR BAND MILL 


8’x12” Filer & Stowell with shaft; and good 
circular resaw. MILLER LUMBER CO., 





Millerton, Okla. 











SO. CALIFORNIA LUMBER YDS. 
Advise amount investment wanted. TWOHY 
LUMBER CoO., Pet. Sec. Bldg., Los Angeles. 
Lumber Yard Brokers for over a quarter of 
a Century. 





FOR SALE 


Retail yard in a one-yard town in So. Wis. 
Rich dairy country with big farmer trade in 
lumber, coal & feed. Owner retiring account 
of age and temporary lack of experienced 
help. For particulars, 

Address ‘“‘G-62,’’ American Lumberman. 


For Sale — LBR. & DIMENSION 


TRANSIT MILLING 
Pine and Hardwood—Three Trunk Lines— 
GM&O, Southern, Illinois Central 
Telephone 722 
CORINTH PLANING MILL COMPANY 
Corinth, Mississippi 


DOUGLAS FIR PILING 


10 carloads 70’ to 100’, 24c to 29c per ft. 
F.O.B. car. 
Address “G-24,”’ 

















American Lumberman. 


500,000 FEET 
Mixed Oak, Gum and Beech rough green 
timbers 6x6 to 12x12: 
10 to 24’ No. 2&Btr or sound and square 
edge about 50% Oak, 25% each Gum and 
Beech, Prices quoted on request. 
cars 3” Oak, Gum and Beech Bridge 
OO Se ee ere $34.00 
cars 2” oak, Gum and Beech Bridge 
EL gic wemecew ed wether hoe eatéea $34.00 
2 cars 1x4 to 1x12 No. 2&Btr rough green 
mixed Oak, Gum and . eee $32.00 
E. J. GAIENNIE, Box 1074, Shreveport, La. 


FIREPROOFED & KILN DRIED LUMBER 
6000 ft. 6/4” F.A.S. Clear Sugar Pine. 21c ft. 





te nw 





1000 ft. 4/4” Knotty White Pine...... 14c ft. 
2000 ft. 5/4” F.A.S. Walnut..........38e ft. 
Seem. St... EFS" WA. BGR. oc cceewcss 21c ft. 
FOGG ft. G74" CiOAr PODIRE. .« cc ccccece 19¢e ft. 
7000 ft. 5/16” Rotary cut Poplar 

COO TUOGE 666 cc ees cewecrcns eee 8c ft 
22000 lin. ft. 1”x1” Clear Birch 

ee aero terre -1%c lin. ft. 


Prices quoted are f.o.b. Brooklyn, N. Y. 
PLYWOOD & LUMBER CORP., 53 N. 1st St., 
Brooklyn, N. Y. 


June 26, 1943, AMERICAN LUMBERMAN 
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For Sale—LBR. & DIMENSION 


For Sale—USED MACHINERY 





For Sale—USED MACHINERY 








FOR SAL 
Approximately 1300 pcs. ve full diameter 
x8’ Clear Hickory Poles, smoothly turned 
with square cut ends. ARLINGTON LUM- 
BER CoO., Arlington, New Jersey. 


For Sale—BUSINESS 
OPPORTUNITIES 


FOR SALE 

Lumber mill—well equi»nped. 
ber. Good earnings. 

Address “G-50’’", American Lumberman. 














Plenty of tim- 





MODERN SIX FOOT BAND MILL 
Kilns, planer, timber sizer, moulder, ma- 
chine shop, trucks and tractors, all equip- 
ment including houses; plenty timber. Lo- 
cated on railroad in Louisiana. Average logs 
cost $15.00 delivered to mill. Exceptional 
chance for company with chain yards to 
supply their own. Part cash, first mortgage 
on balance. 

Address “G-31,’" American Lumberman. 





FOR SALE 
Lumber and building material business in 
central Kentucky. Located in county seat 
and serving rural population of 15,000 to 
20.000. Business shows 37 years successful 
operation. Reason for selling, death of one 
partner, age of surviving partner. 
SIMPSON-WILLIS LUMBER CO. 
Nicholasville, Kentucky 





FOR SALE 
Complete Hardwood Flooring plant, Planing 
Mill and Sawmill. All machines motor driven. 
Ample electric generating facilities; three 
large dry kilns and warehouses. Abundant 
lumber and log supply under normal condi- 
tions. Bargain for quick sale. Reason for 
sélling—age of owner. 
CHICAMAUGA CEDAR COMPANY 
Stevenson, Alabama 


BAND SAWMILL 
Now sawing on very favorable contract in 
Idaho. Will sell on terms, 
Address ‘“G-59,’"” American Lumberman. 





FOR SALE 
1—Berlin 3 Drum Sander 49”, Model 49, good 


running = Complete with Line 





SHALE aml Waa, oso occccecccce - $750.00 
THE KREMPP LUMBER CO. 
S. Main St., Jasper, Indiana 
FOR SALE 
Band Saw, 44” Berry & Orton...... $190.00 
Band Ripsaw, 42”x4” West Side..... $395.00 
Band Resaw, Vert. 60” Mershon. 


Band Mill, 6’ Allis-Chalmers, with or 
without 20’ Carriage. 


Borer, Sgl-spdl. Vert. Indiana, 18” 
a er ee ene et $150.00 
Cut-off Saw Auto. Railway, Wood 
ES ne ee ty ares eee $350.00 
Dry-kiln trucks (70) 6%’ roller bear- 
Rees Pe RAE SEIS Sl ach $5.90 
Drag Saw Machine. 
Exhaust Fan, Dbl. 48” American....$145.00 
Engine, Corliss, 14x30”, 125 HP...... $950.00 
Factory trucks, new, 24”x48” (100) Ea. on 80 
Hog, Mitts & Merrill 15-C .......... $690.00 


Hand Jointer 16” Rd. Hd. direct M-d.$350.00 
Knife Grinder 32”, auto. cup-wheel. .$240.00 
Mortiser, Vert. Hol. Chisel, American 
ee, Be er ee ee eee $410.00 
Planer, Dbl. 30x12” Berlin No. 177. .$595.00 
Planer, Dbl. 24x6” Yates No. 150 Rd. 

i ncieubbann ebeae 5006 ean esses $795.00 
Planer & Matcher, 15x6” American 77-A. 
Planer & Matcher, 15x6” Woods 44-B, ball-b. 
Saw Grinder, Band, Cap. up to 5” wide.$95.00 
Saw Grinder, circular 10” to 40” dia 


Tenoner, Dib-end, 5%’ Hayes........ $690.00 
Timber Sizer, 20”x18” Box No. 1 
ER EEE A ne Oe ey ery $4750.00 
Universal Woodworker, co ee $245.00 
Variety Saw, Fay-Egan No. 260 tilt 
er ee ET $250.00 


Veneer Retaining Clamps and “I’? Beams. 
CHAS. N. BRAUN MACHINERY CoO. 
Fort Wayne, Indiana 





CIRCULAR No. 3 AMERICAN SAWMILL 
50 HP Boiler on wheels. 50 HP Engine on 


skids. Saws, Sawdust, Conveyor, Cut-off 
Saw, Shafting and Pulleys. Located in 
Ohio 


Address “B-89", American Lumberman. 








For Sale—USED MACHINERY 
EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern  Ball-Bearing 
Motorized Used Machines. Get our prices 
and list before buying. 
one o. Tilinois Greensboro, N. C. 

65 Wash. Blvd. Davidson Dr., Sedgefield 
og Andover 3340 Phone: Greensboro 9633 


LIQUIDATING MILLWORK FACTORY 
Many machines suitable for millworking in 
lumber yards, etc., such as DeWalt Saws, 
rip saws, planers, jointers, band saws, 
moulders and many other units. This ex- 
cellent equipment can be purchased at at- 
tractive prices. LAKESHORE MACHIN- 
ERY CoO., 2200 N. 1ith Street, Milwaukee, 
Wisconsin. 














COMPLETE BAND SAWMILL 


Will sell complete single band and resaw 
mill located near Hancock, Houghton Co., 
Michigan, either as a unit or in parcels. 
Also planing mill equipment including resaw. 
All machinery in good _ condition. THE 
BROWNLEE COMPANY, P. O. Box 29, 
River Rouge Station, Detroit, Michigan. 


STEEL CABLE FOR SALE 
Odd lengths of %” and %”, 12 ft. to 78 ft. 
long. Bargain prices. FRICK COMPANY, 
Waynesboro, Penna. 





FOR SALE 


3 Climax geared logging locomotives 42” 


gauge 
Logging car side frames, journal boxes, draw 
heads, and irons, equipment for 30 log- 


ging cars. 
1-66” Clark Brothers horizontal Band Re- 
saw. 
1-10”x30” kicker. 
1 Motor section hand car, 4 cylinders. 
1 Motor car, 1 cylinder. 
Lot of Pulleys. 
Low price to close out this equipment. 
Concluding operation at Cornwall, Virginia. 
SOUTH RIVER LUMBER COMPANY, Inc. 
Northumberland, Pa. 


FILER & STOWELL BAND MILL 
8’x12” R.H. with 3-Blk. 54” carriage, Covel 
Band sharpener, lap grinder, brazing & fil- 
ing clamps, leveling slab, 14” saw _ shear, 
saw welding clamp, Hill 8” & 10”x6’ Osc. 
nigger, 3 arm log stop & kicker, 12” cyl.; 
Stillwell feed water heater, 3 Crane 6” gate 
valves, Buffalo blower 8” discharge. MIL- 
LER LUMBER CO., Millerton, Okla. 


COVEL CIRCLE SAW GRINDER 


For sale by RITTENHOUSE LUMBER CoO., 
3500 S. Racine, Chicago 9, Ill 











5 DIESEL ENGINES 100-150 & 365 HP. 


100,000 Gal Tank on 100 Ft. Tower 
7—Locomotive Cranes, 15, 20 and 25-ton 
Diesel Locomotives, 6, 8 and 14-ton 
7—Guy Derricks, 60, 90 and 110 ft. boom 
Air Compressors, 150, 220 and 550 ft. 
Wheel Presses, 150 and 200-ton. 
13—Electric Hoists, 35 to 100 HP 
9—Gasoline Hoists, 15 to 85 HP 
1—63 ton Heisler Gear Locomotive 
2—1000 GPM Electric Underwriters Fire 
Pumps Model D, American 36” gauge 10 
ton capacity 
4 Wheel Log Loader 
25,000 gal. Tank on 75 ft. 
50,000 gal. Tank on 65 ft. Tower 
100,000 gal. Tank on 40 ft. Tower 
R. C. STANHOPE, INC. (Lincoln _-) 


Tower 


60 East 42nd Street, New York, 





FOR SALE 


Rebuilt 18’ Wheland double - end Trimmer 


Siar ccs dt ie NTRS Oa ace anata eyo uncian Paae ea ated $350.00 
77-A Model 5 American 6x15 Matcher, 8-kn. 
cyls., 8 sets sideheads, c/s., belts; blower 
system, new 55” ball-bg. Fan, pipe & dust 
ee, ROE LE ROTO LETC $6500.00 
6x15 Woods Matcher with double profilers, 
round 4-kn. cyls., c/s., belts, assortment 
ee rar eet re re $3000.00 
No. 20 Newman 8”x4” four-side Moulder, 
square heads, clamp type bearings; C/s., 


a See reer re $350.00 
Moore 20’x50’ end-piling 4-track Kiln, 7200’ 
pipe, 500’ rails, 80, 2’ r.b. trucks. Recorder, 
vents, steam trap, good condition. .$1500.00 


No. 228 Woods rebuilt profile-sidehead 
Grinder with 21” knife bar, c/s....$350.00 
No. 137 Yates profile-sidehead Grinder, c/s. 
ee Ce Ce ee $300.00 
6” —" ee eee eer $20.00 
~~ 55 Covel auto. circular saw Grinder, 
ERE ET Le ee $400.00 

6° a & Egan RH ball bearing Band Mill, 


9” wheel-face, two practically new saws. 
slot dhe wileng. b79-SiN ce eer ebiy laced tle acaiuerereraralela $2000.00 
20’ rebuilt 3-block Fay & Egan RH heavy 
Carriage, 50” opening; high ball rail..... 
TTT Ter TT TT eT ee $2500.00 
36’ Wheland 8” Gun, valves & connections... 
so ah Abs lorrenin sara eee St a aca oh a ld aan Se ale See $850.00 
No. 20 Mitts & Merril RH Hog, 2 throat 
plates, 2 sets used Knives, 1 set brand myeed 
knives; capacity 20-ton per hour...$950. 
72x18 Hartley high pressure Boiler, carry it0 


eo te err $2500.00 
60x18 Hartley high pressure Boiler, fittings & 
CS eer re es Soe rere ee ee eee $750.00 


2 Frick high pressure engines & boilers, on 


wheels; with Frick No. 1 and No. 01 mills 
complete. 
Worthington rebuilt, 9x5%x10 duplex boiler 
RON BN ico tu seat as eae ewceueere $350.00 
Fairbanks-Morse rebuilt, 6x4x6 duplex boiler 
TOON. PUR, Babs cc csc ccek os sehwans 150.00 
LIQUIDATION SALES COMPANY 
Warehouse & Office: Pensacola, Florida 
P. O. Box 308. Phones: 5749; Res. 7160 


AMERICAN LUMBERMAN, June 26, 1943 





FOR SALE 


Doig 2-tr. nailer; Yates No. 213 ballb. glue 
jointer; Berlin 42” roll-feed band rip-saw; 
Mershon twin band ripsaw; Fay-Egan No. 
186, 42” band resaw, 20 hp. coupled motor; 
F&E No. 126, 24” 3-s. planer-matcher- 
moulder; Am. No. 75 electric dbl. planer, 
19”x6”, 8-kn. rd. top & bottom hds., 2—35 
hp. 3600 rpm. top hd. motors, 1—25 hp. 3600 
rpm. bottom hd. m., 25 hp. 1200 rpm. feed 
m., 100% ballb.; Towsley 36” bandsaw; F-E 
30” bandsaw; Porter 20” jointer with motor, 
swingout feeder; Crescent revolving arbor 
variety saw, 5 hp. motor; F&E 2-drum 30” 
e.b. sander, 3 motors; Yates G-2 chain-fd. 
ripsaw, 10 hp. 3600 rpm. arbor motor; Matti- 
son No, 207 chain-fd. ripsaw; Worthington 
4144x4% vert. air compressor, tank; Buss 
ballb. sgl. spdl. shaper, 3 hp. vert. belted 
motor; Phillips window frame m.; N.B. No. 
2 chain saw mortiser; Diamond 50” auto- 
matic knife grinder, water attachment; 
Nash 30” dbl. end trim saw & chuck m.; 100 
hp. G.E. Frequency Changer; 300 hp. Chuse 
steam engine; etc. 
EDGAR G. BICKLER 
6444 Conway Ave., Mt. Washington 
Cincinnati, Ohio 





FOR SALE 


Filer & Stowell 6 ft. horizontal slab re- 
saw with traveling bed, driven press 
rolls, babbitt bearings, belt drive, com- 
plete with four saws, 16 ft. front roller 
bed, 60 ft. steel roller bed in rear with 
divided rolls, front rolls and 4 rolls back 
of machine raise and lower with table. 

Prescott 6”x60” Eastern type edger, RH, 
babbitt bearings, belt drive, 12 saws with 
machine. 
Prescott 


_ 


— 


_ 


36”—3 block carriage, 
dog, Allis Trout set works, driven by 
rope, complete with 10”x36’ steam feed, 
set of tracks, 2 Kilgore air cushion bump- 
ers. 
Allington & Curtiss 60” double slow speed 
fan, up blast, SKF roller bearings, belt 
drive. 
Prescott multiple dimension machine with 
3 roller spaces for 3 gang collar sets, 
and roller and adjustable guide with one 
saw set up for ripping various widths, 
babbitt bearings, belt drive, assortment 
of saws. 
Berlin No. 266 edger or ripping machine 
with one 9” collar for gang saw ripping 
and 4 single collars and 10 saws. 
1 E. P. Allis Corliss engine 18”x42” left 
hand 14’x24” flywheel. Engine equipped 
with Nugent oiling system, crane steel 
steam separator and reservoir. 
50 KW 2300 V3 phase AC Westinghouse 
generator, 1200 RPM babbitt bearings. 
144 KW 115 V 13 amp. 1450 RPM type CD 
DC Westinghouse generator, babbitt bear- 
ings, belt drive, used as an exciter for 
alternator. 

SOPERTON LUMBER COMPANY 
IN LIQUIDATION 
Soperton, Wisconsin 


hammer 


~ 


— 


= 


— 





FOR SALE 
550 HP ASME boiler, 200 lbs. New 1927. 
42 ton Heisler geared Loco., ASME boiler. 
21 ton Saddle Tank Loco., ASME boiler. 
20 ton gasoline locomotive, std. gauge. 
20 ton 36” gauge Saddle Tank Loco., ASME. 
Northwest 104 gas Crawler Crane, 45’ boom. 
P&H & General gas Crawler Shovels, % yd. 
Shovel attachment or parts for P&H 3/4 yd. 
Buda 4 cyl. 6x8 Diesel engine. Repaired. 
Continental 20 HP 4 cyl. gas motor. 
Kohler 1500 watt Light Plant, 110°V. d.c. 
Hoists & derricks, wood grapples, etc. 
Clamshell buckets % to 5 yd. misc. types. 
JAMES WOOD, 53 W. Jackson, Chicago, Ill. 





FOR SALE—A GOOD TIME TO BUY 


2 Hogs Nos. 15 & 25 with motors & charger. 
1 barrel hoist Link Belt, 10 tray. 

2 Diesel elec. locomotives 1000 hp. 150 ton. 
3 steel hopper cars 25 ton cap. 36” gauge. 


47 kiln cars 8'4"x3'10"x6’8” high; 38” gauge. 
1 heat sealing and wrapping unit. 

10 flat cars S/G 36 ft. 40 ton wood or steel. 
A. V. KONSBERG, 111 W. Jackson Blvd., 
Chicago. 





TRACTORS FOR SALE 
Available for immediate delivery 5 ton or 
“35"" size Caterpillar crawler tractors, $495; 
Cletrac ‘55’s’’, with angledozers fully elec- 
trically equipped, $1850. Also commercial 
Caterpillar ‘30’ and other tractors. c. 
EVANS, Mt. Sterling, Ky. 





For greater protection from the elements, use 


DANDUX TARPAULINS 


Consult our nearest office on your requirements of 
anything made of canvas. Prices, details on request. 


C. R. DANIELS, INC. 


Manvfacturers of Everything of Canvas 
NEW YORK CHICAGO DALLAS LOS ANGELES 
Boston Cincinnati Detroit Philadelphia 
Buffalo Clevelan Newark Pittsburgh 

Cotton Duck Mills: Daniels, Md. 


Offices in Other Cities 
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For Sale—LBR. & DIMENSION For Sale—USED MACHINERY 
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For Sale—USED MACHINERY 























FOR SALE : FOR SALE 
Approximately 1300 pcs. 14%” full diameter | 1—Berlin 3 Drum Sander 49”, Model 49, good 
xs’ Clear Hickory Poles, smoothly turned running condition. Complete with Line 













































































with square cut ends. ARLINGTON LUM- Shaft and Pulleys..............+ . $750.00 
BER CO., Arlington, New Jersey. THE KREMPP LUMBER CO. 
— S. Main St., Jasper, Indiana 
For Sale—BUSINESS ak inal 
OPPORTUNITIES Band Saw, 44” Berry & Orton...... $190.00 
Band Ripsaw, 42”x4” West OE aaa 
FOR SALE Band Resaw, Vert. 60” Mershon. 
Lumber mill—well equinped. Plenty of tim- en” ale ae with or 
yy “G-50". American Lumberman Borer, Sgl-spdl. Vert. Indiana, 18” 
‘ ne : z WIE 65:0 .4'5:c.05 ceases seceweseney $150.00 
MODERN SIX FOOT BAND MILL eS a eee ae 
Kilns, planer, timber sizer, moulder, ma- | pip, trnoke (70) @: Aeiy Seple ola hee 7 , 
chine shop, trucks and tractors, all equip- “—— trutite heed ou" cole — $5.90 
ment including houses; plenty timber. Lo- Drag Saw Machine. ee ee en eT a 5 
cated on railroad in Louisiana. Average logs Exhaust Fan, Dbl. 48” American $145.00 
cost $15.00 delivered to mill. Exceptional Engine Corliss, 14x30”, 125 HP......$950.00 
chance for company with chain yards to Factory trucks, new, 24”x48” (100) Ea. $13. 80 
marly thelr own. Fart cash, Gret mortgeee') mug, Mitts & Merril 20-0 .......... $690.00 
Re neon , Hand Jointer 16” Rd. Hd. direct M-d. $350.00 
Address “G-31,” American Lumberman. Knife Grinder 32”, auto. cup-wheel. .$240.00 
gE Mortiser, Vert. Hol. Chisel, American 
FOR SALE _ ; ; cre ee ee $410.00 
Lumber and building material business in Planer, Dbl. 30x12” Berlin No. 177..$595.00 
central Kentucky. Located in county seat Planer. Dbl. 24x6” Yates No. 150 Rd. 
and serving rural population of 15,000 to gl aac pI, alge Nei, pet RES $795.00 
20.000. Business shows 37 years successful ae & Matcher. 1656" American | . 





A 3 Planer & Matcher, 15x6” American 77-A. 

operation. oe for selling, death of one Planer & Matcher. 15x6” Woods 44-B, ball-b. 

partner, age of surviving partner. tri i ” : 
SIMPSON-WILLIS LUMBER CO. Saw Grinder, Band, Cap. up to 5” wide. $95.00 


















: - - Saw Grinder, circular 10” to 40” dia. 
Nicholasville, Kentucky Tenoner, Dib-end, 5%’ Hayes........ $690.00 
: Timber Sizer, 20”x18” Box No. 1, 
FOR SALE DE Wadena nda wesw ew aaa ae eels $4750.00 
Complete Hardwood Flooring plant, Planing Universal Woodworker, Parks....... $245.00 
Mill and Sawmill. All machines motor driven. Variety Saw, Fay-Egan No. 260 tilt 
Ample electric generating facilities; three OO PE AEE, SER Pn ere $250.00 
large dry kilns and warehouses. Abundant Veneer Retaining Clamps and “I’’ Beams. 
lumber and log supply under normal condi- CHAS. N. BRAUN MACHINERY CO. 
tions. Bargain for quick sale. Reason for 






Fort Wayne, Indiana 





selliing—age of owner. 
CHICAMAUGA CEDAR COMPANY 





















Stevenson, Alabama CIRCULAR No. 3 AMERICAN SAWMILL 
50 HP Boiler on wheels. 50 HP Engine on 
BAND SAWMILL skids. Saws, Sawdust, Conveyor, Cut-off 
Now sawing on very favorable contract in Saw, Shafting and Pulleys. Located in 
Idaho. Will sell on terms, Ohio. 
Address ‘“‘G-59,’’ American Lumberman. Address “B-89’’, American Lumberman. 















For Sale—USED MACHINERY 5 DIESEL ENGINES 100-150 & 365 HP. 
a 100,000 Gal Tank on 100 Ft. Tower 
7—Locomotive Cranes, 15, 20 and 25-ton 









































EARLE HART WOODWORKING MACH. CO. Diesel Locomotives, 6, 8 and 14-ton 
Large selection of Modern_ Ball-Bearin 7—Guy Derricks, 60, 90 and 110 ft. boom 
Motorized Used Machines. Get our prices Air Compressors, 150, 220 and 550 ft. 
and list before buying. Wheel Presses, 150 and 200-ton. 
7 13—Electric Hoists, 35 to 100 HP 
Chicago. Illinois Greensboro, N. C. : ; 
865 W. Wash. Blvd. Davidson Dr., Sedgefiela | °—Gasoline Hoists, 15 to 85 HE 
Ph.: Andover 3340. Phone: Greensboro 9633 1—63 ton Heisler Gear Locomotive ' 
2—1000 GPM Electric Underwriters Fire 
LIQUIDATING MILLWORK FACTORY ee 
Many machines suitable for millworking in 4 Wheel Log Loader 
lumber yards, etc., such as DeWalt Saws, 25,000 gal. Tank on 75 ft. Tower 
rip saws, planers, jointers, band saws, 50,000 gal. Tank on 65 ft. Tower 
moulders and many other units. This ex- 100,000 gal. Tank on 40 ft. Tower 
cellent equipment can be purchased at at- R, C. STANHOPE, INC. (Lincoln Bldg.) 
tractive prices). LAKESHORE MACHIN- 60 East 42nd Street, New York, Y. 
ERY CO., 2200 N. 11th Street, Milwaukee, 
Wisconsin. 





FOR SALE 





















































COMPLETE BAND SAWMILL pugeaee edt Mini 
Will sell complete single band and resaw 77-A Model 5 American 6x15 Matcher, 8-kn. 
mill located near Hancock, Houghton Co., cyls., 8 sets sideheads, c/s., belts; blower 
Michigan, either as a unit or in parcels. system, new 55” ball-bg. Fan, pipe & dust 
Also planing mill equipment including resaw. sh spsg ta9 MO TC ee $6500.00 
All machinery in good condition. THE 6x15 Woods Matcher with double profilers, 
BROWNLEE COMPANY, P. O. Box 239, round 4-kn. cyls., c/s., belts, assortment 
River Rouge Station, Detroit, Michigan. I CIEE - 's-5 464 Haeealsionea eeeiten $3000.00 
- No. 20 Newman 8”x4” four-side Moulder, 
STEEL CABLE FOR SALE square heads, clamp type aiid c/s., 
( ' ae 20 +e oo ae ee eee eee 50.00 
Long eet ot eT and ede tote eft | Moore 20’x50° end-piling 4-track Kin, 7200’ 
Mayneshorc. aa sed tei —— pipe, 500’ rails, 80, 2’ r.b. trucks. Recorder, 
2 ° sen vents, steam trap, good condition. .$1500.00 
: a No. 228 Woods rebuilt profile-sidehead 
FOR SALE Grinder with 21” knife bar, c/s....$350.00 
3 Climax geared logging locomotives 42” No. 137 Yates profile-sidehead Grinder, c/s. 
i ah eee Se $300.00 
Logging car side frames, journal boxes, draw 6” Clipper Belt Lacer. .... 6-6 000ccse0ee $20.00 
heads, and irons, equipment for 30 log- No. 55 Covel auto. circular saw Grinder, 
ging cars. Pe ee ee Pie, ye ee $400.00 
1-66” Clark Brothers horizontal Band Re- 6’ Fay & Egan RH ball bearing Band Mill, 
saw. 9” wheel-face, two practically new saws. 
1- ~10"x30” Misker, Ri cpp: eitereeianieiee 63:50: 00 0 eee 6 5ne eke ew bees $2000.00 
1 Motor section hand car, 4 cylinders. 20’ rebuilt 3-block Fay & Egan RH heavy 
1 Motor ear,-1 eylinder. : Carriage, 50” opening; high ball rail..... 
Lot of Pulleys. Coe e err e rere reese ere ee essere eeeeeee $2500.00 
Low price to close out this equipment. 36’ Wheland 8” Gun, valves & connections.. 
Concluding operation at Cornwall, Virginia. | _ ------:: see teens eee sete sere ee eees $850.00 
SOUTH RIVER LUMBER COMPANY, Inc. | No. 20 Mitts & Merril RH Hog, 2 throat 
Northumberland, Pa. plates, 2 sets used knives, 1 set brand new 
— knives; capacity 20-ton per etal cage 
Ss TELL ND 1} L 72x18 Hartley high pressure Boiler, carry 140 
a Py 4 & te ag Rong ey = Ib. fittings & stack.............++- $2500.00 
B with 3-Blk. 54” carriage, Covel 60x18 Hartley high pressure Boiler, fittings & 

and sharpener, lap grinder, brazing & fil- ac 7 
- CT Or ee re re ee $750.00 

ing clamps, leveling slab, 14” saw _ shear, 9 ; i i 





Frick high pressure engines & boilers, on 
wheels; with Frick No. 1 and No. 01 mills 





Saw welding clamp, Hill 8” & 10”x6’ Osc. a 
higger, 3 arm log stop & kicker, 12” cyl.; 











Still = complete. 

a well feed water heater, 3 Crane 6” gate Worthington rebuilt, 9x5%x10 duplex boiler 

vee, Buffalo blower 8” discharge. MIL- | rer ere $350.00 

‘a R LUMBER CO., Millerton, Okla. Fairbanks-Morse rebuilt, 6x4x6 duplex boiler 
av . = > a - Toor Fa. Bek. k és cctvectstceeves $150.00 
COVEL CIRCLE SAW GRINDER LIQUIDATION SALES COMPANY 

Por sale by RITTENHOUSE LUMBER CoO., Warehouse & Office: Pensacola, Florida 

$500 S. Racine, Chicago 9, Ill. P. O. Box 308, Phones: 5749; Res. 7160 
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FOR SALE 


Doig 2-tr. nailer; Yates No. 213 ballb, glue 
jointer; Berlin 42” roll-feed band rip-saw; 
Mershon twin band ripsaw; Fay-Egan No. 
186, 42” band resaw, 20 hp. coupled motor; 
F&E No. 126, 24” 3-s. planer-matcher- 
moulder; Am. No. 75 electric dbl. planer, 
19”x6”, 8-kn. rd. top & bottom hds., 2—35 
hp. 3600 rpm. top hd. motors, 1—25 hp. 3600 
rpm. bottom hd. m., 25 hp, 1200 rpm. feed 
m., 100% ballb.; Towsley 36” bandsaw; F-E 
30” bandsaw; Porter 20” jointer with motor, 
swingout feeder; Crescent revolving arbor 
variety saw, 5 hp. motor; F&E 2-drum 30” 
e.b. sander, 3 motors; Yates G-2 chain-fd. 
ripsaw, 10 hp. 3600 rpm. arbor motor; Matti- 
son No. 207 chain-fd. ripsaw; Worthington 
4%x4% vert. air compressor, tank; Buss 
ballb. sgl. spdl. shaper, 3 hp. vert. belted 
motor; Phillips window frame m.; N.B. No. 
2 chain saw mortiser; Diamond 50” auto- 
matic knife grinder, water attachment; 
Nash 30” dbl. end trim saw & chuck m.; 100 
hp. G.E, Frequency Changer; 300 hp. Chuse 
steam engine; etc. 
EDGAR G. BICKLER 
6444 Conway Ave., Mt. Washington 
Cincinnati, Ohio 





FOR SALE 


Filer & Stowell 6 ft. horizontal slab re- 
saw with traveling bed, driven press 
rolls, babbitt bearings, belt drive, com- 
plete with four saws, 16 ft. front roller 
bed, 60 ft. steel roller bed in rear with 
divided rolls, front rolls and 4 rolls back 
of machine raise and lower with table. 
Prescott 6”x60” Eastern type edger, RH, 
babbitt bearings, belt drive, 12 saws with 
machine, 

Prescott 386”—3 block carriage, hammer 
dog, Allis Trout set works, driven by 
rope, complete with 10”x36’ steam feed, 
set of tracks, 2 Kilgore air cushion bump- 


_ 


— 


_ 


ers. 
Allington & Curtiss 60” double slow speed 
fan, up blast, SKF roller bearings, belt 
drive. 
Prescott multiple dimension machine with 
3 roller spaces for 38 gang collar sets, 
and roller and adjustable guide with one 
saw set up for ripping various widths, 
babbitt bearings, belt drive, assortment 
of saws. 
Berlin No. 266 edger or ripping machine 
with one 9” collar for gang saw ripping 
and 4 single collars and 10 saws. 
E. P. Allis Corliss engine 18”x42” left 
hand 14’x24” flywheel. Engine equipped 
with Nugent oiling system, crane steel 
steam separator and reservoir. 
50 KW 2300 V3 phase AC Westinghouse 
generator, 1200 RPM babbitt bearings. 
1% KW 115 V 13 amp. 1450 RPM type CD 
DC WestinghouSe generator, babbitt bear- 
ings, belt drive, used as an exciter for 
alternator, 
SOPERTON LUMBER COMPANY 
IN LIQUIDATION 
Soperton, Wisconsin 


_ 


_ 


= 


= 


—_— -_ 





FOR SALE 
550 HP ASME boiler, 200 lbs. New 1927. 
42 ton Heisler geared Loco., ASME boiler. 
21 ton Saddle Tank Loco., ASME boiler. 
20 ton gasoline locomotive, std. gauge. 
20 ton 36” gauge Saddle Tank Loco., ASME. 
Northwest 104 gas Crawler Crane, 45’ boom. 
P&H & General gas Crawler Shovels, % yd. 
Shovel attachment or parts for P&H 3/4 yd. 
Buda 4 cyl. 6x8 Diesel engine. Repaired. 
Continental 20 HP 4 cyl. gas motor. 
Kohler 1500 watt Light Plant, 110 V. d.c. 
Hoists & derricks, wood grapples, etc. 
Clamshell buckets % to 5 yd. misc. types. 
JAMES WOOD, 53 W. Jackson, Chicago, Ill. 


FOR SALE—A GOOD TIME TO BUY 
Hogs Nos. 15 & 25 with motors & charger. 
barrel hoist Link Belt, 10 tray. 

Diesel elec. locomotives 1000 hp. 150 ton. 
3 steel hopper cars 25 ton cap. 36” gauge. 
47 kiln cars 8’4”x3'10"x6’8” high; 38” gauge. 
1 heat sealing and wrapping unit. 

10 flat cars S/G 36 ft. 40 ton wood or steel. 
A. V. KONSBERG, 111 W. Jackson Blvd., 
Chicago. 





thor bo 





TRACTORS FOR SALE 
Available for immediate delivery 5 ton or 
“35” size Caterpillar crawler tractors, $495; 
Cletrac ‘55’s”, with angledozers fully elec- 
trically equipped, $1850. Also commercial 
Caterpillar “30” and other tractors. O. C. 
EVANS, Mt. Sterling, Ky. 





For greater protection from the elements, use 


DANDUX TARPAULINS 


Consult our nearest office on your requirements of 
anything made of canvas. Prices, details on request. 


C. R. DANIELS, INC. 


tes of Everything 
NEW YORK CHICAGO DALLAS vos "ANGELES 
Boston Cincinnati Detroit Philadelphia 


Buffalo Cleveland Newark Pittsburgh 
Cotton Duck Mills: Daniels, Md. 


Offices in Other Cities 











Directory of Products Advertised in American Lumberman 
SOFTWOOD LUMBER 


BiaWert Virginie Spruce 
—Wes roinia 
C—Northern Hemlock 
Ci—Eastern Hemlock 


D—Northern Cedar 
Di—Norway Pine 


A—Northern _— Pine 


Bay De Noquet Co.......... ed 
Bissell Lumber Industries. ..ac 
Bonifas Lumber Co., Wm....ad 
Bradley-Miller & Co......... a 
Cadillac-Soo Lbr. Co........ ac 
Christiansen Co., C. M..... acd 
Connor Lbr. & Land Co....acd 


Cotton & Hanlon............ ac 
Elk River Coal & Lbr. Co...cl 
Gillies Brothers ............ a 
Goodman Lumber Co.......... 0 
Hines Lbr. Co., Edw...... abe 
Holland Lbr. Co., E. M....acd 
Holt Lumber Co............. ed 


ine & Hanson Flooring 


Lake Superior Lbr. Corp....ac 
Menominee Indian Mills. ..abed 
Michigan Pole & Tie Co..... od 


Mower Lbr. Co., The........ bl 
Ooonto Company ............ ed 
Rainy Lake Lumber Co. 

ld TEN Zadu countess abdl 
Rib Lake Lbr. Ce.......... acd 


Roddis Lumber & Veneer Co. ac 
Saluda River Lumber Co....cl 


Schuette Co., Wm........... a 
Shevlin Pine Sales Co....... a 
Stephenson Co., I......... abed 
Stimson Lumber Co.......... el 
Thunder Lake Lbr. Co..... acd 
Underwood Veneer Co........ ac 
Von Platen-Fox Co.......... ac 
Weyerhaeuser Sales Co....... a 


Wisconsin Land & Lbr. Co. .acd 
Yawkey-Bissell Lbr. Co..... ac 


Pee Maple 
Basswood .b and Ay 
Beech ool eae n 
} od coeed pester col 
+8 esewood 
Chestnut ..f Syeamere M 
ened Tupelo qa 
_ peeiee ! Walnut 7 
Hickory J Mahogany. .t 
Philippine k Balsa ..... u 
Magnolia ..1 Butternut. .v 
Anderson-Tully Company 
Cosecoenecesseees a hilmne 
Angelina Hardweod Co...... 
eeceebeoneuseces abceghijinpq 
Augusta Hardwood Co. 
CCnseCreseeecesonced aginopa 
Barger Lbr. Co., Inc........ 
Caaevenseoreenecad abedfmnop 
Bay De Noquet Co....... bdmn 


Beleher, J. B..... abcdefjmnov 
Bissell Lumber Industries 
abd 


Sete. Madisen Lobr. yap 
Bonifas Lumber Co., Wm. 


SERS BER TE: bdhm 
Bringardner Lbr. Co. 

Pe Te abcdefjmnov 
Dee, TB Deccccccvcuss 
Bruce Co.. E. L.....abchijlmno 
Burruss Land & Wumber 

GE scescncsesveoens bedfmno 
Oe sacces a eer e 
Beech b Maple f 
Birch c ror 
Cherry d Peean ‘f 
Barger Lbr. Co., Inc....... efg 
Bradley Lumber Co......... bg 
Ts Bcnncc cncecceses cz 
ge OO errr ee bfg 
Ce Gio ccccesccaes 4 
Chapman & Sow Lbr. 

a edvwnswecebnvereauenxed eg 


64 


E ern Yellow Pine 
i —tesaee 
Fi—Tennessee Red Cedar 
Angelina Hardwood Co.......f 
Augusta Hardwood Co.......ef 
Barger Lbr. Co., Inc........ ef 
Bradley Lumber Co....... eves 
Brooks-Scanlan Corp. ....... ef 
mete Gh, Th. Brvicccccvcecess “ 
Carr Lumber Co. .....cceee. . 
Chapman & Dewey Lum- 
WEP GR cecccececcccscocece 
Gynaaae Valley “Lor. 
wagitesbaweweacweeened e 
chieags Mill & Lbr. Co...... f 
Crosby Lbr. & Mfg. Co..... a 
Dowling & Camp, Inc........ 9 


Eastman-Gardiner Hard- 
WEEE GR cccesccccevcecccs 


Exchange Sawmills Sales Co...¢e 


Frost Lbr. Industries, Inc...e 
Georgia Hardwood Lumber 

Mb shecsoccesescecesceves ef 
Hines Lumber Co., Edw..... e 
Jones Lumber Co., J. M..... ef 
Kirby Lumber Corp.......... e 
Lightsey Brothers ........... f 


Louisiana Central Lbr. Co....f 


McGraw-Curran Lbr. Co...... f 
Miller and Company, Inc..... e 
Northeutt Lumber Sales 

We  atneeencceesecuccses ef 
Ozan Lumber Co............. e 
Parham Lumber Co., C. w.. .f 
Peavy-Moore Lbr. Co......... e 
Peavy-Wilsen Lbr. Co........ e 
Pine Plume Lumber Co....... e 
Reynolds & Manley Lbr. 

GOs BR ccccesccccesvocss ef 
Saluda River Lumber Co..... e 
Santee River Hardwood Co...f 
Shepherd Brothers Co. ...... e 
Shepherd Lumber Corp. .....¢ 
Smith Lumber Co., W. T....ef 
Sondheimer Co., E........... f 
Southern Pine Lbr. Co....... f 
Stone Lumber Co............. e 
Tremont Lumber Co......... ef 


Twin Harbors Lumber Co.....¢€ 


Urania Lumber Co...........@ 
Wax Lumber Co............. e 
G—Arkansas Soft Pine 

Bradley Lumber Co.......... g 
Dierks Lbr. & Coal Co...... g 


Fordyce-Crossett Sales Co....g 


Frost Lbr. Industries, Inc....¢ 
Ozan Lumber Co........+.-+-8 
Southern Lbr. Co.......---++- g 
H—Aromatic Red Cedar 

Bradley Lumber Co........... h 
Brown & Co., Geo, C......... h 
Bruce Co., B. Le.......ccceess h 
Frost Lumber Industries, 

TR, cccccccceccccevceccese h 
I—North Carolina Pine 
Barger Lbr. Co., Inc......... i 
Burruss Land & Lumber Co..i 
Ellington-Fay Lbr. Co....... i 
Hutton & Bourbonnais Co....i 
Schuette Co., Wm............-- i 
jJ—Fir 
K—Spruce (Engelmann) 
L—Spruce (Sitka) 

M—Western Red Cedar 
N—Western Hemlock 
O—Port Orford Cedar 
Bockmier Lumber Sales 

ABONCY ..ceceeeceecer cee jkm 
Booth-Kelly Lbr. Co..... wamaan 
Bradley-Miller & Co....... jim 
Duncan Lbr. Co. Inc...... jlmn 
Engle & Worth Lbr. Co..... j 
Exchange Sawmills Sales 

GE cccccccccccccescscecs Im 
Feather River Lumber Co....j 
Griswold Lumber Co.......... i 
Hines Lumber Co., Edw...... j 
Johnson Lumber Corp., 

GR Be cevesocsccceceseess jin 
Kernedy Thr. Co., J. G...jimn 
L. H. L. Lbr. hae aap: j 
Long Lake Lbr. Co.......... k 
— Seattle Lumber ; 

cctcsharieenwcacwnee* jmn 
Morrill & Sturgeon Lbr. 
vavldsuserebudeatewe jkm. 


Medford Corporation ......... j 
Neils Lumber Co., J........ jk 
Oregon-American Lumber 
COED. ccccccccccccevccscces j 
Oregon Lumber Co..........++ j 
Patrick Lbr. Co......+++-+-> j 
ie wareiped & Shingle 
Pope & Talbot, BEB. c ccccvscs j 
Quincy Lumber Co........... 4 
Rosboro Lumber Co.....,.... j 


Russell & Pugh Lbr. Co....jm 
Smith Lbr. Co., Ralph L..jino 
Carl Soderberg Lbr. Co....jlm 


Southwest Lumber Co......... j 
Sullivan Lumber Co....... jimn 
Tarter, Webster & John- 

son,  ecaseceneecueoeves j 
Thurston-Flavelle Ltd. ...... m 
Twin Harbors Lbr. Co...... jin 
Wales Lumber Co.......... jlm 
Wendling-Nathan Co. ........ m 


Weyerhaeuser Sales 
Co. 


White River Lbr. Co..... jimn 
Winton Lbr. Sales Co..... jimn 
P—California Ponderosa Pine 
Q—California Sugar Pine 
R—Redwood 


Bockmier Lumber Sales 


ABONC ncccccccccscccceces 
California Sugar & Western 

Pine Agency ........ neni 
Duncan Lbr. Co., Inc........ q 


Feather River Lumber Co....p 
Kennedy Lbr. Co., J. G....paq 
Medford Corporation ...... 
oe -California Lumber 


ace Lumber Co.......... pa 
Red River Lumber Co...... pa 
Shevlin Pine Sales Co....... pa 
Smith Lbr. Co., Ralph L...paq 
Carl Soderberg Lbr. Co...... q 


be beneenned & Johnson, 


HARDWOOD LUMBER 


ee Soo Lbr. 


$0eeecesesectess abedhmn 
Carr Lumber Co........... bfno 
Chapman & Dewey Lumber 
GR neecessescseeses aghimnp 
oo . “apes Valley Lbr. 
ith Co resi las Wei anan oie whaesde 0 
Cherry River Boom & Lbr. 
Wb -Sevsbaaseneed abcdefjmnov 
Chicago Mill & Lumber Co. 
(cone teeveteneeauie abeginop 
Christiansen Co., C. M..abdhm 


Connor Lbr. & Land Co...dmn 
Copeland Lumber Co...... admn 
Cotton & Hanlon........ edemnt 
Crisp Lumber Co., M. E. 
eeeesutaterseivonnnes acfjmno 
Dierks Lbr. & Coal Co...ahinp 
Eastman-Gardiner Hard- 
GEE GR cccccccccsececes ino 
Elk River Coal & Lumber 
DL. nctexceenenned abcdefjmnov 
wapenee Sawmills Sales 


:. 
m-th, ‘Crossett Sales Co...in 
Frost Lumber Industries, 

— OEE achijing 


$eCKHeS CeCeEE wes -aginopa 
euteas Lumber Co...... bdmn 
Hines Lbr. Co.. Edw....adhmn 
Holland Lbr. Co., 
_ SS ae abdhn 


Holt Hardwood Co........ bdhm 


Huntington Hardwood Co. 
ecocsqeceneaaeed abedefjmnorv 


Hutton & Bourbonnais Co. 


Jones Lumber Co., J. M. 
omiesinanananel eghilmnop 


Kerry & Hanson Flooring 
SSS eer bedhm 


Kirby Lumber Corp.... 
Kitchen Lumber Co....... emno 
—_- Superior Lbr. 


Lightsey Bros. . -abedefImnov 
Louisiana Central Lbr. Co. 


vceee onuenmens Seewencenenl 

lathi & Ca, FB. C....cc.ce stu 

May Hardwood Co., Inc. 
Pre ree: bmnorv 


McCracken & McCall 
Seecoenesececeses abedefjmnov 


aanpaneel Curran Lbr. Co. 


Marathon Paper Mills 
Ge. cvcseusess howeneed abchm 


ae River Lumber Co. 
aeeteseeneoere ...abedefjmnov 


sania Indian Mills 


Miller and Company, Ine. 

abceghilmno 

Moore, Keppel & Co. 
erbegkeveawawenes abcdefjmnov 


Morrison, Gross & Co. 
Coececccceveceess abedefjmnov 


Mowbray & eepmeree A. 
wes cdefjmnov 


Nickey Brothers, Inc....... inrs 
Northeutt Lbr. Sales Corp...in 
Oconto Company ........ bdhmn 
ened Hardwood Lbr. Yd 


Pardee & Curtin Lbr. Co. 
eeeccececeocoesee —— 


Parham Lember cu, € 
$66 eb6ed Dee eeenees takin 


Peavy-Moore Lbr. Co........in 
Peavy-Temple Hardwood 


BOM ccccccccccccccccs imn 
Pine Plume pene ee 
cocececccesoosese abceghilmno 


Reynolds & Manley Lbr. 

CR, BR cccvcees abceghilmno 
Rib Lake Lumber . abhm 
Ritter ened Co., M. 

Jacerceseeneeeses dition 
Roddis Senos & Veneer 

GR. cevccccecccecsceses edmn 
Saluda River Lumber Co. 

coceccececoees ...abedefjmnov 


a ye Brothers 


HARDWOOD FLOORING 


Cue River Boom & Lbr. 


itensedseneareues befg 
Connor Lbr. & Land Co..... ef 
Cotton & Hanlon.......... bfg 
Crosby Lbr. & Mfg. Co..... 4 
Dierks Lbr. & Coal Co...... g 
Bapense Sawmills Sales 
cevkweneeeeeneaweeuexes g 
Farrin » Co., The ‘ 
iitnakeedanesncex’ g 


Bi Pager Sales Co...bg 


Frost Lumber Industries.....g¢ 
Griffith Stave Co., Geo. C...g 
Holt Hardwood Co..... ooo hg 


eoeseceecosecsocces oo Def 
ie Brothers .........efg 
Louisiana Central Lbr. Co... 


Maple speynerd a. 


ew & ‘Baten Lbr. 


Mower Lbr. Co., The..... bedfg 
Peavy-Moore Lbr. Co........ g 
— entueet 

Agen 


Ritter a Co., W. M....beg 

Robbins Flooring Co......befg 
Roddis Lbr. & Veneer Co....f 
Southern Lbr, Co. ...+.++++-8 
Southern Pine Lbr. Co.......¢ 
Stephenson Co., I.........- bef 
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Wending-Nathan Co. . Qt 
Western Pine Ass'n. + DQ 
Wuichet Lbr. Co............ pq 


S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


dngeante Copper Mining 





Biles-Coleman Lumber Co....t 
Bockmier Lumber Sales 
Agency 


Cece erereesseceses slu 
Bradley-Miller & Co......... st 
California Sugar & Western 

PERO AGT coccceccccvess t 
Craig Mountain Lbr. Co...... t 
Dunean Lbr. Co., Inc...... stu 


et Sawmills Sales 


Weeey Pine CO... cccesccccces t 
Kennedy Lbr. Co., J. G......8 
Kinzua Pine Mills Co........ t 
Kesterson Lumber Corp....... t 
Long Lake Lbr. Co......... stu 
Mauk Seattle Lumber Co....st 
Medford Corporation ......... t 
Michigan-California Lbr. Co..t 
a & Sturgeon Lbr. 
ekcsceaenedeeessxae t 
Neils Lumber Co., J....... stu 


Oregon Lumber Co........... t 
Pilot Rock Sales Agency..... t 
Quincy Lumber Co............ t 
& Pugh Lbr. Co..... st 


Russell 

Schuette Co., Wm............ r) 
Shevlin Pine Sales Co.......t 
Carl Soderberg Lbr. Co..... stu 
Southwest Lumber Co........ t 


Southwest Lbr. Mills, Inc....t 
Spokane Pine Products...... st 


Sullivan Lumber Co.......... t 
Tarter, Webster & John- 

iy Th ahaxeeessecesvaeae é 
Twin Harbors Lumber Co.. 
Wales Lumber Co........... ‘- 
Western Pine Association... .st 
Wendling-Nathan Co. ........ t 
Weyerhaeuser Sales Co....... st 
Winton Lbr. Sales Co....... st 
Wuichet Lbr. Co.........ce08 t 
Smith Lumber Co., T.. 

Ore rere wee 
Sondheimer Co., E..... aghinop 
Southern Lumber TK  coseces in 
Southern Pine Lbr. Co...... in 
Stearns Coal & Lbr. Co..... 

Ceeheeeeeseeteees abcdefjmnov 
Stephenson Co., I........cdmn 
Stimson Lumber Co..... abmno 
Stone Lumber Co....... ahijlnp 
Tennessee-Eastman Corp 

Ceneceeee cee. -abedet manor 
Thunder Lake Lbr. Co....bdhm 
Tremont Lumber Co.....ahijlna 
Twin Harbors ae 

MD vansdevncedeqneseesd adhn 
Underwood Veneer Co Faas 

Cecrecccccvcccccece -...abdhm 
Urania Lumber Co.......... cin 
Vestal Lbr. & Mfg. Co..... 


Co 
cccvcccccccccs  SDCKSl MNO 
Virginia Hardwood Lbr. 
eee 
Von Platen Fox Co.....2! 
Wax Lumber Co........ aghilnp 


West Virginia Lumber Co. 
Caverenewieeeeee abedef jmnov 


Wood-Mosaic Co., Ine...... 


Yawkey-Bissell Lbr. Co... .dmn 


Webster Lumber Co., H. E..8 
Wells Lumber Co., J. W....cf 
West Virginia Lbr. Co....-. fg 
Ley Sane Land & Lumber 


Seéeteneweeee bet 

Wood-Mosaic Co., Inc....--- {g 
Wrape Stave Co., Inc. 

We Be cocccccccccccccescs 5 


Yawkey-Bissell Lbr. Co... .cfs 


|LUMBERMAN 








CABINETS 


MANTELS 
Carr, Adan 
PACKAGE 


Southwest ; 
Spokane P} 
Weyehaeuse 
SASH, DC 
MILLWOR 
Biles-Colen 
Barger Mil 


BUILDING 
JOBBERS 
Dyke Brot! 
BUILDING 
Flintkote ¢ 
Sisalkraft 

CAULKIN 
Calbar Pai 
Flintkote ¢ 
Macklanbur 
CEDAR Cl 
Bradley Lt 


CEMENT 
Louisville | 
COAL HE, 
Locke Stev 
DIAMOND 
Smith, Ine 
FENCE A 
Continental 

tone 
Michigan | 
FLOOR R 
Carey Co., 


GARAGE 
The Stanle 
GATES 
Continenta 
GLASS 


Libby-Owe 
Pittsburgh 


AXES AN 
American 
CARRIER 
Ross Carr 
CUTTER 
Shimer & 
DOG, SEI 
Kent Mac 
DRY KIL 
ACCESSO 
Moore Dry 
DRY KIL 
INSTRUM 
Moore Dry 
EDGERS 
Corinth M 
Corley Ma 
Frick Con 
Miner Say 


APPRAIS 
ESTIMAT 


CHECK | 
Bruce 


Moore >. 


AMERI 








«DQ 
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beghijno 


defi jmnov 

. .cdmn 
. , beans 
,.ahijinp 
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def jmnov 

...bdhm 
..ahijing 
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Co. 
pdef jmnov 














CABINETS 

Carr, Adams & Collier Co. 

Curtis Companies Service 
Bureau 

Gregg & Son 

Roach & Musser 

MANTELS 

Carr, Adams & Collier Co. 

PACKAGE TRIM 

Biles-Coleman Lumber Co. 

Bradley Lumber Co, 

Fordyce-Crossett Sales Co. 

Frost Lumber Industries, Inc. 

Kinzua Pine Mills Co. 

Long Lake Lumber = 

Southern Lumber 

Southwest Lumber Mills, 

Spokane Pine Products ws 

Weyehaeuser Sales Co. 

SASH, DOORS, COLUMNS, 
MILLWORK 

Biles-Coleman Lumber Co. 

Barger Millwork Co. 


Carr, Adams & Collier Co. 
Curtis Companies Service 
Bureau 


Frost Lumber Industries, Inc. 
Gregg & Son 

Pacific Mutual Door Co. 
Ponderosa Pine Woodwork 
Red River Lbr. Co. 

Roach & Musser 

Silbernagel & Sons Co., Geo. 
Wheeler Osgood Sales Corp. 


SHINGLES 

Se ecicceciccccces a 
Western Red Cedar.......... b 
Stained ...cccccccccccccce er] 
CE so. vccestccevcsosecced d 
Barger Lbr. Co., Inc......... b 
Bay De Noquet Co........... a 


BUILDERS' SPECIALTIES, 


noe MATERIAL 

JOB 

Dyke Brothers 

BUILDING PAPER 

Flintkete Co., The 

Sisalkraft Co. 

CAULKING COMPOUND 

Calbar Paint & Varnish Co. 

Flintkote Co., The 

Macklanburg-Duncan Co. 

CEDAR CLOSET LINING 

Bradley Lbr. Co. of Ark. 
Co., Geo. C. 


E. L. 
Frost Lumber Industries, Inc. 


CEMENT 

Iouisville Cement Co. 

COAL HEATER 

Locke Steve Co. 

DIAMOND POINT DRIVER 

Smith, Ine., ion P. 

FENCE AND FENCE POSTS 

Continental Steel Corp. 

Keystone Steel & Wire Co. 

Michigan Pole & Tie Co. 

FLOOR RUNNER 

Carey Co., Philip, The 

GARAGE DOORS 
(OVERHEAD) 

Carr, Adams & Collier Co. 

Coburn Trolley Track Co. 

Fir Door Institute 

GARAGE DOOR HARDWARE 

The Stanley Works 

GATES 

Continental Steel Corp. 

GLASS 


Libby-Owens-Ferd Glass Co. 
Pittsburgh Plate Glass Co. 


AXES AND LOGGING TOOLS 
American Legging Tool Co. 
CARRIERS, LUMBER 

Ross Carrier Co., The 
CUTTER HEADS 

Shimer & Sons, Inc., Samuel J. 
DOG, SET WORKS, ETC. 
Kent Machine Co. 

DRY KILNS AND 
ACCESSORIES 

Moore Dry Kiln Co. 

DRY ela egurass 
INSTRUM 

Moore Dry oo Co. 

EDGERS 

Corinth Maehinery Co. 

Perley | pena Co. 


Miner Saw OMtg. Co., J. H. 


APPRAISERS AND TIMBER 
ESTIMATORS 
Drolet, Geo. 
feux Bros., Ino. 
Sewall, James W. 


BOOKS (Lumber and Log) 
Buck & Co, Frank RB. 
Scribner's Lumber & Log Book 


CHECK PREVENTATIVES 
Bruce Co, EL Lh 
Moore Dry Kiln Co. 


AMERICAN LUMBERMAN, 


GLASS SUBSTITUTE 
Sol-O-Lite Mfg. Co. 


GLAZING MATERIAL 
Biddle Co., The 


eee & PAINTERS’ 
Smith, Inc., Landon P. 
GLUE 

Franklin Glue Co. 
HARDWARE—Bullders’ 


Coburn Trolley Track Co. 
The Stanley Works 


HINGES 
The Stanley Worke 


INSULATION 

Barrett Company, The 
tag <3 The 
Celotex Corp., 

Certain-teed Products Corp. 
Flintkote (Co., The 


National Gypsum Co. 

United States Gypsum Co. 
Universal Zonolite Insulation Co. 
Wood Conversion Co. 


LADDERS 

Babcock Co., W. 

Breyer Bros., Whiting & Co. 
LATH (FIREPROOF) 
United States Gypsum Co. 
LINSEED OIL 
Archer-Daniels-Midland Ce. 
LOG CABIN SIDING 
Frost Lumber Industries, Ine. 
Kingzua Pine Mills Co. 

Red River Lumber Co. 
MASON’S CEMENT 
Louisville Cement Co. 
METAL CORNER BEAD 
Continental Steel Corp. 


Directory of Products Advertised in American Lumberman 
MILLWORK, FRAMES, 


SHINGLES, PACKAGE TRIM, ETC. 


Bonifas Lumber Co., Wm....a 
Bradley-Miller & Co. ........b 
Connor Lbr. & Land Co......a 
Creo-Dipt Co., Inc........... © 
Hammond Cedar Co., Ltd....b 
Kennedy Lbr. Co., J. G...... b 


Marathon Paper Mills Co....a 
Mauk Seattle Lumber Co..... b 
Menominee Indian Mills...... a 
Michigan Pole & Tie Co..... a 
Morrill & Sturgeon Lbr. Co..b 
Oconto Company 
Pacific National Lumber Co..b 
— Lumber & Shingle 

Red Cedar Shingle Bureau. ...b 
Rib Lake Lbr. Co......cccee a 
Stephenson Co., I............ a 
Thurston-Flavelle Ltd. 


Twin Harbors Lumber Ce.....b 
Wending-Nathan Co. ° 

Weyerhaeuser Sales Go.......b 
White River Lbr. Co.........D 
Winton Lumber Sales *ecetae b 
Wisconsin Land & Lbr. Co....8 


SIDING—RED CEDAR 
Thurston-Flavelle, Ltd. 
TRELLIS, LAWN AND 
GARDEN FURNITURE 


Biles-Coleman Lumber Co. 
Kinzua Pine Mills Co. 
Ponderosa Pine Woodwork 


WINDOWS 

Andersen Corporation 

Barger Millwork Co. 

Carr, Adams & Collier Co. 

Curtis Companies Service 
Bureau 


WINDOW, DOOR FRAMES 

Andersen Corporation 

Biles-Coleman Lumber Co. 

Bradley-Miller & Co. 

Carr, Adams & Collier Co. 

Curtis Companies Service 
Bureau 


Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long Lake Lumber Co. 
Pacific Mutual Door Co. 
Roach & Musser 
Silbernagel & Sons Co., Geo. 
Spokane Pine Products Co. 


FLOOR PLANKS 

WOOD FLOOR BLOCKS 
Bradley Lumber Sales Co. 
Bruce Co., E. L. 

Robbins Flooring Co. 
Wisconsin Land & Lbr. Co. 


STORE EQUIPMENT AND: ACCESSORIES 


METAL LATH 

United States Gypsum Co. 
METAL MOULDING 

B & T Metals Co., The 


NAILS 

Continental Steel Corp. 
Keystone Steel & Wire Co. 
PAINT, ENAMEL, VARNISH 
Boston Varnish Co. 

Calbar Paint & Varnish Co. 
Devoe & Raynolds 

Kyanize Finishes 

lowe Brothers Co., The 
Martin-Senour Co. 

Parker & Sons Co., Ire 
PLASTER AGGREGATE 
Universal Zonolite Insulation Co. 
PLASTER BOARD 

National Gypsum Co. 

United States Gypsum Co. 
PLASTER LATH 
Johns-Manville 

National Gypsum Co. 

United States Gypsum Co. 
PLASTIC MOULDINGS 
Macklanburg-Duncan Co. 


PLYWOOD AND VENEERS 
Aetna Plywood & Veneer Co. 
Copeland Lumber Co, 

Douglas Fir —o_ Assn. 
Goodman Lumber Co. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Roddis Lumber & Veneer Co. 
Twin Harbors Lumber Co. 
Wheeler Osgood Sales Corp. 
Underwood Veneer Co. 


POLES 
Michigan Pole & Tie Co. 
Rib Lake Lumber Co. 


PUTTY 

Biddle Co., 
Macklanburg- | Co. 
Parker & Sons Co., Ira 


ROOF COATINGS—Cement 


Abesto Mfg. Co. 

Barrett Div. Allied Chemical & 
Dye Corp. 

Carey Co., Philip, The 

Celotex The 


Flintkote Co., The 


ROOF TRUSSES 

American Roof Truss Co. 

ROOFING, SHINGLES, 

SIDING—Asbestos, Asphalt 

Barrett Div. Allied Chemical & 
Dye Corp. 

Carey Co., Philip, The 

Celotex Corp., The 

Certain-teed + Corp. 
Flintkote Co., The 

Johns-Manville 

Texas Co., The 

United States Gypsum Co. 

ROOFING, SIDING—STEEL 

Continental Steel Corp. 


SASH CORD 

Puritan Cordage a Inc. 

Samson Cordage W. 

SCREENS 

Curtis Companies Service 
Bureau 

Silbernagel & Sens Co., Geo. 

SCREEN CLOTH 

Reynolds Wire Co. 

Seneca Wire & Mfg. Co., The 

SCREEN DOOR GRILLES 

Macklanburg-Duncan Co. 

SCREEN TACKERS 

Crofoot Co., J. B. 


SHEATHING (INSULATING) 
Celotex The 


United States Gypsum Ce. 


MACHINERY AND EQUIPMENT 


ENGINES AND BOILERS 


Enterprise Co., The 
Frick Company 


FLOOR SANDERS 
Clarke Sanding Machine Co. 


FILES—Saw 
Atkins & Co, E. C. 
Disston & Sons, Inc., Henry 


HOG KNIVES 
Atkins & Co., E. C. 
Disston & Sons, Inc., Henry 


INJECTORS, VALVE, 
STEAM PUMPS, PIPING 
Soule Steam Feed Works 


KNIVES 

Atkins & Co., E. C. 
Disston & Sons Inc., 
Taylor Stiles & Co. 


Henry 


LOAD BINDERS 
American Logging Tool Co. 
Atkins & Co., E. C. 
LOGGING EQUIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 
LOGGING TRAILERS 
Fruehauf Trailer Co. 

LUMBER ers. 

Moore Dry Kiln 

MOISTURE INDICATORS 
Moore Dry Kiln 

MOULDING oh 
Shimer & Sons, wi Samuel J. 
Taylor, Stiles & C 

PORTABLE SAWMILLS 
Corinth Machinery Co. 
Corley Manufacturing Co. 
Cunningham Mchy. Co 


rp. 
Sutepeiee Co., The 
Frick Company 


Kent Machine C 
Lane pe oh Ca 


SAW BITS 
Atkins & Co., E. C. 


SAWMILL MACHINERY 
Corinth Machinery Co. 
Corley Mfg. Co. 


Kent Machine Co. 
Lane Manufacturing Co. 
Miner Saw Mfg. Co., J. H. 


SAWS, SAW ie 
Atkins & Co., E. 

Clarke Sanding Machine Co. 
Disston & Sons, Inc., Henry 
Huther yl 


Mall Tool C 
Mill & Mine. Supply Co. 
Miner Saw Mfg. Co., J. H. 


‘MISCELLANEOUS SUPPLIES AND SERVICES 


COLLECTION SERVICE 
Lumbermen’s Credit Assn., Inc. 


FINANCIAL 
Douglas-Guardian Warehouse 


Credit Associa- 


rp. 

Lumbermen’s 

tion, Inc. 
HOTELS 
Benson 
Lafayette 
INSURANCE 
a Mutual Casualty 

so. 
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LUMBER RULES 
Buck & Co., Frank R 
OFFICE EQUIPMENT 
Remington Rand Ince. 
oreees SureLes 
Buck Co., R. 
PRESERVATIVES—WOOD 
American Lumber & 


Truce L 
Chapman >, > 


A. D. 
ts de Tada Co., Ine. 


Treating 


Parker & Sons Co., 
Protection Products Mie. Co. 


<— a PREVENTA- 


onsen & Co., D. 
DuPont de | Co., 


EL 
Monsanto Chemical Co. 


Inc., 


TERMITE 
EXTERMINATORS 
Bruce Co., E. L. 


SHINGLE STAINS 
Creo-Dipt Co., Inc. 
SILO MATEMA 
Sisalkraft Co., The 


SOUND-DEADENING 
MATERIAL 
Carey Co., Philip. The 


National Gypsum Co. 
United States Gypsum Co. 
Wood Conversion Co. 


STEEL SHEETS, Plain or 
Corruga’ 

Continental Steel Corp. 

TECO CONNECTORS 

Timber Engineering Co., Inc. 

Timber Engineering Co. of 
Michigan 

TERMITE SHIELDS 

Timber Engineering Co., Inc. 

WALL BOARD 


Carey Co., Philip, The 
Douglas Fir — Assn. 


United States Gypsum Co. 
Wood Conversion Co. 


WALL PANELS 
Flintkote Co., The 
Underwood Veneer Co. 
Upson Company, The 


WATERPROOFINGS 
American Fluresit Co., The 
Flintkote Co., The 

Ranetite Manufacturing Co. 
Weather Seal Co. 

WooD GUTTERS 
Weyerhaeuser Sales Co. 


STEAM FEEDS 
Soule Steam Feed Works 
ae ae gg 

aniels, Inc., C. BR 
TRACTORS 
Frick Company 
TRIMMERS 
Corley Manufacturing Co. 
Frick Company 
VENEER DRYING 
MACHINERY 
Moore Dry Kiln Co. 
WAGONS—Log 
Lindsey Wagon Co. 
WELDING WIRE, WIRE 
ROPE, FITTINGS AND 
SLINGS 
Continental Steel Corp. 


TIMBER ESTIMATES 
Clarke, C. V. 


TREATED PRODUCTS— 
Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence P 

American Lumber & Treating 


Co. 
Crosby Lbn & Mfg. Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Pope & Talbot, Inc. 











PACIFIC 
NATIONAL 





The modern mills of 
Pacific National are 
maintaining peacetime 
standards of quality 
on all war orders. 


KKkkk kk kkk 





TACOMA, 





TIMBERS 
FOR WAR 
‘NEEDS 


Tough and strong 
timbers . . . cut 
from the heart of 
old- 
growth trees... 
timbers up to 136’ 
for keels, spars, 
stiff-leg derricks 


and other war 


mature, 


uses. 


Pacific National 


LUMBER COMPANY 


WASHINGTON 





has proven superior, 
as the 6-Bit Head of 
this type can readily 
be used in most 
Matchers. The Bits 
are clearance pro- 
tected and readily ad- 
justed to the normal 
range of thickness of 
eased edge stock. The 


Head may also be fitted for matching, plain joint- 


ing, siding or shiplap. 


Let us mail you particulars about the Shimer 


Eased Edge Heads. 


We will also send you a copy 


of the Shimer Pattern Book and Catalog. 


Write today. 





MILTON 


SAMUEL J. SHIMER & SONS. INC. 


Mianufacturers of 
The Shimer Cutter Heads 





PENNA. 





Aduertisers’ Index 





Abesto Mfg. Co.. ......-. 58 Marathon Paper Mills Co..... g 
American nets Tool Co. 52 Meadow River Lumber Co.... 59 
American Roof Truss Co..... 52 Michigan Pole & Tie Co......, 8 
Anaconda Copper Mining Co.. 45 Miller & Company, Inc... .... 39 
B & T Metals Co., The........ 45 Gemnte Ce.. ems er 
Bay De Noquet Co........... 8 ieiiciaaas Lae. Corp. - 
Bissell Lumber Industries..... 8 Ozan Lumber Company....... 5) 
Bonifas Lumber Co.,Wm..... 8 
Booth-Kelly Lumber Co., The.. 48 
Brown & Co., Geo. C......... 55 Pacific Mutual Door Co.. .... 46 
oe A rere Pacific National Lumber Co... 6§ 
Buck & Co., Frank R......... 60 Parker & Sons Co., Ira........ 39 
Patrick Lumber Co........... 57 
Cadillac-Soo Lumber Co...... g Pine Plume Lumber Co....... 57 
Carr, Adams & Collier Co. .... 47 Polson Lbr. & Shingle Mills.. .. 45 
Chapman & Dewey Lbr. Co... 55 Pope & Talbot, Inc........... 52 
Christiansen Lbr. Co.,C.M... 8 
Clarke, @. V. are «s« @ Quincy Lumber Company..... 43 
Connor Lumber & tent i... 3 
Copeland Lumber Co......... 8 
Corinth Machinery Co........ 60 Rainy Lake Lumber Co., Ltd.. 43 
Corley Mfg. Company........ 56 Red River Lumber Co., The.. 4 
Cotton Hanlon.. eta ee Reynolds & Manley Lbr. Co... 43 
Craig Mountain Lbr.Co.. .... 57 Reynolds Wire Co............ 12 
Crosby Lumber & Mfg. Co.... 47 Rib Lake Lumber Company... 8 
Ourtis Ne Service Robbins Flooring Company.... 8 
Bureau....... ----++ 35 Roddis Lbr. & Veneer Cu...... $ 
Rosboro Lumber Company.... 37 
SS a ee 
Devoe & Raynolds Co., Inc.... 6 
Disston & Sons, Inc., Henry... 67 Shepherd Bros. Co............ 58 


Dowling & Camp, Inc......... 52 
Dyke Brothers ............s.... Gl 


Shepherd Lumber Corporation. 58 
Shevlin Pine Sales Company... 45 
Shimer & Sons, Inc., Samuel J.. 66 


Exchange Sawmills Sales Co... 59 Smith Lumber Co., Ralph L... 44 


Southern Pine Lbr. Co........ 37 
Fordyce-Crossett Sales Co..... 5 Stephenson Co.,I............ 8 
Frost Lumber Industries, Inc. . Sullivan Lumber Company. ... 60 


Fruehauf Trailer Co.......... 41 


Thunder Lake Lumber Co 


ny... §& Vi ER ea a a 
rine atic 7 pa Timber Engineering Co., Inc... 38 
mpany.... 
ne ee Tremont Lumber Company.... 57 
Hines Lumber Co., Edward.... 8 
Holt Hardwood Co........... 8 Underwood Veneer Co. ae 
Hotel Benson. ae . 60 — ersal ne: Insulation 7 
oO. - 
Huther Brothers Saw Mf ie. 41 
. Upson eine: The.. ee 
Urania Lumber fiw... eee 
eee reas a 3 
Von Platen-Fox Co.........-. 8 


Johnson Lumber Corp., O. D.. 47 


Kent Machine Company...... 52 Webster Lumber Co., H. E.... 
Keystone Steel & Wire Co..... 52 Wells Lumber Co., J. W...---- 
Kinzua Pine Mills Co......... 3 Western Pine Association...... 

White River Lumber Co.....- 
Lake Superior Lumber Corp... 8 Wisconsin Land & Lbr. Co.. ..8-52 
Lane Manufacturing Co....... 43 Wisconsin-Michigan Page....- 
Lemieux Brothers., Inc........ 60 Wrape Stave Co., Inc., w. R... 51 
Lindsey Wagon Co........... 49  Wuichet Lumber Co.....----+-: 
Louisville Cement Co......... 68 


onermens Mutual CasualtY 59  Yawkey-Bissell Lumber Co...- 


Directory of Products Advertised will be found on preceding pages 
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3ER MAN 


les a chain saw 
... for army speed 











UNCLE SAM wanted a dependable gasoline-driven chain saw 
—built to strict specifications on performance. The saw was 
urgently needed by the U. S. Army Engineers. 


Disston took on the job of producing such a saw—-and 
delivered the goods! This saw will do the work of 20 men— 
will cut through a 2-foot tree trunk in 17 seconds ! In order to 
speed the lumber industry’s tremendous production program, 
Disston is prepared to manufacture this gasoline-driven chain 
saw in 4, 5 and 6 foot capacities ...all powered with an 
11 H.P. Mercury engine. 


This is another significant Disston accomplishment in saw- 
making. It is the kind of achievement in quality and crafts- 
manship that you enjoy in such standard tools as Disston wood 
and metal cutting saws, files, hack saw blades, tool bits, 
machine knives... and steel. 


Disston quality means long tool life and superior tool 
performance. Free Disston Conservation Control instruction 
cards covering 34 tools will help you make the best use of 
man-power . .. Employ them both to conserve valuable man- 
minutes and shorten the way to Victory. For information 
on tools or free cards write Henry Disston & Sons, Inc., 
625 Tacony, Philadelphia, Pa., U.S. A. 


Disston craftsmanship builds 
stamina and dependability in the POWER 
CHAIN SAWS supplied to the U. S. Armed 
Forces... Other precision-made Disston 
tools for general use include Circular Rip, 
ent. Cross-cut and Combination Saws; Grooving 
Saws and Dados; Dissteel Thin Planer 
Knives, Veneer Knives, Hog Knives and 
Cutter Heads. 


and he!p win the war 









i] Take some Brixment mortar and some 50-50 lime and (1), it is much easier to shove the brick accurately into 2 
cement mortar. Try shoving a full head-joint with place, with a full head-joint, than it is to do the same 
each mortar. You'll find that with the Brixment mortar thing with the other mortar (2). 


BRIXMENT Makes a More 
PLASTIC Mortar! 


One of the most important characteristics any the joints well filled. And because of this unusual 
mortar “can possess is plasticity. Within certain plasticity, a bag of Brixment will carry three full 
limits, plasticity is the greatest single factor not cubic feet of sand and still make an ideally 
only in the economy of the brickwork, but also in workable mortar. 


its strength, its neatness and its resistance to the 
passage of water. 


One of the most outstanding characteristics of 
Brixment mortar is its unusual plasticity. For 
nearly twenty-five years, bricklayers all over the 
United States have agreed that the working qualities 
of Brixment are comparable to those of straight 
lime putty. This exceptional plasticity makes it 
easy for the bricklayer to secure neat, economical 


brickwork, with the brick properly bedded, and 


BRIXMENT 


For Mortar and Stucco 


Louisville Cement Company, Incorporated, Louisville, Kentucky. Cement Manufacturers for Over a Century. 








